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Why You Get 


Lowest Prices on these 
Fast Selling Door Lines 


: ¢ 
ADMIRAL— ) 
made from A-Select Birch A vitdws 


COMMANDER— FLUSH DOORS 


made from Stain Grade Birch 
URAC 185 RESIN ADHESIVE 


CHIEF— A gap-filling, craze-resistant glue reinforce- 
ment — bonds all Shoreline doors. They're 
made from Paint Grade Birch guaranteed to lay flat, not dip or wave. 


The Answer: 10,000 DOOR CAPACITY 
FROM 3 MODERN PLANTS 


Check These For Top Quality Features 


Y Stiles, rails and cores are milled to micrometer 
readings, with 24 pieces of 54" all wood ladders. 


‘ Birch faces of Shoreline doors are smooth sanded, 
beautifully finished for on-sight sales (the prices 
are the clincher). 





The facilities and resources of Grand Traverse 


Sales assure you a permanent, dependable supply 
source. 


Wire — Phone — Send In 
Coupon Today 


Grand Traverse Sales Company 
Suttons Bay, Michigan 


Please send me at no obligation complete information an rice lists 
on SHORELINE flush doors 


GRAND TRAVERSE SALES 
COMPANY 


SUTTONS BAY, MICHIGAN . BIRMINGHAM, MICHIGAN 
TEL. SUTTONS BAY 61-71-93 © TEL. MIDWEST 4-3450-1-2-3 











the new 


Awiset 


‘60 ¥ line 





You can use this feature 


Six pin tumbler construction in the new Kwik- 
set “600” line not only offers maximum secur- 
ity, but also provides greater masterkeying 4 
flexibility. At no additional cost. 


The Only Lock with All these Features: 


Two-way locking action 
Exclusive, adjustable strike 

All steel and brass construction 
Full %" latch bolt throw 
Feather touch knob action 
Equi-distant knob projection 
Elimination of cylinder reversing 
Unconditional guarantee 


“ Finer Lock fer Finer. Homes” 


LOCKSET'S 6d ” yy 


LINE 





kwikset sales and service company « anaheim, california 








(bet NOUR CUSTOMER WANTS 
HIGH QUALITY WOODWORK 
WITHOUT HIGH COST... 
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‘In Trade Marked Arkansas Soft 
Pine Satin-Like Interior Trim, 
ae m ; Superior for Resin-Free. Soft 
a Texture, Paint Holding 
_ Qualities and No Risk 
of Raised Grain. 


CROSSETT LUMBER COMPANY © 


A DIVISION OF THE CrosseTT ComPANyY, CROSSETT, ARKANSAS ” 


, in more data on advertised products see page é Jay 3, 1954, AMERICAN LUMBER 
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NEWS 


Newscast—Late and Important Industry Trends......... 
Dealers’ News 

Report from Washington 

The Lumber Market at Press-Time 


EDITORIAL 


FHA Scandals Present Dealer Opportunity 
FEATURES 


Dozens of dealers across the country are staging special 
programs for do-it-yourself customers. These run from one- 
day open-house demonstrations to comprehensive weekly in- 
struction courses covering the essential details of remodeling 
and home building. The following articles selected for this 
issue illustrate the various promotional methods used and the 
results achieved by four different dealers in Oregon, Cali- 
fornia, Illinois and Virginia and one organized dealer group 
in Indiana. There are money-making ideas in each of these 
five articles. You'll want to read every one in this special 
do-it-yourself section. 

Do-It-Yourself Classes and Shows: 
Why Stage a Do-It-Yourself School?................ 32 
Dealers Help Schools Sponsor Successful Do-It-Yourself 
Program 

Stages Do-It-Yourself Show for $120 

Do-It-Yourself Show Brings Biggest Sales Day 

Women Throng Virginia Dealer’s Do-It-Yourself 

Classes 
Jalousie Windows Pass Wisconsin Winter Test 
Sells $400,000 Worth of Summer Cottages 
Your Financial Counselor , 
See What’s New in the Paint Market 
A Dservice—Run Local Tie-In Ads to Stimulate 

Paint Sales 
Promote Flooring for Do-It-Yourself Projects 
One Solution to Home Mortgage Financing 
Farmers Buy Dealer Package Building Service 
Fishing Pox Catches Spring Profits 
Why the Customer Will Pay More 
Vertical Plywood Rig Increases Output 300% 

Woman Makes Wholesale Lumber Her Business 


DEPARTMENTS 


Among the Dealers 

Manufacturers in the News 74 
Your Profit Making Forum $2 
PO TN SUOUNUMS SES cVE CoS eo ieee de isrerescoes 86 
What’s Your Answer? 9) 
New Sales Aids for Your Business.................++: 102 
Equipment in the News 

Manufacturers’ New Literature 

Catalog Information 

Classified Advertising 

“What's New” Coupon 

Advertisers’ Index 
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lights in Strand door optional 


Gell the GTRAND Door as an APPLIANCE— 
not just as another “wall of the garabe 


The public is “appliance-minded” these 
days. They are willing to pay good 
money for things that give ‘em better 
living—dish washers, deep freezes, tele- 
vision sets, washing machines, electric 
stoves, etc. 


Well, a garage door is a working ap- 
pliance, too. It can irritate or it can 
satisfy, every time it is used. 


Some doors keep the home owner 
sore—wood doors that swell, shrink, 
sag and splinter—aluminum doors that 
may dent easily—inferior steel doors 
that may get out of kilter 


Personally, I'd pay double to get a 
STRAND All-Steel door. But, strangely, 
here's a case where the best costs less. 
Reason is, STRANDS are standardized 
and mass-produced in the biggest home 
door factory, and, also, they are more 
easily installed 


They Add 
to Home Beauty, Too 


All modern ‘home “appliances” sell 
partly on beauty appeal. STRAND quali- 


GALVANINEALED 


fies here, too. They have smart, modern, 
horizontal-line styling. Also, you close 
‘em more, because they close easily, and 
that hides that ugly cavity which many 
garages present tothe street or neighbors. 


Built Like a Bridge 


The enduring “easiness” of STRAND 
doors is due to their all-welded, all-steel 
bridge-like construction. Welded into 
one piece, the strong rear diagonal 
braces are welded to the door and to the 
deep, sturdy steel frame. 


STRAND doors are galvannealed with 
a thick, oven-baked coat of zinc armor. 
No prime coat needed. 

Quickly Installed—More Profit 


Your installation time is shorter with a 
STRAND because of 1-piece construc- 


OVERHEAD 
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DOUBLE 


Address 


GARAGES City 


Strand Garage Door Division 

Detroit Steel Products Co. 

Dept. AL-5, 2244 &. Grand Bivd., 

Detroit 11, Michigan 

Please send 32-page booklet of Garage 

Plans and Ideas. I'm enclosing 10c for postage and handling 
Please send free Strand literature and free Garage Plan of the 


tion and factory-assembled hardware. 
And there are no costly call-backs. 


For Today's Wide Cars 
For only $5.50 more (factory list) you 
can give ‘em a 9’ STRAND door. (8’ 
door and 16’ double door also avail- 
able.) Receding or canopy types avail- 
able in 8’ or 9’ widths. 


——. 


Easily Available 
STRAND doors have wide national dis- 
tribution, through 150 distributors and 
thousands of dealers. 


This Book Will Help You 
This 32-page book will make 
you a garage expert, and give 
you 12 smart designs and 
floor plans, material lists, 
driveway sketches, etc. 


Lo oe oe oe ee ee 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


"THE NEW HOUSING BILL WAS ON ICE." That's the way a prominent source we have in 
Washington described prospects for housing legislation just before the 
FHA scandals broke. Now it's anybody's guess. Our news pages, Wash- 
ington column and editorial page all reflect the mushrooming implica- 
tion of this development. After 18 years of existence the FHA has 
blossomed into a tragic example of veniality. 

WHAT WILL THE PUBLIC THINK? We believe the most disastrous impact of the FHA 
scandals will be on the millions of homeowners and prospective home- 
owners. They've said for years they were getting gypped...and now as 
the investigations proceed they will get a documented case...in the 
billions. 

CONGRESS HAD FAVORED LOWER DOWN PAYMENTS. Before the FHA charges began the 
House had passed 352 to 36 a housing bill that was everything this 
industry could have expected. Down payments were liberalized. On a 
$10,000 loan, for example, only $500 would have been required. A 
$14,000 home would have called for $1,500 down. There was a strong 
feeling, too, that the down payments would have been mandatory, rather 
than left to the President's discretion. 

RECOVERY IN THE AIR. The disturbing stories on FHA were softened a bit as the 
country seemed to have reached the bottom of the current business 
decline. Money is easier. The reduction in taxes of $7.4 billion is 
having a beneficial influence. The stock market. reached the highest 
level in 25 years, commodity prices are firming. 

LUMBER MAY LEAD THE WAY. Unlike other lines, lumber inventories are low. The 
latest National Retail Lumber Dealer Association report, covering 
1,600 yards, shows stocks are lower than before the war. Any change 
in demand will be reflected almost immediately in orders at the mill 
level. 

WILL DEMAND OUTSTRIP PRCDUCTION AGAIN? Experts in this industry say it could 
happen...point to some building materials already on allocation. 
Housing statistics may be dull but they are now revealing 4 stronger 
construction market than anticipated this year. Home building is 
about the same as last year but commercial construction literally is 
booming. The jump in requests to the VA for approvals on loans is 
another bright sign. ° 

THE SPRING WAGE PATTERN. Contracts signed so far show a wage increase in four 
out of five cases, according to a National Foreman's Institute study. 
The average boost is 6.7 cents an hour, less than the eight cent 
average of 1953's last quarter. Steelworkers, it's reported, won't 
press hard for wage increases. 

MORE NO DOWN PAYMENT HOME SALES. In San Francisco a builder reports extra- 
snappy trade with vets for $9,500 homes - nothing down and 30 years of 
paying $59 monthly. A rival offers identical houses for $700 down on 
a FHA mortgage, but business is slow. In Boston a4 real estate man 
says: “home sales have picked up since local banks began accepting 30- 
year GI no down payment deals." Every section of the country is re- 
porting similar eased mortgage loans. 


(continued on page 9) 
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NOW, for the first time, you can use 
the prestige and authority of the nation’s 
leading home decoration editors to help 
build your paint sales. It’s just like having a 
famous magazine editor at your elbow! 

Each of the exciting bedrooms shown in the 
portfolio is printed in sparkling natural color 
and each editor has written her reasons for 
selecting and combining the colors used. 
But—most important for you—every color 
in each room is color-keyed so you can match 
it easily and exactly. Here’s a selling tool that 
helps you stir your prospect’s imagination 
and desire for fresh color, and draws on the 
experience of famous magazine editors to 
button up extra paint sales for you. 


For better 


The Portfolio of Colorful Bedrooms is 
available in two editions—one, for use by 
painting contractors, shown above, and the 
other an edition for Week-End Decorators 
who prefer to do their own painting. Con- 
ceived and developed by Archer-Daniels- 
Midland, this great new paint-selling idea 
is being made available to all paint manu- 
facturers in the interest of increasing the 
consumption of paint, and is being featured 
in national magazine ads. 


Here’s a sure-fire way to get extra paint 
sales—earn extra paint profits! 


Check your own paint supplier today for a 
supply of these first-of-their-kind sales helps. 


painting and 101 handy 
home uses... 101 sales 
opportunities every 
day in the year! 


ARCHER - DANIELS: MIDLAND COMPANY «~ 600 ROANOKE BLDG., MINNEAPOLIS, MINN. 
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Mason Takes Over Faltering FHA 


President Eisenhower has named 
Norman P. Mason, North Chelms- 
ford, Mass., to run the Federal 
Housing Administration. The new 
acting FHA commissioner, a lum- 
ber dealer, succeeds Guy T. Holly- 
day whose resignation was the first 
signal for swiftly developing 
charges of fraud and graft running 
back into the Truman administra- 
tion. 

The charges of irregularities, 
disclosed soon afterward by hous- 
ing administrator Albert Cole, cen- 
tered on fleecing of home owners 
for modernization and repair, and 
over-appraisal of apartment pro- 
jects for mortgage insurance. 

Investigations Begin—Two Sen- 
ate committees have launched in- 
vestigation of the frauds. One is 
headed by Sen. Byrd and the other 
by Sen. Capehart, chairman of the 
Senate Banking committee. Sen. 
Capehart’s committee was offered 
full access to income tax files by 
President Eisenhower early in the 
investigation. 

In the early stages of the FHA 
scandal Albert Cole spoke of hun- 
dreds of cases in which unscrupu- 
lous contractors swindled home- 
owners and the government itself. 
They were able to fool, or bribe 
FHA appraisers into approving 
cost estimates far in excess of ac- 
tual costs. They put the difference 
in their pockets. 

As the story began the figure 
$75 million was widely accepted, 
but as we go to press it is believed 
it may be closer to $500 million. 
The Internal Revenue Service is 
investigating the records of more 
than 1,100 organizations who are 
said to have reaped “windfall” 
profits. 


Two immediate effects. The 
building industry faces two un- 
pleasant prospects as a result of 
the investigation. 

1. There is a good chance that 
the big home loan agency may be 
abolished or its operation reduced 
to a virtual standstill. 

2. FHA disclosures have so thor- 
oughly shaken Congress that pas- 
sage of a major housing bill now 
being considered by the lawmakers 
appears to be doomed. 

Both prospects have frightened 
the Nation’s builders and a hastily 
called meeting of top executives of 
the National Association of Home 
Builders took place immediately in 
an effort to salvage the housing 
bill and bolster public confidence 
in FHA. 


Must Have FHA. For builders 
the proposed housing bill and FHA 
are tied irrevocably together. Mea- 
sures in the new bill would be ad- 
ministered by the FHA. Without 
the necessary legislation builders 
feel the industry will take a disas- 
trous drop. 


Private Home Starts 
2% Under Last Year 


Nonfarm housing starts in- 
creased by 33% between February 
and March to 97,000, according to 
preliminary estimates of the U. S. 
Labor Department’s Bureau of 
Labor Statistics. The rise from 
February resulted from a substan- 
tial spurt in private housebuilding, 
and reflected sizable gains in all 
regions of the country. The in- 
crease was especially pronounced 
in the northeast and north central 


Mason Knows the Industry's Problems 


The appoint- 
ment of Norman 
P. Mason as act- 
ing commis- 
sioner of the 
Federal Admin- 
istration is re- 
assuring to the 
industry. 

Mr. Mason, 
whose home ad- 
dress is North 
Chelmsford, 
Mass., is treas- 
urer and executive officer of the 
Wm. P. Proctor Company; oper- 
ating lumber yards and associated 
industries in Massachusetts and 
New Hampshire. He’s been presi- 
dent of the National Retail Lumber 


Norman P. Mason 
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Dealers Association; a _ position 
that brought him into close touch 
with home construction and its re- 
lated problems on a national scale. 
He is past president of the North- 
eastern Retail Lumbermens Asso- 
ciation and of the Massachusetts 
Retail Lumber Dealers Associa- 
tien. 

He was a member of President 
Kisenhower’s Special Committee 
on Housing, in 1953. He is a direc- 
tor of the United States Chamber 
of Commerce; and in that position 
he serves as Chairman of the 
USCC’s Construction and Civic De- 
velopment Department Committee. 
He holds a long list of business 
directorships and engages in many 
community enterprises. 


sections. Last year March starts 
were 105,800. 

Privately owned housing starts 
increased by 24,000 units last 
month to 95,800, which was the 
largest February-March gain in 
four years. On a seasonally ad- 
justed basis, private starts were 
at an annual rate of 1,161,000 in 
March, about the same as a year 
ago and above the March rate in 
all previous years except in the 
record year 1950. Private starts in 
March of last year were 96,100. 

The total number of new dwell- 
ing units begun during the first 
quarter of 1954 (236,000) was 8% 
under the January-March 1953 
figure, mostly because of the steep 
drop in public housing. Private 
activity thus far in 1954, totaling 
232,300 new units, was slightly 
(about 2%) under the year-ago 
estimate. Total public housing be- 
gun during the first quarter of 
1954 (3,700 units) represented only 
about a fifth of 1953 volume for 
the same months. 


Prefabs Increasing 
1954 Home Production 


“Our production was up 10% 
from a year ago in January, 25% 
in February, almost 50% in March. 
However, don’t think we’ll double 
our 1953 output rate until about 
June,” 

This optimistic note is sounded 
by James Price, president of Na- 
tional Homes Corp., of Lafayette, 
Ind., the nation’s largest producer 
of prefabricated houses. Last year 
his firm turned out 12,200 houses. 
This year he is counting on 24,000. 

John W. Pease of Pease Wood- 
work Co., of Cincinnati, another 
veteran prefabricator, comments: 
“In 1953 our production ran to 
1,500 houses. This year we expect 
1,800 at least. The demand is def- 
initely there.” 

Charles F. Travers of Richmond 
Homes, Inc., of Richmond, Ind., an 
aggressive younger outfit, says pro- 
duction of his New Horizon houses 
is running at an annual rate of 
1,200 compared with 750 last year. 

“We are just taking our big ex- 
pansion step now. My firm plans 
on 400 houses this year, about 
double last year,” says R. K. Weak- 
ley, a prefabricator from Newark, 
Ohio. 

These remarks are typical of the 
expectations expressed by factory 
home builders as the big spring 
building season gets under way. 

This year, industry production 
forecasts range from 65,000 to 
75,000 houses, still a small percent- 
age of the over-a-million-homes-a- 
year rate of total housing produc- 
tion in recent years, but a growing 
one, 








March Building Up 13% from 1953 


Suilders throughout the country 
are reporting that construction is 
running at or above the high level 
recorded last spring. 

A Wall Street Journal 
survey made as 
proached found building of all 
kinds running at or above last 
spring’s high level in most places. 

This was confirmed by F. W. 
Dodge Corp.’s report of construc- 
tion contracts awarded during 
March in 37 eastern states. Total 
awards last month were $1.5 bil- 
lion, up 138% from March, 1953. 


Everything Increased. The big- 
gest year-to-year gain was in non- 
residential contracts, up 18% from 
a year earlier. Residential awards, 
according to the Dodge survey, last 
month topped March, 1953, by 10% 
while public works and utility con- 
tracts were 12% above a year 
earlier. 

The construction upturn hasn’t 
been fully reflected as yet in the 
Sureau of Labor Statistics’ reports 
on nonfarm housing starts. Fig- 
ures for March, the latest avail- 
able, showed 97,000 starts, 8,800 
less than the number in the like 
1953 month. 


Helps the Nation. Commerce 
Secretary Sinclair Weeks called 
the Dodge report “good news for 
everyone —in fact, some of the 
year’s best economic news so far.” 

A high level of building activity, 
says Mr. Weeks, “means more jobs 
in the construction field and in- 
creased business for many lines of 
equipment and furnishings. And 
as the earnings of workers are 
spent, money will flow into stores, 
service trades and other enter- 
prises.” 


Builders Confident. Wal! Street 
Journal reporters get bright talk 
from builders in city after city. 

Irving Rose, of Edward Rose & 
Sons, one of Detroit’s largest 
home builders, reports April starts 
should run 10% over a year ago. 
In the San Francisco area, 7,300 
home-building permits were issued 
during the January-March quar- 
ter, 4% more than a year earlier. 
In Houston, an official in the city’s 
building-permit department com- 
ments: “I’m hip-deep in permits.” 

“We have 20 jobs on the books 
now,” says a spokesman for Peter 
Rauch Co., Pittsburgh home build- 
er. “That’s better than last year 
and we see no reason now for a 
drop-off.” 

Alfred L. Kaskel, president of 
Carol Management Corp., a large 
New York builder of apartments, 
chimes in: “Our 1954 program 
will be the most ambitious the 
company has planned since World 
War IIl—up about 80% from 1953.” 
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TOTAL CONSTRUCTION AWARDS 
SET NEW RECORDS 

Dodge Reports of Contract Awards in 37 Eastern 

States Show First Quorter of 1954 ot All Time 
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Can Upgrade Lumber 
With New Process 


The U.S. Forest Products Lab- 
oratory reported that it had found 
a method of successfully upgrad- 
ing lumber by gluing a single sheet 
of resin-soaked paper on each side 
of it. 

With this process a white pine 
board, containing knots, pitch 
pockets, stains and even narrow 
splits can have a smooth, weather 
resistant, unblemished surface. 

In addition, the laboratory said, 
the swelling of common lumber 
such as pine can be cut nearly one- 
half. 

It is believed that the process 
will result in use of considerably 
more of the common-grade lumber 
that contains biemishes for con- 
struction lumber, cabinets and fur- 
niture parts. 


Woodwork Institute 
Plans Fall Convention 


The Architectural Woodwork In- 
stitute, a national trade associa- 
tion comprised of special millwork 
manufacturers throughout the 
United States and Canada, will 
hold its second annual convention 
October 15-16, 1954 at the La Salle 
hotel in Chicago. These conven- 





ADDITIONAL NEWS 


Washington Report 

Dealers’ News 

Manufacturers in the News.... 
The Lumber Prices 


tion dates correspond exactly with 
the 1953 dates at which time the 
Institute was formed. 

According to Chas. 
himer, the Institute’s president, 
membership has more than 
doubled since last October with 
new members being added to the 
roster each week. 


A. Rine- 


New Directory Reports 
Industry Old Timers 


Lumber, building products and 
other related industries are well 
represented among the 9,000 old 
firms listed in the Business Found- 
ing Date Directory, just published 
by Morgan & Morgan, Scarsdale, 
a 3 

Among those listed are Burns & 
Russell, Baltimore, building prod- 
ucts; founded in 1790 and J. Gib- 
son Mcllvain Co., Philadelphia, 
lumber, founded in 1798, now 
headed by 5th generation descend- 
ant of founder. 

Also included is Job T. Pugh, 
Inc., Philadelphia, producer of au- 
gers and bits, founded in 1774; and 
said to be oldest auger works in the 
world. It is believed that the holes 
bored in the wood of the support of 
the Liberty Bell were made with 
Pugh bits. Manufacturers are led 
by Bird & Son, East Walpole, 
Mass., 1795. 


Nate Coleman, Famous 
Sawmill Builder, Dies 


Nathan Coleman, 94, passed 
away at his home in San Diego, 
Calif., April 5, in the presence of 
his wife Irene and two of their 
three sons, Joe F. and Carl Cole- 
man, the other son, A. B., arrived 
about an hour after the demise. 

Nate Coleman as he was known 
to lumbermen from the Mississippi 
River to the Pacific Ocean and 
from the Canadian border to the 
Mexican line, was actively engaged 
in lumber manufacturing and saw- 
mill building for about 60 years. He 
had the true pioneering spirit of 
the typical lumber manufacturer. 
It is believed that no other man in 
America ever built and operated as 
many good-sized sawmills as did 
Nate Coleman. He constructed 
plants for some of the most prom- 
inent operators in the country and 
other lumbermen often said: “A 
Coleman mill is always an efficient 
producer.” 

His three sons and one of his 
grandsons are all prominent in 
lumber manufacturing. At one time 
all three were associated with the 
Biles-Coleman Lumber Co., Omak, 
Wash. And later his sons were 
connected with the Kinzua Pine 
Mills Co., Kinzua, Ore., of which 
J. F. Coleman was president and 
his son J. D., general manager. 
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" Conttivuy” Nu-GRAIN 


SIDING IS 


SILICONE-TREATED 


the most weather-resistant, dirt-resistant 
asbestos-cement siding ever offered by K&M! 


The water resistance of the Siliconed surface of ““Century’» NU-GRAIN 
Shingles seems unbelievable. It causes water to “ball up’’ instantly 
and roll right off. Tests have shown its astounding resistance to sun- 
light, industrial fumes, ice and snow and below freezing temperatures. 
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Silicones are an invisible agent which cannot dissolve in water. They 
penetrate deeply and leave no surface film to peel off or wear away. 
Water-borne dirt, which can cause streaks under window sills and 
around other trim does not readily gain a foothold to mar the natural 
beauty of the shingles. 
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“Century” NU-GRAIN Shingles are as permanent as stone itself. 
They will not burn, rot or corrode and never need paint for protection. 
The distinctive NU-GRAIN shades—green, brown, gray and white- 
tone—and the realistic wood-grain pattern are designed for a lifetime. 


Here, at last, is a truly weather-resistant, truly top-quality shingle 
for you to offer your customers—a mew shingle that can bring new 
sales, new profits to you. Write for complete information today! 


There are six “Century” Shingles now Silicone-treated. In style 
# 58: (straight butt line) NU-GRAIN green, gray, whitetone and 
brown (illustrated); also Shell White with cypress graining. In 
style # 57: Shell White with cypress graining and wavy butt line. 


KEASBEY & MATTISON 


COMPANY *AMBLER* PENNSYLVANIA 


America’s first maker of asbestos-cement shingles 
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K~ Vent il/ 4c) AMERI 
JARGEST PERMANENT 
ANUFACTURER I 


YY 


@ Full line of aluminum and /or plastic 
glass; modern horizontal styling; 
exclusive ventilation feature. 


@ All parts furnished by Lock Vent, 


@ Thorough engineering and sales 
assistance! 


@ Brand new advertising and sales 
promotion materials for '54! 


ALABAMA MARYLAND Indianapolis MINNESOTA OREGON 

Montgomery Baltimore Evansville St. Paul Portiand 

Birmingham 

Mobile pena ames City | aa peasy Saneee 
ampa ackson apid City 

ARIZONA Miami Dodge City Columbus Sioux Falls 

Phoenix Jacksonville 

Tucson Tallahassee KENTUCKY 


MONTANA UTAH 
Louisville 
: Butte Salt Lake City 
pay ow IDAHO Lesiagion Billings 
Los Angeles Boise City LOUISIANA WASHINGTON 
San Diego New Orleans NORTH DAKOTA Spokane 
ILLINOIS Lake Charles Bismarck Seattle 
RHODE ISLAND Chicago 
Newport Peoria MAINE NEW HAMPSHIRE WYOMING 
Providence Rockford Bangor Dover Casper 
Springfield Lewiston 
CONNECTICUT OKLAHOMA WISCONSIN 
Harttord INDIANA MASSACHUSETTS Tulsa Milwaukee 
New Haven Fort Wayne Boston Oklahoma City Green Bay 


Write ? P.O. Box 8732 «© Richmond 26, Virginia = Phone: Chester 2561 
ALUMINUM PLASTIC GLASS 





Dealers. WRITE DIRECT TO LOCK VENT FOR THE NAME OF THE DISTRIBUTOR NEAREST YOU! 
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Report from 


Washington, May 1 


Few people who have followed 
the ins-and-outs of housing were 
much surprised by the recent up- 
heavals in a couple of mortgage 
programs. They’d heard rumors. 

True, their information was 
mostly hearsay, with no standing 
in court. But reports about exces- 
sive loans that had been insured by 
the FHA were numerous and per- 
sistent. Some of the stories were 
pretty gamy. 

Apartment house financing 
seems to have been the spectacular 
performance. The law covering 
this type of financing was written 
to encourage a large amount of 
needed rental construction. There 
was to be a preliminary estimate 
of building costs; and when this 
estimate was reached and agreed 
to, the FHA would insure a loan 
amounting to 90% of that figure. 

If the builder could shove his es- 
timate far enough above the actual 
cost and get the figure accepted, 
he could build his apartment with- 
out putting any of his own money 
into the project. Furthermore the 
FHA would set his rents for him 
at excessive figures; since they 
were pegged to this excessive loan. 


Who Gets Gypped? 


One hasty conclusions is that 
taxpayers are getting bazooked by 
this performance. Sometimes yes, 
sometimes no. Only if the company 
owning the place goes bust do the 
taxpayers get into the act; for in 
that case the FHA would pay the 
loan and take over the building. 

As long as the company keeps 
the living units occupied at the 
high rentals, the taxpayers are not 
involved; at least not as taxpayers. 
It’s the tenants who get diddled by 
the excessive monthly hire they 
have to pay for their quarters. This 
one was worked under Section 608; 
a law job that got sent to the ware- 
house in 1950. 

The other performance was 
staged under Title 1. It was a com- 
bination of easily gotten repair and 
improvement loans, plus the old 
racketeering door-to-door gpplica- 
tor salesman, Several variations; 
but it meant that the house owner 
was the fall guy. Some months ago 
the FHA tightened up on the Title 
1 program; trying to screen out the 
racketeers and to turn this local 
repair and improvement work to 
established and reputable local 
operators. 


BuILpiInc Propucts MERCHANDISER 


NRLDA Approves Title | 


Don’t get anything wrong. Title 
1 is a good guy when rightly used. 
For some time the NRLDA has 
been helping the Federal Housing 
Administration in tightening up 
its regulations to prevent irrespon- 
sible individuals from misusing the 
Title 1 repair and improvement 
program. H. R. Northup, Executive 
Vice President of the Association, 
made this statement: 

“Scores of retail lumber and 
building materials dealers, who 
normally help home owners im- 
prove and modernize their prop- 
erties with the aid of Title 1 loans, 
have been complaining about the 
illegitimate activities of itinerant 
individuals who invade their lo- 
calities and mislead the public into 
signing exhorbitant contracts. 

“Title 1, properly administered, 
is a thoroughly sound and desir- 
able means of extending credit in- 
surance to families who want to 
modernize and repair their homes 
and repay the cost over a period 
of time.” 


Convictions Difficult 


They tell us, strangely enough, 
that while these off-color uses of 
generously drawn provisions of the 
housing laws look like getting 
money under false _ pretenses, 
there’s difficulty in putting a legal 
fix on the performers. The best 
chance, it seems, is proving collu- 
sion between operators and insur- 
ance-loan officials. No use trying, 
at this writing, to guess what the 
investigators will turn up or what 
will be done with the law in order 
to tie a few knots in the tail of this 
new racket of the applicators. 

There’s some uneasiness in the 
industry over the future of the 
FHA; but most people in construc- 


WASHINGTON 
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tion feel that the agency is so bas- 
ically useful and necessary and 
right that it certainly will be con- 
tinued. That faith is bolstered by 
the fact that Norman P. Mason has 
been appointed Acting Commis- 
sioner; one of the highly respected 
and able men in the field. 


The Housing Bill 


One possibility is that the Ad- 
ministration’s Housing Bill, now in 
the Senate after passing the House, 
may be delayed or even shelved for 
this session. The Senate subcom- 
mittee having it in charge indi- 
cated a short time ago it would 
wait until the FHA investigation 
was farther along. 

Time is getting short, and a leg- 
islative jam seems pretty certain to 
develop. There are only nine or ten 
weeks left. Appropriations are a 
little ahead of schedule in the 
House. But much of the Admini- 
stration’s legislative program is 
still in committee; some scarcely 
started. The tax bill isn’t sure if 
it’s going or coming, and part may 
be held over for the 84th Congress 
to handle. 

Extra tax relief for individuals 
is still a question; rather probably 
will not be voted. The President 
has support from noted economists 
that further reduction or complete 
removal of the excise levies would 
have more stimulating effect on the 
economy than increasing individ- 
ual exemptions. 


But in regard to the Housing 
Bill, industry leaders in Washing- 
ton think they’ll be able to build a 
million living units this year even 
though the Housing Bill gets 
killed. In fact the leaders don’t 
gaze admiringly at all parts of the 
bill. But the industry, and especi- 
ally the real estate men, do want 
some changes. 





answered only by 





New Dealer Washington Service 


Dealers who have questions that can be 
checking Washington 
sources are urged to use the services of 
Robert Y. Kerr, our representative in the 
capital. Send questions to American Lum- 
berman, 139 N. Clark St., Chicago ‘2, Ill. 





R. Y. Kerr 
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iniielionons .Wsas sa a lock for marae th 
Yale 5200 and 5300 series. 


THE YALE & TOWNE MANUFACTURING COMPANY 
LOCK & HAROWARE DIVISION ~ ; 
STAMFORD, CONN. 
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Sactions Pin tumbler security 
Large decorative slip-on 
Petal ie alclelamelile mil ohelam-alinelilas 
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a Male MM) 
LYINDRICAL LOGKSET 


16 functions. Pin tumbler security 
_4 knob design§ combine with 
8.escutcheons: 2 entrance 

handles 2 lever handles. In brass, 
bronze or aluminum. Meet 


Fed Ny olay Type 160 


YALE & TOWNE 
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Weyerhaeuser 4-Squore West Coast Hemlock paneling is clean 
and fresh in appearance — and requires practically no upkeep. 


The deep shadow lines of Hemlock bevel and bungalow siding accentuate the 
long, low lines of modern homes. 


Weyerhaeuser 4-Square 





cost MLOCK 


The “Ability Wood’”’ 





EXPAND YOUR MARKET 








There are several practical reasons why more and 
more dealers are stocking West Coast Hemlock. 
This species, thriving in the Northwest timber- 
lands, is one of America’s finest and most plenti- 
ful softwoods. Throughout the nation, it has 
gained a front rank building position because of 
its remarkable physical characteristics and the 
wide range of uses to which it is readily adapted. 

Builders using Weyerhaeuser 4-Square West 





fx? 


Seg lumber products. 


PROPER ss Si, 


oF HEMLOCK 


@ Through scientific logging, accurate 
sawing, controlled kiln seasoning, preci- 
sion surfacing, proper grading, careful 
handling and shipping, Weyerhaeuser 
provides this abundant “Ability Wood” 
in a wide range of 4-Square West Coast 








- 


Coast Hemlock bevel or bungalow siding prefer 
it because it is light and easy to cut and shape. It 
takes and holds paint well. For framing and 
sheathing, this lumber is strong and durable. Also, 
it takes nails readily--and holds them firmly. 

West Coast Hemlock is known as the “‘Ability 
Wood” because of its dependable performance 
when employed for many uses—a few of which 
are framing, finish, ceiling, flooring, sheathing 
and siding. 

Because Hemlock is such a remarkably versatile 
wood — because it is so abundant—and because 
it has a long record of successful service in a wide 
variety of uses, dealers find it an ideal species 
for fast-moving, profitable inventories. 

Write for literature that will help you sell more 
Weyerhaeuser 4-Square West Coast Hemlock— 
the abundant “Ability Wood’’. 


Weyerhaeuser 4-Square 


LUMBER AND SERVICES 


WEYERHAEUSER SALES CO,, ST. PAUL 1, MINN, 


FOR HEMLOCK...THE ABUNDANT “ABILITY WOOD" 
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Mack Trucks 


That's what the Hamilton Gravel Co., prominent 
and progressive operator of Hamilton, Ohio, 
proved to its satisfaction soon after purchasing 
its first Mack six-wheelers only a year ago. 


In a business where reputation depends upon 
reliable service and truck operating costs deter- 
mine profit margins, Hamilton tested its two Mack 
units against all other-make trucks in its fleet, 
with these results: 


The other trucks just didn’t measure up to the Macks... 


in work ...in payload... in lowest operating cost. 


HAMILTO? 
Q 


And so, despite higher initial price, Hamilton 
Gravel Co. bought more Mack six-wheelers. 


\f, like Hamilton, service and profits are your 
concern, you can't afford not to own a Mack! 


WHEREVER YOU SEE TOUGH JOBS 
«++ THERE IS WHERE YOU SEE MACKS 
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CERTIGRADE 


TRADE Lol olalial 


Red Ceda't 
SHINGLES 


A LABEL SIMILAR TO THIS, DESIGNATING 

GRADE AS NO. 1 BLUE LABEL, RED LABEL 

OR NO. 3 BLACK LABEL, IS ATTACHED TO 
ALL CERTIGRADE SHINGLES 








RED CEDAR SHINGLE BUREAU 


COPVaIGCwrT ios 


QUALITY YOU CAN COUNT ON 


RED CEDAR SHINGLES produced by member mills 
of the Red Cedar Shingle Bureau are identified by a 
label on every bundle bearing the word CERTIGRADE. 
Only manufacturers who meet the grading standards of 
the Bureau can obtain or use these labels, which certify 
that the shingles so identified have been inspected and 
guaranteed as to grade by the Red Cedar Shingle Bureau. 


To build your reputation for quality, to assure 
satisfied customers, and to protect yourself... make 
certain you specify CERTIGRADE on every shingle order. 


RED CEDAR SHINGLE BUREAU 
$510 WHITE BUILDING, SEATTLE 1, WASHINGTON 


425 HOWE STREET, VANCOUVER 1, CANADA 


c 
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HARDWARE 


Silent | 
Floor Salesman! 


Sells 42 different Popular 
items in only 2/2 square feet 
of floor space! 


Displays Household Hardware Right out 
front... reminds customers to Buy! Catch 
more customers coming and going with 
Hager's new Handy Hardware Rack! 
You'll profit from the payoff in exfra 
self-service sales! Almost a hardware 
department in itself for the Do-It-Yourself 
trade. Brightly packaged, clearly dis- 
played hardware swiftly sells itself to 
your store traffic! 





Set this rack up on your floor—find out 
fast why “Everything Hinges on Hager!” 


HAGER j 
nny * 


HARDWARE 


Attractively carded and packaged 
hardware in sturdy, crystal-clear plas- 
tic. All necessary screws included in 
separate section from hardware unit. 


2 ee . ee 
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Another 
Marlite 
exclusive! 


The Famous GOOD HOUSEKEEPING 
SEAL helps you sell more Marlite 


Marlite and only Marlite in Planks, Blocks, and 
Panels has been tested and: approved by Good 
Housekeeping Institute. It is the only prefinished 
wallpanel that carries this famous seal which 
influences the purchases of one out of every two 
women in the United States. 

Remember, this seal is given to no one. The prod- 
uct that has it, earns it. And Marlite has earned this 


<S sales-influencing seal by meeting every test for 
A) d J 
7° Guaranteed by 


Good H abe | beauty, permanence, economy, ease of installation, 
° ousekeeping easy maintenance. 
S Wop ~ P 


45 avyearist WSS The GOOD HOUSEKEEPING SEAL is another 
big Marlite PLUS that makes your selling job easier! 


MARSH WALL PRODUCTS, INC., Dept. 541, DOVER, OHIO 


Subsidiary of Masonite Corporation 


Marlite 


MenaeBe ae; 2 Fs. 


WALL and CEILING PANELING 


MARLITE PLANK A 


(To obtain more data on advertised products see page 118) May 3, 1954, AMERICAN LUMBERMAN & 








a ee a ee 


wese. SCI] CECO HOLLOW-METAL DOORS 


complete with hardware 


Every time you sell a Ceco Standardized Hollow-Metal Door you 
make more money because you increase your unit sale. You sell 
the door plus name-brand hardware, both from one source. By 
eliminating double effort in buying, you will have more time to 
double your sales dollar, earn more profit. 

Ceco Doors are mass produced to save money. They are engi- 
neered for positive attachment of the hardware. Doors and hard- 
ware are reversible so you can make any hand or swing, single 
or double, from one unit. A Ceco Door can be made into a solid 
panel door or glazed door with one or multiple glass lights. 
Louvres can be set in the lower panel. 

All that adds up to big sales opportunities from low inventory. 


Write for commodity price list today. 





CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in principal cities 
General Offices: 5601 W 26th Street, Chicago 50, Illinois 








MODERN windows 


Good contemporary homes must be both beautiful 
and functional. The primary functions of windows 
are to let in light and to permit a free choice be- 
tween ventilation or weather protection. No win- 
dows are more beautiful or more functional than 
R+O+ W windows with the patented lift-out feature. 


Your customers deserve the best 


R.O.W. SALES CO. 1330-68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 


R*O°W ta the registered trade mark of the R.O.W. Sales Co 
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AUTHORIZED R-+O-W DISTRIBUTORS: 


ALABAMA 
R-O-W DISTRIBUTORS, Rocky Mount, Virginia 
ARKANSAS 
CENTRAL R-O-W DISTRIBUTORS OF ARKANSAS, North Little Rock, Arkansas 
CALIFORNIA 
CALIFORNIA BUILDERS SUPPLY, INC., Richmond, Fresno, Sacramento, Calif 
COBB CO.. Los Angeles, San Dieg alifornia 
COLORADO 
LUMBER DEALERS, INC Denver ylorado 
CONNECTICUT 
GENERAL WOODCRAFT CO., INC., North Bergen, New Jersey 
DELAWARE 
DEALERS WAREHOUSE SUPPLY CO., IN Baltimore, Maryland 
DISTRICT OF COLUMBIA 
DEALERS WAREHOUSE SUPPLY CO., INC., Arlington, Virginia 
FLORIDA 
V. E. ANDERSON MFG. CO., INC., Bradenton 
GEORGIA 
R-O-W DISTRIBUTORS, Rocky Mour 
IDAHO 
BOISE SASH & DOOR. INC 
JOHNSON BROS. PLANING MIL 0., idaho $, Idaho 
t1LLInors 
V. E. ANDERSON MFG. CO., In ) ucky 
IMSE-SCHILLING SASH & DOOR CO. St. Le 5, Missouri 
R-O-W WINDOW )., Jolet 
INDIANA 
V. E. ANDERSON MFG 0 N 
R+O-W WHOLESALE DISTRIBUT 
R-O-W WINDOW 
IOWA 
ANDREW A. KINDEM & SONS, INC., Minneapolis, Minnesota 
WISCONSIN WINDOW UNIT )., Merrill, Wisconsin 
KANSAS 
MARTIN MATERIAL CO., Kansas City, M 
KENTUCKY 
V. E. ANDERSON MFG )., INC., Owensboro, Kentucky 
R+O-W WHOLESALE DISTRIBUTORS, INC., Norwood, Ohio 
MAINE 
GENERAL WOODCRAFT CO., INC., North Bergen, New Jersey 
MARYLAND 
DEALERS WAREHOUSE SUPPLY CO., INC., Baltimore, Maryland 
MASSACHUSETTS 
GENERAL WOODCRAFT CO., INC., North Bergen, New Jersey 
MICHIGAN 
FLINT SASH & DOOR CO., INC., Flint, Saginaw 
PORTER-HADLEY CO., Grand Rapids, Mict 
ROYAL OAK WHOLESALE CO., Royal Oak, M 
MINNESOTA 
ANDREW A. KINDEM & SONS, INC., Minneapolis 
MISSOURI! 
IMSE-SCHILLING SASH & DOOR CO., St. Louis 
MARTIN MATERIAL CO., Kansas City, Miss 
MONTANA 
FALLS WINDOW & CABINET SHOP, Great Falls, Montana 
INTERSTATE LUMBER CO., Missoula, Montana 
WESTERN BUILDERS, Billings, Montana 
NEBRASKA 
THE SOTHMAN CO., Grand Isiand, Nebraska 
NE HAMPSHIRE 
GENERAL WOODOCRAFT CO., INC., North Bergen, New Jersey 
NEW JERSEY 
GENERAL WOODCRAFT CO., INC., North Bergen, New Jersey 
JOHNSON & WIMSATT, INC., Westville, New Jersey 
NEW YORK 
GENERAL WOODCRAFT CO., INC., North Bergen, New Jersey 
ROBERSON & SON, INC., Binghamton, New York 
THE WHITMER. JACKSON CO., INC., Buffalo, Rochester, New York 
NORTH CAROLINA 
DALTON-BUNDY LUMBER CO., INC., Norfolk, Virginia 
MILLER MILLWORK CORP., Charlotte, North Carolina 
R-O-W DISTRIBUTORS, Rocky Mount, Virginia 
NORTH DAKOTA 
JACK R. KINNARD & CO., Minot, North Dakota 
onto 
FABROW MFG., INK Toledo, Ohi 
THE MAHONEY SASH & DOOR CO., Canton, Youngstown, Ohio 
R+O-W WHOLESALE DISTRIBUTORS, INC., Norwood, Ohio 
OKLAHOMA 
LUMBERMEN’S SUPPLY CO., Oklahoma City, Oklahoma 
QREGON 
ACME MILLWORK, IN¢ Kirkland, Washington 
SPOKANE SASH & DOOR CO., Spokane, Washington 
PENNSYLVANIA 
ADELMAN LUMBER CO., Pittsburgh, Pennsylvania 
JOHNSON & WIMSATT, INC., Westville, New Jersey 
A ROBERSON & SON, INC., Binghamton, New York 
RHODE ISLAND 
GENERAL WOODCRAFT CO., INC., North Bergen, New Jersey 
SOUTH CAROLINA 
R-O-W D:STRIBUTORS, Rocky Mount, Virginia 
SOUTH DAKOTA 
WATERTOWN SASH & DOOR CO., Watertown, South Dakota 
TENNESSEE 
V. E. ANDERSON MFG. CO., INC., Owensboro, Kentucky 
R-O-W DISTRIBUTORS, Rocky Mount, Virginia 
TEXAS 
CHUPIK WOOD MFG. CO., IN« Temple 
KRITSER SUPPLY CO., Amarillo, Texas 
LUMBERMEN’S SASH & DOOR CO., Dallas, Texas 
SOUTHWEST SASH 4& DOOR ( Houston, Texas 
H. E. WOODRUFF CO., Corpus Chris Texas 
UTAH 
R. W. FRANK & CO., Salt Lake City, Utat 
VERMONT 
GENERAL WOODCRAFT CO., INC., North Bergen, New Jersey 
VIRGINIA 
DALTON.BUNDY LUMBER CO., INC.. Norfolk, Virgina 
R-OeW DISTRIBUTORS, Rocky Mount, Virginia 
WASHINGTON 
ACME MILLWORK. INC., Kirkland, Wastungton 
SPOKANE SASH & DOOR CO., Spokane, Washington 
WEST VIRGINIA 
ReO-W DISTRIBUTORS, Rocky Mount, Virginia 
WISCONSIN 
WISCONSIN WINDOW UNIT CO., Merrill, Wisconsin 
WYOMING 
FOWLER & PETH, Cheyenne, Wyoming 
CANADA 
CALGARY SASH & DOOR CO Alberta, Canada 
CRANBROOK SASH & DOOR anbroc 8. C., Canada 
HAYWARD BUILDING SUPPLIES )., Edmonton, Aiberta, Canada 
MT. PLEASANT SASH & DOOR ¢ Vancouver, B. C., Canada 
D. PORTER & SON, Stellarton, Nova Scotia, Canada 
CUSHING MILLS, LTD., Caigary, Alberta, Canada 
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USE IT... 


On every count 
GRIP is the proven 
Wonder Adhesive! 


GRIP has every feature which the plastic lami- 
nate industry wants most in a pressure sensitive 
adhesive. 


1. It’s easiest to apply. Has the original 
green color which assures uniform 
application. 

2. It works fast. Dries quickly and the 
work is permanently set. 

3. It bonds stronger and longer under 
almost any condition. 

Study the chart below for convincing 

proof of GRIP’S tremendous 

superiority. 
\ 
NG' 
1st ANd" a 


grir \S 9 


- by x (Astin 
wt wg Wie. Fons TES SUCH AS mevaman 
; " 4 tC. 10 woos 


S : Op p!. CLAMP 
WATER sonnel vest Perssay 


our 


adhesiv® a 


pdhesiv® 4 ttention: Wholesale Distributors 


Franchises are now being awarded from coast to coast 
to tie in with the extensive national advertising 
campaign of this wonder adhesive 


DON’T DELAY — WRITE TODAY! 


GRiP 
adhesive 


ROYAL SALES & MANUFACTURING CO. 
1224 S. SANTA FE AVE., LOS ANGELES 21, CALIFORNIA 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*M. E. Crisp Lbr. Co Welch, W. Va. 


West Vir and Kentucky A Hardweeds, Oak. 
Sepies, eek, Maple, Ash, pt mg Be and other 
hardwoods. All facilities. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 
Appalachian Hardwoods, Flooring, Planing Mill Preducts, 
Glued Dtmension. 


*Bemis Hardwood Lbr. Co.. . . Robbinsville, N. C. 


Hemlock, Hard ds, Flooring, Dimension 





The M. B. Farrin Lbr. Se 
Kiln Drigd | a Air, De 


Cincinnati, Ohio 


vee 


*Wood-Mosaic Co., Inc Louisville, Ky. 
“Parkay” Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension 


*McCracken & McCall, Inc 
Appalachian Hardwoods POPLAR 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


ete Line ot Appa ond West levine, EY, ple 
-y 7 


*j. P. Hamer Lbr. Co Kenova, W. Va. 


Appalachian Hardwood Lumber 


Charleston, W. Va. 


Dev Kile teh eer nae et, Sone ‘Walon, Dalley Dalley. 


Always Specify 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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Your builder customers 


want ALIGNAJOCK 


TRADEMARK 


reading about Sargent’s sensational, 
new ALIGNALOCK ... in one of the 
most concentrated, high powered 
promotions in hardware history! 


Builders know that ALIGNALOCK 
is the greatest value in low cost 
locks! 

They know that ALIGNALOCK’S 
self-aligning assembly and other 
features make it possible for even 
non-skilled help to install this lock 
easily, accurately and economically. 

They know that it’s made of 
quality materials throughout. No 
easily cracked die-cast parts, 


Sargent & Company 


YOUR FREE DISPLAY 


shows major models. 
Yours for price of 
locks alone. Includes 
a selling story! Locks 
finished in brass, 
bronze, aluminum, 
and in polished 
chrome for split 
finishes. 


Phere than tit ype hap 77 . 


Your builder customers have been 


These builders realize that 
ALIGNALOCK is the type of reliable, 
branded merchandise that HELPS 
SELL NEW HOMES. 


Stock ALIGNALOCK, available in 
all functions. Then phone the 
builders in your area that you’ve 
got this easily-installed, low cost 
lock ready and waiting. 

Get in touch with your supplier 
now! Or write us, Dept. 3E, for all 
the exciting details. 

P. S. Don’t forget that your 

home-owner customers who need 

lock replacements will want 

ALIGNALOCK, too! 


New York -« NEW HAVEN, CONN. : Chicago \ 


Hardware of Character 





“ 
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Color is magic . . . sales magic. Today's trend is to 
complete exterior color styling. The wise use of color 
pays handsome dividends in new construction .. . and 


it’s the key to increased home modernization business. 


Ruberoid helps you turn today’s demand for color 
into a big sales opportunity . with a complete line 
of roofing and siding shingles in decorator colors... 
and with a “Colorator” selector to help you turn color 
theory into cash. 


Ihe “Colorator” helps you cash in on the Ruberoid 
Color-Styied Home Idea advertised in The Saturday 
Evening Post, Better Homes & Gardens, Good House- 
keeping and farm magazines. 


. ) 
: - 
I 


THE RUBEROID 
COLORATOR 


Anyone can be a color expert 

with the Colorator. It turns 

complicated theory into simple 

terms, showing Ruberoid roofing and 

siding colors in pleasing combinations with suggested 
trim and accent colors. It not only dramatizes exterior 
color styling . . . it’s a practical easy-to-use working 


tool and sales tool. 


Put these Ruberoid color-styled products together 
into a sales winning combination with the aid of the 
“Colorator”. See your Ruberoid salesman or write The 
Ruberoid Co., 500 Fifth Avenue, New York 36, N. Y. 


The RUBEROID Co. 
Asphalt and Achesfoc Building Matenals 
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THE MOST POWERFUL 
ADVERTISING CAMPAIGN 
EVER PUT BEHIND A 
WINDOW SCREEN! . 


Columbia-matie 


TENSION SCREENS 


HIS IS THE SEASON when homeowners are thinking 
gt their window screens .. . about repairing 
or replacing worn-out or broken screens. It’s your 
big chance to make extra, full-profit sales to this 
big do-it-yourself market. 


You sell frameless, full-length Columbia-matics 
with a minimum inventory . . . your distributor can 
supply fast delivery on all standard Columbia-matic 
sizes, special-order sizes, too. You stock only what 
you need . . . yet sell a complete line, 


Here’s how we’re pre-selling for you! 


34,950,000 Columbia-matic advertisements 
in leading national magazines this spring 


Full-page and half-page ads in these top national 
magazines are reaching the best customers in your 
own neighborhood right now. And we’ve got the most 
complete line-up of merchandising and point-of-sale 
material in the business to help you sell! 
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This small, self-demonstrating display is the key 
that unlocks both big screen markets for you: do- 
it-yourself homeowners, cost-conscious builders, 


Here are the features 
homeowners go for: 


Patented Automatic Tension—Patented spring- 
loaded bottom rail holds full-length screen drum-tight 
against window frames for complete insect protection. 


Save time—Initial installation takes only a few 
minutes. Columbia-matics arrive pre-cut to your cus- 
tomer’s specifications . . . go up from inside with only 
a screw driver... perfect fit assured. 


Save work—No more struggling with clumsy rigid 
frames or ladders. Easy to put up and take down from 
inside. Anyone can do it in seconds. Columbia-matics 
have top and bottom rails only. Roll up for storage. 


Save money—Columbia-matics cost no more than 
ordinary screens. Rustproof aluminum needs no paint- 
ing, maintenance. Columbia-matics can’t swell, stick, 
warp... won't drip-stain house siding. 


Mail the coupon now and 
get the Columbia-matic profit story! 





Columbia Mills, Inc., Dept. M-5, Syracuse 2, N. Y. 
Please send me complete information on Columbia-matic 
Tension Screens, and the big Spring Advertising Program. 





Company 





Address—— 


City — i 





My distributor— 





r 
| 
| 
| 
| 
; Name 
| 
| 
| 
| 
| 
| 
! 
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... sell MALTA picture windows 


Modern home builders and buyers are de- 
manding more and more that all living 
areas possess a light and open look... 
a look that creates an atmosphere of quiet 
spaciousness, that eliminates any sem- 
blance of a “closed-in” feeling! 


It’s easy to build that light and airy 
quality into any house . . . with MALTA 
— Picture Window Units. Made in a wide 


Manufacturing Company (geen variety of sizes and combinations to fit 


MALTA. OHI NW MA ; every architectural requirement, they can 
be glazed with insulated or plate glass, 
and one or both sides may be joined to 

AE EGET, iia MALTA double hung removable sash win- 
your profits, stock a complete line of dows —either MALT-A-MATIC or 
MALTA Wed Window Units! A derron- ” : 

stration MALTA window on your sales MALT-A-MASTER. For longer life, bet- 
floor quickly convinces customers of its ter painting base and increased water re- 
many advantages . . . easy, finger-tip it. mes 
operation, full weathersiripping end pellent qualities, all MALTA frames are 


quickly removable sash. Write for name chemically treated. 
of nearest MALTA iobber. 


Supreme Quality Since 1901 
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Here’s a Great New Sales Feature... 


Only the 3-Star 
—the new Pressure-Seal Damper—found only in the 3-Star A P 
Heatilator Fireplace. Actually seals the throat of the fireplace air- Heatilator Unit 
tight when the fireplace is not in use. Stops loss of house heat up Offers these 3 Sales Features! 
the chimney. Prevents chimney downdrafts from sending blasts 
of cold air into the room. In air-conditioned homes, seals chimney 


7 . . , > ig Circulates Warm Air 
against loss of expensive summer cooling as well as winter warmth. 


When the Pressure-Seal Damper is closed the damper blade rests » 2 4 will Not Smoke 
snugly against a specially designed asbestos gasket. Then, a slight 
additional pressure on the damper handle firmly sets the blade +r Damper Seals Air-Tight 
against the gasket and locks in place. This provides a positive air- 


tight seal until the damper is again opened by an easy pull on the 
control handle. 








Write for complete information 
HEATILATOR INC., 


HEATILATOR FIREPLACE Saeccuua 
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You'll ride to new 
sales records 
if you stock... 


promote...and sell... 


BALDWIN-HILL 
Mage Spoun lati 


MINERAL WOOL HOME INSULATION 


Put this Magic Spun Blanket to work and your 
sales will soon soar to new heights. A combination 
of B-H quality features and B-H selling aids will 
help establish you as the No. 1 merchandiser of 


insulation in your area. 


You'll find a ready acceptance for B-H Spun 
blankets because their light weight, strength and B A L D W I N _ H | L L C 0 M P A N Y 
resilience save installation time and money on 2005 BREUNIG AVE., TRENTON 2, > a 


every job. Write now for complete information. Kalamazoo, Mich. © Huntington, Ind. © Temple, Texas 
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EDITORIAL: FHA Scandals Present Dealer Opportunity 





The housing scandal appears to have two most serious aspects: 


1. Opportunists at the operative builder level have been rigging insured 
mortgage loans for housing construction in such a way that the mortgage 
is more than the value of the property and the families who occupy the 
housing have been unmercifully cheated. 


2. Similar opportunists at the applicating contract level (called by the 
industry “happiness boys”) have exploited Title I FHA financing not only 
by discounting notes for more than the value of the jobs they have per- 
formed but by unconscionably gouging families in need of home improve- 
ments through the fantastic charges made for their work. 


Notably free from taint in this scandal are two local factors: (a) the 
retail lumber and building products dealer and (b) the small contractor who 
builds 20 houses or less per year and who handles the largest share of both 
home building and home improvement. 


Responsibility to the Consumer 


It seems timely for the people of this industry — manufacturers, 
wholesalers and retailers — who have plants, factories, warehouses, offices, 
stores and inventories and who produce and distribute materials to the 
light construction market — to re-examine their responsibility to the con- 
sumer. 

Moral considerations aside, the fact that the manufacturers, whole- 
salers and dealers have a permanent, as opposed to an opportunistic, phys- 
ical investment in this industry, justifies consumer responsibility. These 
trade factors are stable — the opportunists are transient in-and-outers — 
here today, gone tomorrow. 

Family consumers would like to buy new homes and home improve- 
ments as they buy everything else—from a responsible local merchant who 
will deliver end-use products to them installed, ready to use and properly 
financed. 

Further, the lowest economic cost for homes and home improvements 
is secured through a single management overhead embracing the local ware- 
housing, assembly, sale, construction and delivery of the end-use package 
to the consumer. 

Dealers have everything to gain and nothing to lose by setting up sales 
headquarters for the light construction industry. The operative builder 
today is largely by-passing the dealer. And where the dealer does make 
the sale, his net profits usually approach the vanishing point. 


Help The Small Contractor 


The small contractor has neither the inclination, training or facilities 
to do a merchandising job. He will welcome a program whereby his services 
will be sold for him at a satisfactory return for his labor and for supervision. 

The dealer can implement the bold face paragraph above without going 
into the contracting business. Furthermore he can economically justify and 
make a profit on the acceptance of full responsibility to the consumers for 
both labor and materials by adding into the selling price a small (3%) re- 


serve for situations where he might have to handle faulty workmanship 
problems. 


Package Sales the Answer 


In order to capitalize on this opportunity the dealer needs more help 
from the manufacturers and wholesalers who supply him. Help in planning 
for end-use package selling and sales management; help in employe train- 
ing, estimating, construction economics and the like. 

In this century there has been no time quite so right as the present for 
this industry to establish a vertical organization which will develop. imple- 
ment and promote the retail dealer as the package sales headquarters for 
light construction. 


Readers are invited to comment on this proposal. 
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MANY WOMEN ATTENDED the four do-it-yourself ses- 


sions and showed added interest with many questions. 


APPLYING PAINT ON SHEET ROCK was demonstrated 


by a manufacturer's representative. 


’ 
aé< 


7 


TILE APPLICATION was one of the 
many do-it-yourself demonstrations at 
the weekly session. 





Why Stage a Do-It-Yourself School? 


What did I gain by staging a do- 
it-yourself school? This was the 
question Robert R. Rogers, part- 
ner-manager of Oakridge (Ore.) 
Builders Supply Co., asked himself 
after 75 home handymen and ladies 
braved the cold of the Cascade 
Mountains to attend his do-it-your- 
self classes this past February. 

Rogers jotted down the follow- 
ing points as a guide for other 
lumber dealers: 

1. The school developed an ex- 
cellent list of prospects. 

We have the citizens’ good 
will—the entire community 
(1,555) is talking favorably 
about the school. 

The homeowners are inter- 
ested in many products that 
have moved slowly before; 
we've been unable to keep 
enough prefinished plaster- 
board on hand. 

More women are coming into 
our store than ever before. 
More people are asking about 
our firm’s financing program. 
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An Oregon dealer tells you just what you can expect 
to gain from a school for homeowners. 


(One $2,500 job can be cred- 
ited directly to the program 
through the do - it - yourself 
discussions.) 


Our salespeople are enthusi- 
astic — they show consider- 
able interest in the home- 
owners’ problems and “.. . 
you should hear their sales 
talks now.” 

Our contractors appreciate 
the extra business and con- 
tacts they made during the 
classes. 

Using an “add-a-room” theme, 
the company ran a four-column, 
12-inch display ad in the weekly 
newspaper three weeks prior to 
the school. A second ad appeared 
just before the school started. De- 
signed as an open letter to the 
public, the ad outlined the subjects 
to be covered. They included: How 
to Finance Home Improvements; 
How to Plan an Addition; How to 
Frame a Room; How to Apply 
Sheetrock and Tape It; How to 
Hang a Door; How to Lay Lino- 


leum; How to Build a Foundation. 

American Lumberman’s 4do-it- 
yourself stickers were attached to 
post cards mailed to all addresses 
in Oakridge and nearby Westfir, 
with this invitation to the home- 
owner: “Let’s go back to school— 
the home improvement school at 
Oakridge Builders Supply Co.” 
American Lumberman’s do-it-your- 
self posters were displayed in the 
store. 

“The largest group attending,” 
says Rogers, “were man-and-wife 
weekend carpenters who are in no 
financial position to hire their 
work done.” Several contractors 
came, because, as contractor Ar- 
thur Parker put it: “A man always 
can learn something new.” 

Rogers points out that having 
the four-session school in late Feb- 
ruary and early March worked well 
because the staff had adequate 
time to plan for it after inventory 
in January. This will also give the 
salesmen spring and summer to 
follow up the leads when the home- 
owner is most likely to do the job. 
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Farmers all across the country are specifying Western White 
Spruce from Western Canada for all their building needs. 


Economy, durability and practicality mean a lot to these 
men... . they know they get all three when they buy 
Western White Spruce. It's weather resistant... . stays 
sound in any climate... . easy to saw, to nail and to 
handle .... is clean, dry, free from resin. Quick deliveries 
made on supplies to the United States. 


ALBERTA " 
i Please send me your 
ASSN 


ALBERTA FOREST WESTERN WHITE SPRUCE 
PRODUCTS ASSOCIATION “a 


ADDRESS 


10189 - 100 ST., EDMONTON, ALBERTA, CANADA 
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Use this 


glass block 
for lighter, brighter, 


easier-to-clean kitchens 














What woman wouldn't love a kitchen as cheery 
and bright as this one? What woman wouldn't like 
a kitchen that’s flooded with daylight and easy 
to keep spic-and-span? Remind your remodeling 
or new-construction customers they can have 
these desired features in the kitchens of their 
homes by including panels of Owens-Illinois Glass 


Block* No. 316. 


Tell them that behind sink or kitchen counters, 
glass block flood working surfaces with soft, dif- 
fused daylight yet keep the room shielded from 
view. Show them how soil marks rub right off. 

For facts about the many ways you can profit 
from the increasing use of glass block in home, 
school, factory, farm or commercial building— 
write: Glass Block Division, Owens-Illinois, Dept. 
AL-5. Toledo 1, Ohio. *Formerly known as INSULUX. 


Owens-ILLINOIS 


GENERAL OFFICES (D TOLEDO 1, OHIO 
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Dealers Help 


Schools Sponsor Successful 


Do-it-Yourself Program 


Here is Indiana’s successful promo- 
tional program — an idea you can try in your 
community. 


Coordinating a do-it-yourself training course with 
the city school system offers dealers a new approach 
if they follow the methods used by member dealers 
of the Indiana Lumber and Builders’ Supply Associ- 
ation who attracted 1,800 homeowners to do-it-your- 
self classes in the Indianapolis area. 

Responsibility for developing a do-it-yourself pro- 
gram was delegated by Robert J. Schultz, supervisor 
of adult education of the Indianapolis Public Schools, 
to lumber dealers of the area. 


Heavy Enrollment 

Once the Indianapolis Star began publicizing the 
city-wide program applications began to roll in. In 
the first mail following the initial story, 1,100 replies 
were received. By the time the publicity was halted, 
1,800 applications were in. Only a maximum of 240 
people could be accommodated in the first series of 
classes which started in February and ran for eight 
weeks. 

Called the Mr. and Mrs. Fix-it program, the appli- 
cants were divided, into four groups of 60 people, 
which met at different schools on subsequent even- 
ings Monday through Thursday for eight weeks. This 
made a total of 32 nights spent on the eight topics: 
how to construct a rumpus room in the basement; 
an extra room in the attic; how to enclose a porch; 
how to install cabinets, siding and insulation mate- 
rials; and how to repair and lay composition floors. 


Courtesy Indiana Lumber and Builders Supply Assn. 


COVER: HOMEOWNERS ATTEND the opening night ses- 
sion of the do-it-yourself course at the manual training high 
school’s woodworking shop. 
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LOOKING OVER SAMPLES to be given students are In- 
dianapolis lumber dealers, (1. to r.) Bob Turner, Tom Weed- 
man and Fred Wright. 


Electricity and plumbing were the other subjects 
discussed. 
Good Industry Publicity 

3ecause the program is coordinated with the school 
system, the dealers’ names were omitted from all 
publicity. During the class instruction no trade names 
were used; no dealer names were printed on the liter- 
ature passed out; and instructor-lumbermen were 
introduced by name only. 

While these rules may seem strict, the overall 
program is enabling the lumber dealers to impress 
the people of the Indianapolis area with their willing- 
ness to cooperate for the public’s good. But, more 
important, the classes helped the homeowners to buy 
and use the products sold by the dealers. 


Student Helps Listed 

To help them buy materials, students received a 
contractor’s breakdown sheet, a take-off sheet, a list- 
ing of builders’ materials and hardware and instruc- 
tions on how to figure quantities such as flooring, 
siding and plaster. 

“What happened to the 1,560 applicants that could 
not be handled in the course?” you may be asking. 
First of all, these are potential customers for future 
courses. Secondly, through the cooperation of the 
newspaper, a full page picture story appears each 
Sunday telling of the session just completed, so that 
readers are encouraged to attend similar classes. 


DEMONSTRATING MODEL FRAME, Robert J. Schultz, 
left, supervisor of Adult Education of Indianapolis Public 
Schools, shows N. H. Poole, high school vice-principal. 
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Use this 

glass block 

for a “solid” wall your 
customers can see through 


What homeowner’s eye wouldn't be caught with 
a “see through” wall as attractive as this one? You 
can profit from such a desire by recommending 
a panel of Owens-Illinois super clear Glass Block 
No. 370. 

Glass Block panels are as practical as they are 
beautiful. They have the insulating efficiency of 
an 8-inch thick brick wall. They won't frost or 
sweat in winter... provide better insulation 
than a window with storm sash. 

Owens-Illinois Glass Block* are easy to handle, 
easy to store, hard to break. For information or 
help with a specific problem, just write: Glass 
Block Division, Owens-Illinois, Dept. AL-5, 
Toledo 1, Ohio. *Formerly known as INSULUX. 


Owens-ILLInoIs 


GENERAL OFFICES (D TOLEDO 1, OHIO 
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This is the complete De Walt" line for builders — 
every model specifically designed for fast, accurate, NEW MODEL MBC—9” saw. 
low-cost operation. % H. P, single phase. Cuts 2%” 
P De Walt Saws have proved their durability on deep, rape 0S Somer of 48 

¢ . panel. Portable, lightweight, 
thousands of jobs for over 30 years—have revolu- 


ideal for light framing and 
tionized building methods. You can depend on any finishing. Only $229 deliv- 


De Walt model to give you more than your money's eye ig ered. Also available in three 
d d : phase, slightly higher. 
worth. . 


See your De Walt dealer today-or write for cat- 
alog to address below. 


NEW MODEL GES—16” saw, 
5 H.P, single phase. Cuts 5” 
deep, and rips to center of 
WH-— 10” saw, P» age Dey 
new MODE © os 1G” saw 18” panel plus. This is the 
1 H.P, single phase. Built-in f 
be inest heavy-duty machine 
110-220 volt change switch, ' Wal Pee 
cuts 3” deep, rips to center of De Walt makes. Ruggedly- 
18” panel J I dotosks tne built and ideal for heavy con- 
we MT teat, : te : - 1} struction work. Only $825 
sealpapanaell: 5 Shy stecongay Boe° J F.O.B., Lancaster, Pa. GE 
most small builders. Only ° lels ; ail ble i 3 nae 2 P , 
$395 delivered. models aval able m 3, (2 anc 
' 10 H.P sizes with medium 
and long arms for wide 
cutting. 


MODEL R-2K — Retractable 
arm. 12” Saw, 2 H.P, single 
phase. Built-in 110-220 volt 


NEW MODEL GAO — 14” saw, 
3 H.P, single phase. Cuts 4%” 
deep, rips to center of 48” 


panel. Used extensively for 
arger homes and industrial 
work where extra horsse- 
power is needed. Standard 
arm model, only $570, FO.B 
factory. Other GA models 
available in 2 and 5 H.P 


change switch, Cuts 3%” deep, 
rips to center of 65” panel. 
Big 20”x 1” cut-off capacity 
—the finest value in the 
De Walt line at $495 FO. B.., 
Lancaster, Pa. This design has 
features that aediete all 
othey makes. Also available in 


3 and 5 H.P 14” sizes. 


De Walt Power Saws 
DE WALT INC., LANCASTER, PA. 
IN CANADA: De Walt Canada Ltd., Guelph, Ontario * Subsidiary of American Machine & Foundry Company, New York 


36 (To obtain more data on advertised products see page 118) May 3, 1954, AMERICAN LUMBERMAN cr 











\a 


= 


Ys <@& 


wa 


‘ 
» 


\ 







How would you like to attract 
1,300 prospects to your store at a 
cost of 17¢ apiece? Hammond Lum- 
ber Co., San Fernando, Calif., did 
it. Here’s their expense sheet for 
the party. 

Favors: 


ee ROI as oe be ka $ 12.80 
500 imprinted balloons .. 18.00 
Refreshments: 


Coffee, punch and cookies 
Promotion: 
Pennants and banners .. 5.00 
Newspaper advertising . 175.00 
1 spot light and 4 are 
lights, borrowed 


50.00 


$340.80 
Less manufacturers’ fees . 220.00 


Total company cost ...... $120.00 
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ON Stages Do-It-Yourself Show for $120 
ee 


Would you like to stage a do-it-yourself exhibit for 
only 17c per person? This California dealer did — and here’s 


how.... 


At a cost of 17¢ each, visitors 
watched 22 manufacturers demon- 
strate their products, viewed the 
newly-rebuilt lumberyard and en- 
joyed refreshments and favors 
while the firm’s salespeople ex- 
plained the company’s products. 
The 22 manufacturers’ representa- 
tives helped pay the expense of 
holding the do-it-yourself show 
with floor space fees of $10 apiece. 

Held on a Friday evening from 
6 until 10, the spotlights and ban- 
ners added to the festive air of the 
occasion. Music was _ provided 
through the firm’s intercom sys- 
tem. 

“We created city-wide interest in 
our company, became acquainted 
with prospective customers, show- 


a ae # 


ed them what we have to sell and 
how the products are used,” says 
M. B. Timmerman, a company of- 
ficer. 

Employes at Hammond estimate 
that 25% of the visitors were reg- 
ular customers; thus the vast ma- 
jority were prospective new ac- 
counts. 

The following morning, Satur- 
day, two large orders for plywood 
products were placed by men who 
said their wives had seen the items 
the night before. The show helped 
sell other items, particularly power 
tools. 


Hammond Lumber operates 20 
wholesale and retail outlets in 
southern California, 








VISITORS ENJOY refreshments at the 
do-it-yourself show of Hammond Lum- 
ber Company, San Fernando, Calif. 


MANUFACTURERS’ samples and 
demonstrations attracted homeowners 
to the 22 display booths. 
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CROWDS ARRIVE EARLY as proof of their interest in 


10,000 HOMEOWNERS REGISTERED for the demonstrations on applying tile, 
finishing floors, using power tools and paneling old rooms. 


the do-it-yourself program of this Springfield, Ill. dealer. 


Do-it-Yourself Show Brings Biggest Sales Day 


Over 10,000 people crowded the 
open house and do-it-yourself show 
held by Barker-Lubin Lumber 
Company, Springfield, Ill. one Sun- 
day last month from 9:30 a.m. to 
5 p.m. 

Paul Barker, company co-owner, 
said the Saturday following the 
show was the biggest sales day 
they have ever had. Response well 
justified the expense, he feels. 
Over 120 cards were filled in for 
additional information at one 
booth alone. Manufacturers had 
16 demonstration booths, plus four 
handled by the lumber company. 

To be eligible for one of the 15 
door prizes, the company required 
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Here are a few pointers from a Springfield, Ill. dealer, 


who pulled 10,000 people to his do-it-yourself event. 


that registration cards be punched 
at six stations dispersed around 
the yard. Prizes included « $500 
life-size, children’s playhouse and 
14 others ranging from jig saws to 
kitchen clocks and paint. Mayor 
John E. MacWherter officiated at 
the drawing. 

Because the crowd was so large 
most of the time, the company 
plans to hold future shows over a 
longer period of time. This plan 
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will enable the firm to do some real 
merchandising while the custom- 
ers are in a buying mood, Barker 
feels. 

Cost of the show was kept down 
by full cooperation of all the em- 
ployes. Everything was set-up for 
the demonstrations after closing 
time Saturday noon. Employes and 
manufacturers’ representatives 
were served meals on the premises 
by a caterer on Sunday. 
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“Build an 


‘outdoor living promotion 


around CYCLONE LAWN FENCE 
AND FLOWER BED BORDER” 


t= homeowner wants to make his prop- 
erty as attractive as possible. And the best 
start he can make is with attractive Cyclone 
“Red Tag” Lawn Fence and Flower Bed Border 
that sets aside a place for children to play .. . 
a place for father to garden. 


A sale of Cyclone Lawn Fence is a profitable 
starting place for you, too. Immediately it leads 
to sales of all the things a homeowner needs to 
erect the fence—tools, nails, staples, paint and 
the like. 


And there are more sales to come. A good- 
looking fence will reawaken the homeowner’s 
interest in his yard. He’ll need seed, fertilizers, 
barbecue equipment—all the things that con- 
tribute to outdoor living. 


When you offer your customers Cyclone 
Lawn Fence, you are offering them the best. 
Both Lawn Fence and Flower Bed Border are 
available in woven and welded construction . . . 
the fence in both single and double-loop types. 
All Cyclone Lawn Fence is made of top-quality 
galvanized wire. It looks good when erected . . . 
it will look good for years to come. 


Get on the “outdoor living” bandwagon now. 
But first check your stocks of Cyclone Lawn 


Fence and fill in any gaps in your line from 
your jobber. 





CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES GFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS CYCLONE -eed7o7’ HARDWARE PRODUCTS 
ie © 8°.) aa ae 
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LOW-COST 
Leaaaaees FAN 


agers 


the answer for “do-it-yourself” 


Summer Comfort 
DEMANDS 


High Profit! Fast Seller! 


Every homeowner wants and needs 
“Summer Comfort”. Now every 
homeowner can afford one-two or 
more fans! 

How? They’re low in cost compared 
to other makes! Why do they cost 
so little? Because your customer 
assembles the S. J. Stewart Fan 
himself . it’s as easy as framing 
a picture... that’s right! Stewart 
“packaged” Fans are high quality 
fans. Only the finest materials are 
used, Composition blades are guar- 
anteed not to warp, bend or rust 
(also washable). Every moving 
part is manufactured to perfection, 
insuring smooth-silent operation at 
all times! Absolutely no vibration. 


Write, wire or phone now... 
today! for complete details 


Easy to handle package takes little 
storage space 3’ x 18” x 38. Shipping 
weight, 35 Ibs. 


Anyone can assemble the Stewart Fan. 
Every detail is complete in the included- 
easy to read instructions 


Everything in a package with instructions 


‘S. J. STEWART (ELECTRIC) 


527 St. Joseph St. 
Phones: Ra. 4308-4309 
New Orleans 12, La. 
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Women Throng 


Virginia Dealer’s 


Do-It-Yourself Classes 








STUD CONSTRUCTION DETAILS are explained to homeowners by W. Albie 


Barksdale, company president. 


Enrollment in the eight-week do- 
it-yourself course sponsored by 
Charlottesville (Va.) Lumber Com- 
pany jumped to 100 homeowners 
this spring. Womenfolk showed 
their continued interest by attend- 
ing in large numbers. Thirty wom- 
en attended the second demonstra- 
tion on house framing. 

Last fall the Charlottesville con- 
cern spensored a course of 10 
classes on home workshops (see 
Feb. 22, 1954, American Lumber- 
man). The gratifying results led 
to the present series, reports W. 
Albie Barksdale, company presi- 
dent. 

House construction was divided 
into eight phases with a different 
demonstration each week. A dem- 
onstration of power and hand tools 


opened the series. This lecture 
was followed with a framing and 
fastening demonstration; applica- 
tion of insulation and tile; uses of 
wallboard and plywood; interior 
finishing with wall tile boards; 
masonry techniques; trimming the 
interior and a concluding session 
on painting and decorating. 

A 8’x12’x8’ house was built in 
stages on the display room floor to 
demonstrate the materials men- 
tioned above. While precut pieces 
were being nailed and fastened to- 
gether by professional carpenters, 
Mr. Barksdale explained the tools, 
materials and methods used. 

Mr. and Mrs. Judson Dickerman, 
were typical of the diversified au- 
dience. In his late seventies, Mr. 
Dickerman now plans to rebuild 
his house with the help of his wife. 
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2 NEW 
Kennatrac aioe 
ALL STEEL A POWER 


whlige , Idea Center 


» DEALER’S CHOICE Ms 


. " 
& £ Besk... 
Sells Hardware, & A 
The one you’ve 


Doors, Trim, Paint always wanted 


THE GREATEST oa 
MULTI-PURPOSE Merchan ver Offered ... ALL IN 2.8 sq. ft. 


Movable Custom line pa Complete line 
demonstrator a selection chart 





Large scratch pad : ad ee i Literature here: 
with 15” ruler ; ' Buyers Guides 


> Price Lists 
FREE idea books ind a Architectural Sheets 
pockets both sides 


Complete line track 


Attractive 3 color and hanger samples 


consumer copy 


: % 0K Removable Scottie 
ALL STEEL desk, ' 


demonstrator 
sturdy construction, 


has years and gobs a Removable 
years of usage Kennaframe 


demonstrator 


A DEPARTMENT IN ITSELF 


° = KENNATRACK CORPORATION 
Requires Only ELKHART, INDIANA 
2.8 sq. ft. 


: SEND COMPLETE INFORMATION 
" ON KENNATRACK IDEA CENTER 
Floor Space O 


HAVE REPRESENTATIVE CALL [_] 
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Jalousie Windows 


Pass Wisconsin 


Winter Test 


Dealer finds they remain weather- 
tight during coldest weather. Performance 


opens new northern market. 


Can jalousies—which have been 
so popular in Florida for the past 
five years—become a satisfactory 
product in the north, where 
weather is a severe test for build- 
ing products, 

This question is best answered 
by a followup of the story, “Jal- 
ousies Catch Northern Sales Mar- 
ket,” (American Lumberman, Aug. 
10, 1953.) This article told of the 
introduction of jalousies into 
northern Illinois and Wisconsin 
less than a year ago by Bob Dane, 
Jr., co-partner in the Dane Lumber 
Co., Beloit, Wis. 

Dane’s answer is a firm “yes” 
which he can bolster with the im- 
pressive sales records he has been 
piling up since he introduced the 
vane-type windows. 

“So far we've only scratched the 
market,” Dane says. “Our main 
problem was to show people what 
jalousies are and how they could 
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benefit from them. Since our trial 
installations our sales have been 
snowballing. 

“We haven’t had a single com- 
plaint about the windows we’ve 
sold, and they’ve stood up under 
all weather conditions. And we've 
even moved jalousies during a cold 
Rock River valley winter.” 


Here’s How It Was Done 


Large newspaper ads were 
used to introduce jalousies 
and smaller follow-up ads 
were used to educate and at- 
tract prospective buyers. 

One-minute spot radio an- 
nouncements were recorded 
at the Dane yard. These mes- 
sages were personalized by 
Dane discussing various fea- 
tures of jalousies with his 
yardmen and salesmen. 


An open house was held at a 
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JALOUSIES STOOD cold-weather test 
and remained weathertight during a 
Wisconsin winter. Bob Dane, Jr., points 
to a demonstration unit installed last 
year at the Dane Lumber Co., Beloit, 
Wis. 


salesman’s new home _ in 
which jalousies were in- 
stalled. A demonstration ga- 
rage in the Dane yard was 
equipped with jalousies so 
passing motorists could see 
the installation and stop if 
they were interested. 
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ae a a : THE MODERN LOOK and ease of 
= cleaning appeals to Mrs. Lois Casey, 

JALOUSIES INSTALLED AS PRIME WINDOWS in this new home caught the 


Beloit, Wis., who demonstrates how 
interest of leading Beloit contractors who called the Dane Lumber Co., asking jalousies may be cleaned from either 
for more details and prices. 


inside or outside. 
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Specialized training was giv- 
en all salesmen, who were to 
handle jalousies exclusively. 
All inquiries, whether dealer 
or consumer, were followed 
up, within 24 hours if pos- 
sible. 

All installations were han- 
dled by factory-trained men. 
Salesmen made an after-in- 
stallation inspection to as- 
sure customer satisfaction 
and to get comments which 
could be used as _ selling 
points. 


Steady Promotion 


After introducing the product, 
Dane has continued his promotion 
campaign with newspaper ads, ex- 
hibits at building and home shows, 
direct mail, radio and TV an- 
nouncements and personal calls by 
salesmen. 

“Jalousies were an entirely new 
specialty around here and had to 
be sold as such,” Dane says. “We 
had to train men to sell and install 
them. Jalousie installation is a job 
for the trained professional.” 

Jalousies were first introduced 
in Wisconsin to solve a perplexing 
space problem in a laundry drying 
room. Now they are being used for 
new construction and remodeling 


DEALER POINTERS 


jobs with equal success. 

The eye appeal and versatility of 
jalousies has led to their installa- 
tion as prime windows in homes 
and office buildings. They have 
been installed in patios, sun 
porches, kitchens, living rooms and 
other locations where maximum 
light and full ventilation are de- 
sired. Dane’s men have installed 
jalousies in churches, a contrac- 
tor’s office, ice cream stands, res- 
taurants and a country club. 

The variety of glass available 
for the louvers makes it possible 
for the dealer to meet every pos- 
sible need. If there is too much 
glare in a_ particular location, 
tinted glass can be used. If there 
is a need for privacy, it can be eas- 
ily secured by using obscure, 
translucent glass. 


Dane Opens New Business 

Since last year, Dane has par- 
layed his interest in jalousies and 
aggressive merchandising into the 
formation of Jalousie Window 
Sales of Wisconsin, which serves 
Winnebago County, IIl., and Wis- 
consin. 

A firm believer in specialized 
selling, Dane now has four sales- 
men who exclusively handle jal- 
ousies, storm and screen windows 
and metal awnings. 





Roofing Samples Get Picture-Frame Dispiay 


Roofing samples are framed and 
spotlighted for better display at the 
D. Baker & Son Co., Grand Haven, 
Mich. Martin Boon, office manager, 
says the white frame gives custom- 
ers a better impression of the tex- 
ture and colors of individual roofing 
samples. The racks below provide 
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handy storage space for the sam- 
ples. In case you’re wondering, the 
model house at the left (built and 
owned by a contractor) was used 
during the Christmas season com- 
plete with Santa Claus and reindeer 
on top. 


“Adequate sales training is nec- 
essary,” he says. “It takes three 
to five sales meetings before a man 
is ready to sell jalousies. Dealers 
who intend to stock this line must 
make provision for such training.” 

In selling jalousies Dane sales- 
men have learned that a typical 
prospect has two reactions: he 
either likes the product on sight 
or he’s worried about their per- 
formance in cold weather. 

To answer the cold-weather 
question, Dane armed his salesmen 
with independent laboratory re- 
ports on wind and rain infiltration. 
The fact that jalousies have with- 
stood wind-driven rain and Flor- 
ida hurricanes is a good selling 
point for the salesmen who also 
stress the point that screens and 
storm sash are easily installed. 

Standard-size jalousies are ship- 
ped KD from Florida and delivered 
to the installation site in cartons. 
Glass vanes, purchased from a lo- 
‘al glass company, minimize ship- 
ping costs and breakage. Special 
jalousie units made up in the Dane 
yard assures the customer quick 
service. 

Dane has proved that jalousies 
are versatile enough to meet all 
customer requirements and they’re 
excellent profit-makers besides. 


Paint Brush Display 


This “jumbo paint brush” for 
displays of brushes and stir sticks 
helps increase sales for the Savan- 
nah (Ga.) Planing Mill. Manager 
C. A. Williams, shown adjusting 
the display, says it was cut from a 
4" sheet of plywood. The bristle 
portion of the display is a sheet of 
striated plywood. A piece of sheet 
metal forms the tie between the 
handle and the bristles. The dis 
play holds 17 brushes and two paint 
stirring sticks. Each item is clearly 
price-tagged to encourage self 
service 
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Hechinger's 
“Harry Homeowner” 


Marry Romewwner” 
fe TRAPEMARE of 
Mechinges Cm 
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“HARRY HOMEOWNERS” 


Summer Cottage 
SPECIAL THIS WEEK 
The House That Grows + COMPLETE 


No, Gir’ ‘There are no tricks to this r 
no Didden costs We actually will delive . 
’ 
— * 
Levy Manrhty 


to you ell the matertels necessary to build 
ae 
Paymenre 


plus a complete 

ructions that are written so cle 

you oe your 

enjoy @wing tt. Bee the finished models at 
our stores 


Buy Now on Our Budget Plan 


Mechinger C, 


COME—WRITE—PHONE Lincoln 7-8400 
Per Lumber Call Our Number 
oe ey et ye 

*) Ome wcbers be weer, te - Ome tee Oe o— 


Hechinger's for Hardware Needs 

















BUDGET-PRICED COTTAGE featured 
in the ad of the Washington, D. C 


firm, Notice the emphasis on monthly 


payments and references to the do-it 
yourself angle 
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YARD COTTAGE DISPLAY of the Halliday Co., Ltd. attracts street traffic and 
allows customers to inspect units at their leisure. More than 400 of the complete- 
package, prefab cottages were delivered to customers’ building sites last year 


Sells $400,000 Worth 
of Summer Cottages 


Canadian dealer tells how he does it; two other dealers 
explain their success formula in this highly-profitable field. 


The arrival of the first spring 
robin awakens a desire in thou- 
sands of city and town dwellers for 
a “summer cottage up at the lake 
this year.” Three outstanding deal- 
ers in this field, queried by Ameri- 
can Lumberman, tell you how they 
find and develop this type of sea- 
sonal business. 


Best Selling Cottages 

The Halliday Co., Ltd., Burling- 
ton, Ontario—which last year sold 
more than $400,000 worth of sum- 
mer cottages—attributes its suc- 
cess to the site-delivered, package 
cottage. 

“We originally sold only precut 
summer cottages,” says Arthur 
Abrams, merchandising manager, 
“but the sales trend for the last 
few years has been noticeably to- 
ward prefabricated cottages.” 

In 1953 the firm sold a total of 
458 cottages of which 284 were pre- 
fabs and—although lower in price 

only 174 were precut cottages. 
Why? Because the prefab cottages 
are easier for the do-it-yourself 
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client to erect. The firm’s step-by- 
step instructions enable a custom- 
er to do a professional job with 
only handyman experience. 

Uses Compensatory Pricing 

Building materials go to Halli- 
day’s fabrication shops at the ac- 
tual retail selling prices; to this is 
added the cost of architectural 
services, manufacturing, labor and 
advertising costs. 

“In other words,” says Abrams, 
“we sell a considerable volume of 
building materials at standard 
mark-up plus all other services.” 

Advertising and Promotion 

“The best customers for summer 
cottuges are usually located in 
cities,” he says, “therefore, adver- 
tising and publicity aimed at ur- 
ban centers is of greater value 
than if aimed at resort centers 
themselves. All advertising must 
be written in language which is 
readily understood by the layman. 
Ads should be accompanied by pic- 

Continued on page 46 
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Villions of dollars worth of 
Jaeger 1954 models have been 
bought as a direct result of 
comparisons made at the 
Chicago show. 


Jaeger is outselling short-lived truck mixers because 


today’s buyers buy for keeps 


Compared with the paper-thin type of 
mixer, buyers prefer Jaeger’s 8-gauge drum 
wrapper, 5/16" head and bridge-truss blade 
feet, good for 8 to 10 years service. 


Buyers equally approve this fast-charging 
and discharging open-end Maxi-Loader or 
Jaeger’s long-proved sealed end loader. 


In transmissions, they find nothing to com 
pare with Jaeger’s hydraulically actuated 
Super-Comatic, the perfected finger-touch 
one-lever transmission for truck mixers. 


No other unit offers anything to equal 
Jaeger's “To-the-spot” chute, extensible to 
13 ft., for fast and accurate placement. 


Buyers welcome Jaeger’s water system that 
can jet 60 gallons a minute through the 
head of the drum. This faster water distri 
bution means faster mixing and tempering. 


Add all these advantages to the 
fastest charging, mixing and dis- 
charging truck mixer on the market. 
That's the PLUS in Jaeger MIX- 
PLUS. Your Jaeger distributor will 
gladly supply complete facts to meet 
any payload problem. Ask him, ot 
send for latest Catalog. 


THE JAEGER MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 
LOADERS ® AIR COMPRESSORS © PUMPS © MIXERS © PAVING MACHINES 
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SCALE MODELS are displayed at sportsmen’s shows and other public events. 
Models help show prospects how easily the prefab cottages can be erected. 





SUMMER COTTAGES 


(begins on page 44) 





tures which help to give a custom- 
er an understanding of the goods 
he will receive in a cottage pack- 
age,” says Abrams. 

“We can safely say that our an- 
nual catalog which is mailed 
early in April—is our best sales- 
man,” he adds. The firm’s catalog 
is a two-color, 20-page book which 
contains information and pictures 


FOR SALES 


Steelbilt’s new “‘Challenge’’ series of 
steel frames for sliding glass doorwalls 
is unbeatable for quality at a low price. 
Here's a top deal for alert 

dealers. Merchant builders will go for 
this value. it's a natural 

for modernization contractors. 

You can challenge all competition, 


Write without delay for 
complete details on 
“Challenge,” a quality 
product, priced low 
for sales and profit. 


Challenge Series Doorwalls 
alli models are 6'10” high 


width 
in feet 


6, 6, 10, 12 


§, 10, 12, 16 a 
7 
10, 12, 16 [ MM | C-4223-LR 


sliding panels may be specified for either 
left or right venting 


mode! no. 
C-21-LR 


C-312-LR 
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on 20 types of precut and prefab 
units. 

In addition to some newspaper 
(see cut) and radio advertising, 
the firm displays full-size cottages 
and scale models at the yard and 
at sportsmen’s shows. A sound 
truck is used during the summer 
season at public events. 

Financing Helps Sales 

Although most of Halliday’s 
summer cottages are sold for cash, 
customers can finance up to $2,000 
with one-third down and the bal- 
ance in monthly payments over two 


years. Requirements include a 
clear property deed, fire insurance 
and a satisfactory credit record. 
Cottage improvements may often 
be financed under FHA Title I 
loans. 


Remodeling and Conversion 


Resort-area dealers can pick up 
substantial profits in selling ma- 
terials for cottage remodeling and 
conversion of summer cottages to 
year around residences. In 1953 
the Charles Harbaugh Lumber Co., 
Twin Lakes, Wis., sold materials 
for 60 remodeling and conversion 
jobs which ranged from $100 to 
$3,000 each. The Harbaugh Co. in- 
cludes five yards—four in resort 
areas. 

“The resort area dealer,” says 
A. W. Buschman, president, “must 
realize that most of his customers 
know little about materials or tools 
so basic verbal and written in- 
structions are vital. Quite often 
a dealer can save himself and the 
customer a lot of grief by giving 
him a rough sketch to work from.” 

Resort tavern, restaurant and 
motel owners are forever trying 
to stay ahead of each other in mod- 
ernizing their establishments. A 
little prodding by dealers can in- 
crease sales in this field. The Har- 
baugh Lumber Co. has had as many 
as eight tavern remodeling jobs 
underway at one time. Dealers 
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steel frames for sliding giass doorwalis 


FOR PROFIT 
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Dealer prices for all models and sizes are 
available on request, They are low in 
proportion te the $52.50 price for C-21-LR, 
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STEELBILT OFFERS THE “CHALLENGE” SERIES 


FOR QUALITY 


* Sections are cold roll-formed 
for precision. 


* Units are completely weathersealed 
at all points. 


* Stainless steel ball bearing roller 
provides quiet, easy sliding action. 


* Units are shipped completely assembied 
without loose parts, ready to install, 
Installation screws are included. 


* No block spacers or other auxiliary 
material needed for installation. 


* Adjustable, bolt-type lock cannot be 
damaged or forced. 

* Challenge units never need 
adjustment or service. 


* FOR SALES, FOR PROFIT, 
FOR QUALITY—stock Steelbilt’s 
Challenge serles, sliding glass doorwalls. 


Gardena, 
California 
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NOW Pro-Tect-U_ offers 


In Addition to Their Aluminum Frame Jalousie Window 


Wood Frame Jalousie Window 


aluminum operating mechanism and hardware—glass louvers 





‘ 


Sold completely assembled or kardware and oper- he ¥ 
ating mechanism sold separately to be used in your 
own wood frame. 


CHECK THESE FEATURES 


INSTALLATION 
e DELIVER TO JOB 
¢ INSERT IN OPENING 
e NAIL IN PLACE 


No special skill is required to install a Pro-Tect-U wood frame 
jalousie. There is no fitting problem. Ideal for Do-It-Yourself 
Promotions. 


COST 


Due to savings on installation, the installed cost is actually less than 
the installed cost of inferior jalousies. ‘Since the buck, trim, sill, and 
drip cap are all embodied in the construction of the unit, you save 
both the labor and material costs for all of these items. 


ADAPTABILITY 


Pro-Tect-U's wood frame jalousie is suitable for almost any type 
residential or commercial structure. They can be used with either 
dry wall or finished plaster construction 





















































Sash Opening Height 





QUALITY 





Sash Opening Width 


The operating mechanism and hardware of Pro-Tect-U's wood frame 


jalousie is of the same high quality as used in our nationally ad- 
vertised aluminum frame unit. 


interchangeable 
Screen or Storm Sash 


Pro-Tect-U's new revolutionary weather stripping is the tightest yet 
developed in the jalousie industry, proved by actual laboratory test. 





Pie 


Pro-Tect-U is the only jalousie that operates completely free of 
surface friction . . . the only jalousie with equally distributed closing 
force throughout the height of the unit . . 
adjustable closing mechanism 














. the only jalousie with an 








A FEW AREAS ARE STILL OPEN FOR EXCLUSIVE 
DEALERSHIPS OR DISTRIBUTORSHIPS 


The ORIGINAL Delirgs ti} ie 
AO-TECT-U aes 
WOOD FRAME JALOUSIE 


For information write: Seale: 3" = 1'-0” 


PRO-TECT-U JALOUSIE CORP., 4525 Ponce de Leon Bivd., Coral Gables, Florida 
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Builder Brown wants 
trouble-free doors, screen 
and sash. Sell him Cuprinol 
for priming, and he'll stop 
serious warping, swelling 

. and save on costly call 


backs 


Because 


Andy Handy wants the ply- 
wood he uses to look its 
best. Sell him Cuprinol to 
stop grain raising and 
checking. It will save him 
time sanding, and give a 
finer finish, too. 


Gecause 


Mr. Careful wants the non- 


toxic wood preservative 
that he can use without 
irritating his skin or wear- 
ing protective clothing. 
That's Cuprinol, of course! 


Triple- beting CUPRINOL 


is bese for your customers, beste for 
you. It assures a better finish, better 
service, longer life for the wood you 
sell. Its formula is 3-6 times stronger 
than most other wood preservatives, 
prov ides maximum protection against rot, 
termites, warping, swelling, grain 
raising, checking. And it's tops as a 
primer under any finish 


Give Away to 
Pree DO IT YOURSELF 
Customers 


Tips fer Home Handymen 
catches attention of the 
carry-out trade — sells 
CUPRINOL fer you. 
WRITE TODAY for your sample kit of dis- 
play materials. Handsome wire rack stand 
also free with introductory offer. 


CUPRINOL 


DIVISION DARWORTH INC 
Maple St t Simsbu 
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Your Financial Counselor 


By Fields and Fields, Certified Public Accountants, Chicago. 


How is Your System of Internal Control? 


An ounce of prevention is worth a 
pound of cure. We can’t think of a 
more appropriate application of this 
old saying than to your system of in 
ternal control. 

What do we mean by “internal con- 
trol?” Briefly it is a plan within a 
business organization whereby meth- 
ods and measures are properly coordi- 
nated to safeguard its assets and check 
the accuracy of the accounting data. 

The degree to which internal control 
is instituted is dependent largely on 
the size of the business and the amount 
of time devoted to it by the owner. As 
a business becomes larger and the 
owners become more remote to the op- 
eration of the business, more controls 
must be installed to safeguard its as- 
sets and check the accuracy of the 
accounting department. 

To list all the stens necessarv to 
effect a good svstem of internal control 
would call for far more snace thar can 
be allotted here. The following, how- 
ever, are fundamental reauisites: 

1. Receipts and _ disbursements 
should not be handled by the 
same person who handles the ac- 
counting records. A division of 
duties between the cashier and 
hookkeeper will aid in the effect- 
ing of proper control. 

Cash should be deposited in th 
hank intact every day. 

Sales invoices should be prenum 
bered and duplicates filed in nu- 
merical sequence, Someone out- 
side the bookkeeving denartment 
should review the duplicate in 
voices to see that all invoice 
numbers are accounted for. 

1. Credit memos should also be pre 


Evaluation of Customers’ 


The best safeguard against credit 
losses is to reauest your customers’ 
most recent financial statements and 
carefully evaluate them before credit 
is extended. 

The following are the major factors 
to be noted in reviewing financial state- 
ments: 

1. Who prepared the statements? If 
prenared by an independent certified 
public accountant, they most likely are 
more unbiased than if prepared by the 
company. If prepared by an independ- 
ent certified vublic accountant, it 
should be noted whether they are com- 
plemented by an unqualified opinion or 
whether the accountant has disclaimed 
the responsibility for the correctness 
thereof and if so, for what reasons 
such disclaimer was necessitated. 

2. If the financial statements are 
those of a contractor, it is important 
to know whether or not profit is taken 
upon uncompleted jobs or whether the 
entire profit is reflected at the time 
that the job is completed. The former 
method is known as the pnercentare of 
completion method, while the letter 
method is referred to as the completed 
contract basis. The completed contract 
basis is the most conservative and re- 
liable method, for profit is only re- 
flected when it is definitely ascertained. 


Vay 


numbered and all allowances 
should be authorized in writing 
by a responsible member of the 
organization. Receiving tickets 
prepared by yard men should evi- 
dence returned merchandise. 
Checks should not be signed un- 
less an invoice or voucher is pre- 
sented with the check. The check 
number and the date of payment 
should be written on the invoice 
or voucher in ink so that it will 
not be presented for payment the 
second time. 

Petty cash should be kept unde1 
lock and petty cash vouchers 
should be signed by the recipient 
of the money. When the petty 
cash fund is reimbursed the 
vouchers should be marked so 
that they will not be presented a 
a second time. 

The person who signs checks or 
some other responsible person not 
in the accounting department 
should open the cancelled checks 
when returned by the bank. That 
person should look at every check 
returned noting the payee and 
ascertaining the authenticity of 
the signature. 

Lists of receivables and payables 
should be given to the proper of- 
ficial at the end of the month and 
the totals should be compared 
with the balances as shown in 
the control accounts. 

The company should carry blan- 
ket employees bond coverage. 
Merchandise contained in deliv- 
ery trucks should occasionally be 
checked to the delivery tickets 
before the truck leaves the yard. 


Financial Statements 


Because of the element of guessing 
under the percentage of completion 
method, which is usually too optimistic 
and often does not provide for con- 
tingencies that may arise before the 
jobs in process are completed, the esti- 
mated profit on uncompleted jobs 
should be eliminated from the financial 
statements in view of conservatism. 

3. Viewing the financial statements 
in the light reflected by the answers to 
the first two questions, the following 
questions should be asked: 

A. Are the accounts receivable all 
collectible and if not, is there a 
sufficient reserve set up fo1 
doubtful accounts? 

In the case of a _ contractor’s 
statement, it should be ascer- 
tained if receivables from bank- 
ing institutions on construction 
in progress are supported by cer 
tificates of appzoval. 

Are there any preferred creditors 
included among the liabilities 
(viz. preferred notes, etc.) ? 

Is there sufficient working capital 
(excess of current assets over 
current liabilities)? The total 
of current assets should be, 
at least, twice the total current 
liabilities. 
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* Easier to inetall » Eacier to work 


Sell More Paneling to “Do-It-Yourself'’’ Customers with 
Pack River “Qualitized’ Woods 


Professional and a ; 
have discovered the superior qua 
of genuine KILN-pRIED Pack River 
“Qualitized” Engelmann Spruce 
Ponderosa Pine . . . Idaho White Pine 
... Fir and Larch. Use them for panel- 
ing rooms, offices . . . all types of in- 
terior construction. Pack River “Quali- 
tized” Woods add distinctive beauty to 
homes and offices. Because of superior 
milling and scientific kiln-drying, these 
woods are exceptionally easy to work 
Write Today for . of uniform quality . . . and they 


FREE BOOKLET — finish beautifully! 
a ~ 


tg 5 . : : 
(ACK RIVER SALES CO. 
SPOKANE WASH PO. BOX 64 . TELETYPE SP. 105 . TEL. MAdison 0121 
Managing Sales For 
JMBER C NORTHWEST TIMBER CO THOMPSON FALLS LUMBER CO 
Gibbs, Idaho Thompson Falls. Mont 
CRESTON SAWMILLS, LTD - 


Creston, 8. ¢ 


rs MERCHANDISER (To obtain more data on advertised products see page 118) 











OVER-SILL OPERATOR 


Friction-free feathertouch 
control. Wearproof oil 
impregnated (bronze-steel) 
gear, rolled thread worm... 
four-tooth engagement for 
smooth, effortless operation 


SAFEST WINDOW 


to leave open . . . anytime! 
Auto-Lok automatically locks 
vents in any position for 
protection from prowlers. Rain 
can't enter through slanted 
vents to damage interior. 


LU DM 


LUD 


FOR FAST 
SALES 


All Ludman’s famed promo- 


tional skill goes into creating 


enthusiastic demand among 
architects, builders, consumers! 


JALOUSIES,TOO! The same world-famous 
Auto-Lok engineering design and quality 
standards are applied to Ludman Windo- 
Tite Jalousies incorporating a// the features 
that count most with architects, builders 
and homeowners. 











EXCLUSIVE “NITE-VENT” 


An Avto-Lok original. The 
bottom vent may be left 
slightly open for fresh air, 
yet it and upper closed vents 
remain securely locked for 
maximum night protection. 


(To obtain more data on advertised products see page 118) 





NO WEARING PARTS 


Perfectly balanced vents 
actually aid opening and 
closing operation . . . elimi- 
nate wear at hinge points 
and strain on the operator 
mechanism. No maintenance! 
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TIGHTEST CLOSING 


Only Auto-Lok has the ex- 
clusive automatic-locking 
mechanism which locks vents 
at all four corners to seal the 
entire window tighfer than 
your refrigerator. 


AMERICAN LUMBERMAN < 








FOR EASY 
HANDLING 


Each unit completely assembled. 
Minimum warehousing required. 


One delivery to the job...no 
spare parts to stock or lose. 





SEALS 
TIGHTER 


THAN A 
REFRIGERATOR 











To sell more windows in ‘54... 
display this model on your floor. 


FOR QUICK 
PROFITS 


Speeded by Ludman’s proved 

merchandising know-how... 

nationwide sales organization 
.. streamlined distribution! 


No other window can match Auto-Lok’s exclusive 


features... 


can seal as tight... 


operate as easily .. . 


look as beautiful . . . pack the selling punch that makes 


customers buy on sight! 


So sign up with Ludman—get in on the program that’s 
producing profits for smart dealers all over America. 


FAST DELIVERY. Ludman's new plant—the 
nation's largest— is now in full-speed pro- 
duction. Jobber and Distributor warehouses 
are stocked for immediate deliveries. 


ENGINEERING SERVICE. Ludman’s proven 
window engineering leadership is available 
to help you with any job, large or small 


PLANNING SERVICE. Experienced engi- 
neering draftsmen will serve you with 
shop drawings. 


ARCHITECT CONTACTS. lLudman has 
them... all over the nation. You cash in 
locally with our sales-advertising leads 


NATIONWIDE SALES FORCE. There's an 
experienced, factory trained salesman 
always nearby to help you. 


BUILDER PROMOTION. Builders in your 
area are constantly contacted, by mail, 
by advertising...they too recognize 
Auto-Lok leadership. 


NATIONAL ADVERTISING. Ludman leads 
in window advertising in leading national 
magazines. Many millions see Auto-Lok 
odvertisements, cre sold on Auto-lok 
leadership. 


PROTECTION. You're the top man in the 
Ludman program. Ludman protects your 
interests, keeps you happy with your 
Auto-Lok dealership. 


PROFITS TO YOU. Ludman products ore 
priced right... discounts are liberal... 
profits big! 


IN WINDOW ENGINEERING 


Saale th Gacaneedas —————aH— a a a oe 


Refer to SWEET’S FILE 16 


Your customers will 
prefer this window! Send 
coupon today for com- 


LUDMAN CORPORATION 


North Miami, Florida 


Windows. [> Wood 


plete detailed dealer 


information and 
Member of The 
Producers’ Council, Inc. 


the name 
of the jobber nearest you; 


(To obtam 


Name 


Address 


 Seae 


Dept. AL-5 


Gentlemen: Please send complete information about Auto-Lok 
Aluminum 


Windo-Tite Jalousies 


— 


more data on advertised products see page 118) 
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HELP YOUR CUSTOMERS select the right paint for their jobs. (See details in this article.) 


See What’s New in the Paint Market 





Quick Facts 
About the Market 


Paint is a major do-it-yourself 
product. The National Paint, 
Varnish and Lacquer Association 
reports that a nation-wide sur- 
vey revealed that 53.1%, of the 
country's homeowners are doing 
their own exterior painting; 
about 75.3°/, their own interior 
painting. 

Total paint sales last year in- 
creased 4.6°/, over 1952. Grand 
total was a big $!,402,277,000. 
Of this total, trade sales (paint 
sold to dealers for resale to con- 
sumers and contractors) totaled 
$840,443,000, an increase of 
1.2°% over 1952; industrial sales 
(paint sold to manufacturers for 
application on products) showed 
an increase of 10.2%. 

Sales of interior paint are al- 
most four times as great as sales 
of exterior paint. Comparable 
figures are: interior paint $200,- 
000,000; exterior paint $55,- 
000,000. 











Constant technical developments 
in the paint industry make it more 
and more necessary for the retail 
dealer to become thoroughly fa- 
miliar with the many excellent 
products now on the market and to 
be constantly on the alert for new 
developments. Years ago the sale 
of paints was considered seasonal 
with peaks in the spring and early 
summer and fall months. It has 
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You can sell paint the year-around by keeping up with 
the latest trends. Tips in this article will tell you how. 


now developed into a sound year- 
round volume 

The home painting trend is re- 
sponsible for much of the new vol- 
ume. The protective value of paint 
is well recognized, but color is the 
modern keynote to the tremendous 
demand in recent years. 

The retail salesman should have 
a knowledge of color harmony. He 
should also know something about 
the functional and psychological 
effects of how color can be used to 
change the shape of a room to 
bring out its color, good points and 
cover up defects. 

New product developments. 
Even more important is to know 
the great strides made in the de- 
velopment of new products. Re- 
search has brought out completely 
new coatings which have won 
popular favor. 

The advent of latex paints cre- 
ated an entirely new market. They 
may be applied with roller or 
brush, leave no lap marks, are free 
from odor and are very durable. 
All latex paints are not alike. The 
first, and still popular, type is 
water emulsion of styrene-buta- 
diene. Other types now on the 
market are polystyrene and vinyl 
resins and acrylic resins. They 
are fast drying, can be patched 
easily and have good scrub re- 
sistance. 

Odorless paints are one of the 
newest developments. Being free 
from the usual paint odor has sales 
appeal. The customer likes them. 
Flat wall paints, semi-gloss and 


Vay 


gloss-enamel are all available in 
odor-free formulations. 

The combination of fast-drying 
and no odor has helped increase 
the interior painting market. Sol- 
vents, hewever, have the same 
volatile characteristics whether 
they are recognized by odor or 
whether they are without odor. 
Retail sales persons should always 
caution their customers to venti- 
late well when painting whether 
they are using the conventional 
types of products with an odor, or 
the odorless types. 

One-coat, controlled chalking 
paints are common today. Some of 
them are the alkyd-silicone type 
which have favorable chalking 
characteristics, good gloss and re- 
tain color well. This is a develop- 
ment from the finish used on 
household appliances and is un- 
usually durable. 

More will be heard about epoxy 
type resins in paints. They com- 
bine unique resistance properties 
with film toughness. White enam- 
els are made from them which re- 
sist water, alkali and corrosion. 

Another term you will hear more 
about is “acrylic resins.” They are 
types o% water-thinned paints with 
good adhesion and high resistance 
to scrubbing. Their color retention 
is excellent. 

Silicone resins are used in wa- 
ter-thinned paints for application 
to masonry. They have excellent 
water-resistant properties. 

Fire-resistant paints. While all 
paints have fire-retardant values, 
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there are special formulations now 
being produced which have wide 
use in schools, hospitals, hotels, 
office buildings and _ industrial 
plants. Some of the newer paints 
combine fire-retardant, water re- 
pellent and fungicidal properties. 
Such products are particularly 
good for wood shingles, fences and 
wood siding. 

While chemists have worked 
constantly to improve old products 
and to develop new ones, there 
have also been innovations in the 
field of application. Paints and 
lacquers sprayed from aerosol con- 
tainers intrigue the home decora- 
tor. They are excellent for coating 
rung-backed chairs, wicker furni- 
ture, porch blinds, and for touch- 
up work on refrigerators and other 
small surfaces. 

The paint roller is credited with 
being the greatest spur to the do- 
it-yourself paint market. Paint 
rollers are available in all sizes, 
ranging from !% inch and up. Some 
use the pan and others have inside 
containers which feed paint to the 
roller. Special rollers are made 
for painting fences, particularly 
wire fences. 

The tremendous interest in 
painting places a new responsibil- 
ity on the dealer. He must be an 
authority on all phases of paint- 
ing. While he does not need tech- 
nical knowledge of formulation, he 
should know the uses of the vari- 
ous paints he sells, surface prep- 
aration and be able to give color 
and other helpful suggestions. 

Many homeowners are building 
recreation rooms in basements. 
The dealer should know that the 
lumber, which is in contact with 
the concrete floor or the brick or 
cinderblock wall, should be painted 
to protect it from moisture. He 
should know what paints to use. 

How to answer complaints. He 
should know how to answer com- 
plaints. The paint film has tre- 
mendous strength in spite of the 
fact that it is only a thousandth 
of an inch in thickness. When he 
has complaints about blistering or 
peeling, he should know how to 
suggest remedies. 

The most common cause of blis- 
tering and peeling of paint is mois- 
ture. Few people realize the great 
amount of moisture created within 
a home through cooking, washing, 
bathing and the other usual house- 
hold chores. Unless this moisture 
vapor is allowed to escape by ven- 
tilation, it will force itself through 
the walls and, on hitting the cold 
oyter wall cordense into water. 
Pressure is exerted under the ex- 
terior paint film causing blisters. 
Simple precautions can prevent 
such damage, which is often more 
serious to the structure than to the 
paint. 

Moisture may also enter from 
the outside through clogged gut- 
ters, poorly fiashed chimneys, im- 
































































































HOW TO MATCH PAINT with room 
alesman should be informed 


properly calked windows, uncov- 
ered craw! spaces or from defects 
in the home construction. 

Paint acts as a vapor barrier on 
inside walls, curbing the flow of 
moisture into sidewalls where so 
much damage is done. 

The paint industry has pro- 
gressed a long way during the past 
20 years. Today it is a highly tech- 
nical and scientific industry de- 
pending on continuous research. 
The products sold by dealers have 
been fully tested—sometimes for 
many years—before they are of- 
fered for sale. 

Directions are important. Deal- 
ers should read the labels on paint 
cans to become familiar with the 
formulas and directions. Paints 
are carefully mixed and the addi- 


N 


v ~ 


s 


ee BE 


» 


painting 
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accessories is a subject on which every 


tion of thinners may throw the 
combination of ingredients out of 
balance and result in unsatisfac- 
tory performance. Follow direc- 
tions on label for thinners, 

Manufacturers’ literature is in- 
formative and should help the 
dealer give practical advice to cus- 
tomers. Read them and become 
fully acquainted with the product 
and its purpose. 

Paints, varnishes and _ related 
products represent a sizeable part 
of the lumber dealers total volume. 
They are sold as companion items 
to practically all lumber products 
and represent a uniform year- 
round business. For these reasons, 
it is wise business to give them 
prominent display space in your 
store. 


s 


DO-IT-YOURSELF CUSTOMERS like these do an estimated 75% of their own 


Slant your advertising to this market 
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American Lumberman 


YOUR AD OF THE WEEK 





ADservice 


No. 8 of a Series 


RUN LOCAL TIE-IN ADS 
TO STIMULATE PAINT SALES 


Hats off to the tremendous advertising job paint 
manufacturers are doing to create sales for you re- 
tail dealers. 


For example, a recent issue of Better Homes and 
Gardens (read in nearly four million homes) carried 
26 paint ads—many of them full pages, practically 
all in bright, appealing color. Almost every impor- 
tant nationally known brand was represented. All 
this in one issue of one magazine—a small sample of 
the total powerful aggressive selling job being done 
by the paint industry 


Advertising of such high quality, and in such vol- 
ume, encourages more frequent redecorating, will sell 
more paint to more people. 


These ads are being read by prospects in your com- 
They read “see your local dealer”. The only 
way you make the manufacturer’s investment 
work fully for you is to advertise locally and identify 
yourself with the brand name. 


munity 
can 


ADservice can help you prepare result-getting ads 
featuring all types of paint and accessories. Some of 
the available mats are shown in the suggested ad lay- 
outs on the right. In the ADservice book offered 
below, you'll find additional mats and suggested lay- 
outs, plus practical merchandising ideas to help you 
increase paint sales 


SEND NOW FOR 
YOUR FREE COPY OF 
THIS HELPFUL AD BOOK 


A complete, ready-to-use adver- 
tising service lay-outs, head- 
lines and copy suggestions, valu- 
able ideas plus a selection of 
254 heading and product illustra 
tions. 


please print or type) 
| AMERICAN LUMBERMAN 


| 139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 


| NAME 
| COMPANY 
| ADDRESS 


CITY STATE. 
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STRENGTH OF FLOORING IS SHOWN to customer Bob Borgwardt (right) by 


Bishop White, company co-owner, who explains unique ideas of using flooring for 


many household projects 


Promote Flooring for 
Do-It-Yourself Projects 


The customer wanted to build a 
large doghouse, but he was about 
to forget the idea altogether when 
he priced two types of building ma- 
terials and found them too high for 
his pocketbook. Then the salesman 
at Entz-White Lumber Company, 
Phoenix, Ariz., suggested fir 
tongue-and-groove flooring. 

This was the beginning of 
another sale and the establishment 
of a regular customer for the Entz- 
White firm, who builds sales and 
good will by suggesting novel and 
economical! methods of using build- 
ing materials. 

It was a new idea for the cus- 
tomer above, for when he found 
the price of fir flooring about half 
that of the materials previously 
priced, he took a_ second look. 
When the salesman pointed out 
that 1”x4” flooring would be less 
likely to warp under outdoor con- 
ditions, the customer was con- 
vinced. 

Suggesting low-grade fir or hem- 
lock flooring for do-it-yourself 
projects such as doghouses and 
lawn furniture, is now standard 
practice for Entz-White. They have 
several good reasons. 

1. It is relatively inexpensive 


BuIipDInG Propucts MERCHANDISI 
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four to seven cents a running 
foot. 

It is dry, clear and sturdy. 
Pieces can ge put together to 
give a surface of almost any 
width desired, while the 
tongue-and-groove construc- 
tion gives the structure 
strength without warping. 


Those are convincing 
points from the customer stand- 
point. 

From the company’s point of 
view, it’s good business, too. They 
seldom lose a sale when a customer 
comes in with a small building 
problem. They have found that 
suggesting flooring and _ other 
building materials for unusual 
uses builds customer good will and 
confidence. 

“We doa’t make a lot of money 
selling flooring for these little 
projects,” John Entz explains. “But 
we find that by suggesting a better, 
less expensive way to build a dog- 
house or lawn chair, we often win 
a steady customer. In a few weeks 
or months he is likely to be back 
with plans to build a carport or 
some other major addition to his 
home.” 
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Backed by 12 years 
development and use 


a 


TYPE “A” 
PLASWOOD 
PANEL 


An extra-strength panel board, 
made from specially treated long 
wood fibers. Made in two densi- 
ties—one as sidewall sheathin 
—one as underlayment for as- 
phalt and rubber tile, linole- 

um, wall to wall carpeting. 


High resistance to indenta- 
tion — exceptional nail- 
holding power — strong 
bracing qualities — 
these, along with posi- 
tive lower cost of Plas- 
wood make it the 
answer to stronger, 

more economical 
construction. 


Southern Plaswood Corporation 
Hope, Arkcnsas 


Send this coupon today. 4 
Southern Plasweood Corporation 
Post Office Box 123 

Hope, Arkansas 


Please send me the facts about Plaswood 
and the name of your nearest jobber or 
dealer 


| am 
O Home Owner © Contractor 


© Material Dealer © Architect 
Name 


Address 


(To obtain move data on advertised products see page 118) 





FINANCING IS THE BIG PROBLEM fo: 


ufacturet! 


most prospects interested in a new home. Should the big building materials man 
form a corporation to take home mortgage paper at 444%, asks the writer? 


One Solution to Home Mortgage Financing? 


Resources of entire building industry might be pooled 
to offer paper at 4!/)°/,. Here is a challenging proposition from 


a long-time student of this subject. (Write us your reaction.) 


By A. E. Long 


Are lumber people and other 
building-material people missing 
their great chance? Are they 
asleep to the opportunity to give 
their businesses a transfusion that 
will keep them healthy and profit 
able for years to come? 

They realize, of course, that 
home construction is slowing up 
for two basic reasons. First, the 
mortgagees who make FHA loans 
or conventional loans have about 
all turned thumbs down on interim 
financing—that is, advancing mon 
ey during the course of construc 
tion. Their attitude is, “Get your 
home built the best way you can 
and then we'll be glad to consider 
taking a mortgage and financing a 
reasonable portion of the cost.” 

Next, those making FHA loans 
are finding the eastern money mar 
ket so tightened that many large 
insurance companies no longer 
want the mortgages at the maxi- 
mum of 44%% permitted by FHA 
regulations. 

This condition in the money mar 
ket has slowed up home building 
activities and, consequently, 
slowed up demand for lumber, 
brick, cement, tile, roofing and 


all the other materials that go into 
the making of a house. Indications 
are it will slow up still more, all 
for the lack of adequate financing. 

What is the answer? Should the 
suppliers enter the mortgage fi- 
nancing field? 

Pool Our Resources 

What is to prevent big lumber 
people, big roofing people, big 
brick and tile people, big plumbing 
and heating people and others 
from pooling their interests to 
form an acceptance corporation to 
take home mortgage paper at 
1'e%? Since the big insurance 
companies no longer want these 
t'e.% mortgages, would the mate- 
rial people frown too much upon 
1'2% guaranteed paper if it will 
stimulate their material sales? 

General Motors Corporation long 
ago set up its subsidiary, The 
General Motors Acceptance Cor- 
poration, to take automobile paper 
on sales of the GMC products. If 
one corporation could do this suc- 
cessfully in the automotive field, 
is there anything to prevent many 
companies in the building-material 
field from buying stock in a finance 


Until his retirement last fall as office manager of the Omaha office, Mr. Long 
was employed for 14 years by the Federal Housing Administration. 
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company set up to buy home mort- 
gages? 

It is not necessary to turn to the 
automotive field alone for an illus- 
tration of this type of financing 
by a manufacturer of a product. 
When FHA was in its infancy, 
country banks and many city banks 
were reluctant to join in the FHA 
Title | program to make FHA in 
sured loans for repairs and re- 
modeling work. At that point the 
Weyerhaeuser Corporation saw 
that financing was the thing need- 
ed to move lumber and other mate- 
rials for such repair jobs on homes. 


ABC Successful Venture 

Immediately the Weyerhaeuser 
Corporation set up its own sub- 
sidiary finaneing company, namely, 
The Allied Building Credits, Inc. 
The great string of lumber yards 
doing business with Weyerhaeuser 
immediately had an outlet for the 
notes they took on repair jobs eli- 
gible for FHA insurance. The 
lumber dealer sells a repair job, 
sends the customer’s application 
and note to the Chicago office of 
ABC and gets his money about as 
quickly as the mail can carry the 
note to Chicago and the check back 
to the yard. 

Since this system was first initi- 
ated by Weyerhaeuser Corporation, 
banks generally throughout the 
country have qualified themselves 
to handle FHA Title I loans, but 
ABC still continues to be one of 
the biggest sources of credit for 


(continued on page 58) 
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A COMPLETE QUALITY LINE 


If you really want to =, ane 
cash in on the wien’ 


Self-Storing 
COMBINATION WINDOWS— 


Home Modernizing Market DOUBLE HUNG AND 


CASEMENT 


THERMOSEAL offers you: THERMOSEAL CLEARVIEW! 


WINDOWS AND DOORS 


(3 EXCLUSIVE, PROTECTED FRANCHISE =? 


2) A COMPLETE LINE OF WINDOW, 
DOOR AND WEATHER- ALUMINUM 


. ; | Picture-Window 
PROTECTION PRODUCTS it ccnsaieehaies oenedee 
| AND STORM DOOR 


3) PRODUCTS OF PROVED MERIT. 
HUNDREDS OF THOUSANDS OF 
INSTALLATIONS... APPROVED 
OVER THE YEARS 


, ; PAINTED ALUMINUM Adjustable 
4) NATIONALLY -ADVERTISED ~ VENERAR Saenrene 


: hes, 
5] PROTECTED PROFITS Fihon-L ite 


DOOR AND TERRACE 


CANOPIES 
6) CO-OPERATIVE ADVERTISING 


77) EXPERT SELLING HELP | | | at 
Th e 7 M 0 S " A L SEND FOR a DETAILS NOW! 


Aluminum THERMOSEAL DIVISION 


THE F. C. RUSSELL COMPANY 


CLL ewe oe 
PORCH ENCLOSURES & sALOUSIES ’ Tesh acline iciadlilllene a ited 


Products, and the exclusive Thermoseal Franchise 


ALUMINUM & FIBER-LITE AWNINGS Nome —— 


Company— 


THE GREATEST FRANCHISE OPPORTUNITY OF 1954 ih 


City———___ EE 


Type of Business 
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ACOUSTICAL TILE NAILS 
wad designed baedh job 


Wr, 


When installing acoustical tile choose a 
job-designed nail that combines ease of 
application with these special features: a 
head end which allows the nail to be 
driven home without damaging the tiles 

a collar which holds the tiles firmly in 
place...annular threading which gives su- 
perior holding power. The nails are fur- 
nished with a plated finish to prevent rust 
streaks where moisture is present. Send 
for free samples and descriptive literature. 


JOHN HASSALL, INC. 


P. ©. Box 2156 
Westbury, Long Island, N. Y. 





( Here's the one that 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 








Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
est profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see wy it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smodth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib, drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


DONALD 
DURHAM 
COMPANY 
Box 804-B 
Des Moines, 
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MORTGAGE FINANCING 


begins on page 56 





those seeking FHA financing for 
repairing and remodeling real 
property. 

Thus it was that Weyerhaeuser 
Corporation took the lead—pointed 
the way—to take advantage of the 
service offered by FHA to obtain 
credit for customers for needed re- 
pairs. Needless to say, this lumber 
corporation has prospered vastly 
by making credit available to those 
who wanted to repair and remodel 
on a monthly installment basis. 
It not only profited from the addi- 
tional sales of building material, 
but profited handsomely by putting 
its idle money to work at desirable 
interest rates. 


Nebraska’s Experience Cited 


In Nebraska, some years ago, 
The Nebraska Lumbermen’s Asso- 
ciation, sensing how important 
home-mortgage financing is to the 
lumber business, organized The 
Midwest Mortgage Service Com- 
pany. Nebraska lumbermen sub- 
scribed the stock. The company at 
once became an FHA approved 
mortgage lender. This firm has 
done a very creditable volume of 
business in FHA mortgage loans 
in Nebraska and, at the same time, 
stimulated the material sales of 
the lumbermen in the state. 

If this financing can be handled 
successfully by one company like 
Weyerhaeuser; if a group of lum- 
ber dealers in Nebraska can or- 
ganize and operate a mortgage- 
lending business successfully for 
the benefit of the dealers of one 
state; then, it would seem more 
than reasonable that the same 
thing could be done nationally by 
many companies joining hands to 
carry the long term mortgage pa- 
per that results from the program 
of home construction. 

One need not look to the auto- 
mobile industry for an example of 
a manufacturer carrying the paper 
on his own sales. In seeking prece- 
dent, one need not stop with the 
Weyerhaeuser story or the story of 
the Nebraska Lumbermen’s Asso- 
ciation. This principle has already 
been applied to the building indus- 
try nationally by at least two man- 
ufacturers of prefabricated homes. 
In each case these prefabricators 
have set up their individual fi- 
nance subsidiaries to carry the 
mortgage loans resulting from the 
sales of their particular prefabs. 
Because the mortgage-money mar- 
ket in the east has largely dried 
up, these prefab people, who have 
arranged to carry the paper on 
their own merchandise, have been 
enjoying phenominal sales. 

If the building of conventional 
homes is to continue at a high 
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level, someone must come to the 
front quickly to finance them. If 
the big money centers do not want 
the 4%% loans and the prefabri- 
cators love them, then the building 
industry will go prefab. 

If the lumber retailers are to 
continue to sell joists, studs, raft- 
ers, sheathing, siding and roofing 
for homes, they or their suppliers, 
it seems, must take steps quickly 
to provide mortgage financing. 


No Legal Problem 


The legal machinery is already 
set up for just such a master mort- 
gage-loan organization. The Na- 
tional Housing Act of June 27, 
1934, which authorized the setting 
up of the Federal Housing Admin- 
istration, provided also for this in 
its Title III. 

This Title authorized the crea- 
tion of national mortgage associa- 
tions and defined their functions 
and powers. It states they shall be 
authorized to purchase and sell 
first mortgages given to secure ad- 
vances on real estate. It also states 
that such associations shall be 
authorized to borrow money for 
such purposes through the issu- 
ance of notes, bonds, debentures 
or other such obligations. 

Regardless of these clear pro- 
visions, private capital took no 
steps to create any such national 
reservoirs for the purchase of 
home mertgages. In the absence of 
such associations, then, the gov- 
ernment authorized the Recon- 
struction Finance Corporation to 
set up the Federal National Mort- 
gage Association which would 
purchase such mortgage loans. 

For years, then, mortgage lend- 
ers throughout the country sold 
their mortgages to eastern money 
centers at a premium, or failing in 
this, they sold them at par to the 
Federal National Mortgage Asso- 
ciation. For some years now, The 
Federal National Mortgage Asso- 
ciation has greatly curtailed its 
purchases of such paper. This new 
attitude, together with the reluc- 
tance of eastern money to purchase 
the 4%% paper, left the mort- 
gagees througheut the country, to 
some extent, without a home for 
their mortgages. 

The organizing by the suppliers 
of a giant financing or acceptance 
corporation to buy the loans would 
seem to be the answer. 

Someone will see this opportu- 
nity and start the movement with a 
big stock subscription. There are 
lumber concerns in Oregon, Wash- 
ington, Minnesota, Louisiana and 
other points who could start such 
a move by subscribing five million 
or more in stock and not miss it. 
Others would quickly follow. What 
such a movement needs is a spark 
plug. Three men could start it at 
a kickoff luncheon in a _ corner 
cafeteria. 
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ATTRACTIVE DISPLAY WINDOWS, changed frequently, are a feature of Farmers Lumber & Supply Co., Polo, Tl. 


a 


—e. feng 


Farmers Buy Dealer Package Building Service 


Plans 


materials—labor for 40-50 service buildings 


help spell $350,000 annually in Illinois town of 2,300. 


“There’s a way to get business in every community, 
if you use your imagination and work for it.” 

Certainly, E. R. Knudson, secretary-treasurer, 
Farmer’s Lumber & Supply Co., Polo, Ill., can prove 
his point. For in a town of only 2,300 population, this 
yard does an annual sales volume ranging between 
$350,000 and $400,000. Ten years ago when Mr. Knud- 
son and his partners, Price Heckman and A. M. Hamil- 
ton, took over the business, the yard was small, bank- 
rupt and had no stock. Today, inventory runs about 
$110,000, building valuation has increased to $75,000 
and new equipment has been added. 


PROMOTING FARM SALES as an integral part of their 
business are, left to right, A. M. Hamilton, vice-presi- 
dent; Price Heckman, president; Mark Porter, assistant 
manager: E. R. Knudson, manager and secretary-treas 
urer and Earle G. Glenn, Jr., office manager. 


BUILDING Propucts MERCHANDISER 


The new management has concentrated its efforts 
on cultivating the farm market. One salesman devotes 
his entire time to farm calls; and four crews, each 
with its own foreman, are employed to erect the ser- 
vice buildings for which materials are sold. 

“We've done a package job ever since we started,” 
Mr. Knudson explained. ‘The customer tells us what 
he wants. Charles Lyons, our construction superin- 
tendent, looks over the site, draws up the plans and 
takes out a crew to build it. We’re finding more and 
more that the farmer wants a complete deal. He 
doesn’t want to hire the labor himself.” 

Between 40 and 50 service structures a year are 
built, exclusive of prefabs. This accounts, in part, for 
the yard’s large insulation business. 

“We really promote insulated animal shelters,” 
Mr. Knudson continued. “And we don’t stop with 
the walls and ceilings. We push vermiculite insulat- 
ing concrete floors. This is good hog country and 
there’s nothing more important at farrowing time 
than a warm, dry floor. Besides, it’s a lot more profit- 
able to sell vermiculite aggregate than sand and that 
includes plaster, I can’t remember when we've sold 
sand for a plastering job.” 

In winter and during the slack seasor the crew keeps 
busy in a large carpenter shop prefabricating poul- 
try brooder houses, portable hog houses, self-feeders, 
feed bunks and hay racks for the spring trade. As 
many as 100 three-pen hog houses have been built 
and sold in a single year. At $180 each, this is a nice 
income from a specialty item. 

The yard creates business for itself in other ways. 

(continued on page 64) 
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CHECK THE LOW, LOW COST 


or rae wew PLEXIVIEW 


Now, Andersen brings you even lower over-all cost 
per square foot with the new Flexiview .. . low 
cost brought about through a fixed opening’s 
savings on screen and hardware. Glazed with 
Andersen Double Insulating Glass, it offers an 
economical solution to the double glazing problem. 

Flexiview units combine with either fixed or 
ventilating Flexivent windows to form WINDO- 
WALLS in endless variety. They make possible the 
picture window combinations that complete the 
versatile Flexivent line. 

The Flexivent line, already a builder favorite for 
its low installation cost coupled with high quality, 
is now even more versatile, an even greater win- 
dow value! 

For information see your WINDOWALL distrib- 
utor or write Andersen Corporation. 

WINDOWALLS now available from distributors 
throughout the United States including the West 
Coast. 
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PICTURE WINDOW PARTNER TO THE HENIVENT 
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NEW UNDERSCREEN OPERATOR FOR THE HENIVENT 






FLEXIB 


ROTO LOCK OPERATOR 


The new Andersen Roto Lock Underscreen 
Operator is designed for use with awning or 
casement installation. The centrally located roto- 
gear, dual-arm operator provides positive con. 
trol, tight corner closing, self locking. Can be 
easily installed on existing Flexivents. Special 
pine stop furnished with each operator. Special 
screen available in aluminum frame only. 
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Andersen ( orporauion BAYPORT, MINNESOTA COMPLETE WOOD WINDOW 





"TRADEMARK OF ANDERSEN 
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NEW PICTURE WINDOW POSSIBILITIES 


CORPORATION 


MA - 4-4 - - 4-4 


Andersen Welded Insulating Glass optional 
for all Flexivent and Flexiview windows! 
Insulating Glass ends handling and wash- 
ing of storm sash, gives homeowner insu- 
lation of double glazing year ‘round. 
Coefficient of heat transmission is .675 
BTU under standard conditions com- 
pared to 1.13 for single glass. 


Easy to operate! Operation is easy and simple. 
Friction hardware will hold sash in any open posi- 
tion. In awning or casement arrangements, just 
swing screen inward and push sash out, In hopper 
position, just pull the sash inward. 


New Snap Lock available for Flexivents. Specially 
made for use with hopper vent units installed as 
transom or clerestory windows, or in any other 
close-to-ceiling locations. New Snap Type Sash 
Lock can be easily operated with any standard 
make window pull. 





ATTRACTIVE TIRE RACKS are specialty items built and 
sold by the firm over a wide territory. 





FARMERS BUY 


(begins on page 59) 





It has built thousands of farm gates and shipped them 
in carload lots all over Indiana, Wisconsin, Iowa and 
Illinois. It makes shelving for Standard Oil gas sta- 
tions. Recently this business brought in an order for 
tire racks three feet wide, 20 feet long and nine feet 
high, for stations in the immediate area and for 
Standard’s Chicago, Joliet and Peoria districts in Il- 
linois and in Wisconsin as far north as Milwaukee. 
The racks, like other items that get into quantity pro- 
duction, are made on a jig. Then they are spray- 
painted and trucked out, knocked-down, in lots of six 
and erected by two of the yard’s crew. 

Small repair jobs are also handled, as a service to 
customers, by the carpenter shop, which has complete 
power equipment including a large saw for heavy rip- 
ping. This shop and its experienced workmen have 
been important factors in making the yard so popular. 

Ample inventory has been another reason. A wide 
range of lumber is always on hand; millwork is furn- 
ished out of a large stock; and 10 styles of picture 
windows are carried. 

“Our entire inventory is based on the idea that if 
you don’t have it, you can’t sell it,” Mr. Knudson said. 

Other items on which the yard does a large volume 
are barn equipment, fence posts, metal troughs and 
windows. 

“We don’t just sell windows,”’ Mr. Knudson stated. 
“We set them up, install the hardware and weather- 
strip them. We also sell a lot of glass for repairs and 
storm sash.” 

Mr. Knudson believes firmly in the effectiveness of 
displays. One of the first things he did when the busi- 
ness was taken over was to remodel and enlarge the 
display room and offices, installing floor-to-ceiling 
plate glass windows that make the interior a giant 
show case. This is now a two-story building (36’x84’) 
building. Choice lumber was used for partitions to 
show the customer how it would look in his own 
home. Among the fine woods represented are mahog- 
any, knotty pine and cedar. In the office portion, a 
vermiculite concrete floor was put in for demonstra- 
tion purposes as well as comfort. 

Prefabs are mass-displayed in the yard and on a 
lot adjoining a filling station that Farmer’s Lumber 
owns and leases out. The station is on Highway 26, a 
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VARIETY OF MERCHANDISE on display floor illustrates 
firm’s principle “if you don’t have it, you can’t sell it.” 


CENTRAL HOG HOUSE is one of the many service build- 
ings planned, sold and erected by the Polo Ill. dealer. 


main north-south route heavily traveled by farmers. 
The display has proven one of the yard’s best adver- 
tisements. 


“It brings in new cusomers and makes a lot of im- 
pulse sales for us,’’ Mr. Knudson commented. “If we 
limited the display to our own yard, only our regular 
customers would see them. Most farmers would rather 
pick up a prefab than build it themselves or wait to 
have it built.” 

Two popular give-away items have also brought in 
new customers. One is a yardstick, the other, a metal 
tool that can be used as a wrecking bar, hammer, 
chisel and clawhammer. This metal tool is sought af- 
ter by the farm trade. 

Since Farmer’s Lumber occupies an entire city 
block, labor-saving roller conveyors are used to move 
materials about the yard and to unload them on the 
job. 

Each foreman has his own supply of portable power 
tools. When not in use these and other tools are kept 
in a special tool room at one end of the building that 
houses the carpenter shop. 

Farmer’s Lumber became a closed corporation in 
1948 with the partners as its officers. Mr. Heckman 
is president; Mr. Hamilton, vice-president, and Mr. 
Knudson, secretary-treasurer. The partnership is one 
of those ideal combinations. Mr. Knudson is an old- 
time lumberman with 17 years of experience with 
Alexandria Lumber Co. His partners are both prac- 
tical farmers as well as businessmen. They thoroughly 
understand farm problems. 
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new: low -=cost 
sales tools 
for you. 


BOOST YOUR SELLING AVER 


...ask your supplier 
how you can score extra sales 
by teaming-up with the new 


q 31 5 


FIR PLYWOOD DEALER 
MERCHANDISING 
PLAN* 





Now fir plywood gives you a hot new line-up of. sales tools to help you cash-in 
oYor-1|Name lame l-1anr-lale oig-t-h¢-t0 Mm o)VMar-Lelelal-l olden d(elabee-(e\'/-lat ial marae lets 
millions every day... plus thousands of personal field calls. This new 
merchandising package is planned and timed to give you extra sales of 
profitable fir plywood. Right now! Get the full story from your fir plywood ~ 


4upplier—or write Douglas Fir Plywood Association, Tacoma 2, Wash 
’, 3 


/ 
- 7 
Play it safe! Your reputation is on the line with every sale 
ell only DFPA grade-trademarked panels. EXT-DFPA 
yPane! for interior finist PlyScord for 


for outdoor use, P 


structural iobs. Other gr ades for other use 





® Douglas Fir Plywood Asst 


* BIG SALES TOOLS INCLUDE: 


1. store counter displays 2. direct mail 3. ad mats 4. TV commercials 5. window banners 





Finest Z 
ZESCREEN: 
Rollers 


Convex Face 


Standard 2” dia. x 
1/16” face 


Primarily used in putting the screen- 

ing into the frame slot. Can be 
supplied with 3/32" rounded edge 
Concave Face 
ae: 


Standard 2” dia 


For inserting spline into frame after 
screening has been positioned. 
Standard stock sizes are 

125 and .170 width of face. 


Flanged 


Standard stock size is 2° and 
1.5/8" diameters by 9/16" width 
of face 


Special sizes on all above tools can be 
made to order. Send specifications 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN. U.S.A 

















SEAL- 
PACKAGED 
FAST-MOVING 


BROWN'S 


SUPERLEDAR 


Guaranteed 90% Red Heart-100% Oil Content 
Our national advertising annually produces thous 

ands of customer inquiries which are turned over 
to our dealers tor follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER 

CEDAR is a fast-moving 
profitable item and is 
produced by the largest 


and oldest experts in 
the business. Sold only SU 
cl 


through leading jobbers 
and millwork distribu 
tors 


Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C Established 1866 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


(To obtain more data on advertised products see page 118) 








FISHING GEAR display in the West 
ville (ind.) Lumber & Coal Co. sold 
more than $40 worth of hooks and lures 
on a single Saturday. Display is being 
t xpanded 


MINNOW TROUGH is surveyed by 
dealer E. Reese Livesey. Contractor 
and carpenter customers make heavy 
purchases of live bait. Subject of fish- 
ing helps many sales talks. 


Fishing Pox Catches Spring Sales 


Contractors and carpenters, dealers find, are also 
good customers for sporting goods 


Fishing pox is a pleasant na- 
tional phenomenon that a number 
of aggressive building materials 
dealers have learned to exploit in 
order to build additional spring- 
time store traffic and profits. 

“IT can remember one spring Sat- 
urday when we sold more than $40 
worth of lures and hooks alone,” 
says Carl N. Stewardson, manager 
of the Westville (Ind.) Lumber 
and Coal Co. 

Stewardson points out that he 
installed a 10-foot-wide, knotty 
cedar rack for display of fishing 
equipment in his recently remod- 
eled showroom. The attractive 
rack, located near the billing coun- 
ter, holds rods, lures, stringers, 
minnow buckets, tackle boxes and 
outdoor lamps. 

“The display has paid off so well 
that we have decided to enlarge 
it,” he says. 

E. Reese Livesey, president of 
the Brookhaven Supply Co., North 
Atlanta, Ga., has a 20x20-foot area 
in the front of his showroom de- 
voted to display of fishing para- 
phernalia. Located in a good lake 
area, the firm also sells live bait 
and maintains a minnow trough at 
the side of the showroom during 
the fishing season. 


“The fishing gear sells best in 
the spring months,” says Livesey, 
“but I can count on it for pretty 
good impulse sales all year ’round. 
In fact, some customers come in 
for fishing equipment and end up 
buying some lumber, paint or tools 
before they leave. Most of my con- 
tractor and carpenter customers 
like fishing,” he adds, “and they 
stop in here for equipment just be- 
fore they go on their vacations.” 
The firm advertises its sporting 
goods in the Atlanta telephone 
book. Their stock includes: out- 
board motors, lures, rods, reels, 
bobbers, hooks, scalers, knives, 
flies, sinkers, canoe paddles, tackle 
boxes, thermos jugs, cooking uten- 
sils, boat-cushion life preservers, 
guns-and ammunition and baseball 
equipment. 


Don't Miss 

the special do-it- 
yourself section 
of dealer stories 
about special 
classes and shows 
they have staged 
this spring. You 
will find five prac- 
tical case-history 
stories on pages ae 
32-40. Be sure and read each article 
for the dozens of ideas you can use. 


‘ 
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LOOK 


where you can sell 


AMWELD 


BUILDING PRODUCTS _ 


Amweld Steel Interior 
Flush Doors 
Available 1%'' and 1%" thick— 
6'8" and 7'0"' high—all standard 


Amweld Stee! Inter-Lek 
Frames 





6'9%"" 
high—all standard widths. Frames for 
1%" welded 
assembly, 


<< 
ee hy 


Available for 1¥%'' doors 


doors furnished as 





Big or small — expensive or modest — Amweld is a builder’s most 
economical buy for residential interior doorways. All steel con- 
struction eliminates warping, splitting, cracking, or chipping — 
smart, modern design appeals to buyers — low installed cost saves 
builders many dollars per house. These are a few of the reasons 
why builders like Amweld. Look over the products shown on this 
page — then write to us for complete information about dealerships : 
open in your area. 


AMWELD BUILDING PRODUCTS DIVISION 


THE AMERICAN WELDING AND MANUFACTURING COMPANY 
320 Dietz Road * Warren, Ohio 


Amweld Slide-Away Pocket 
Door and Frame Unit 
Adapter kit converts standard Amweld 
1%" flush door to pocket-type door, 

Available 2'6'' and 2'8'' widths 


New Amweld “KING SIZE” 


New Amweld Air Conditioning 
Door 
Eliminates return ducts or gap at 
bottom of door. Available 2'0'’, 
2'4°', 2'6"', 2'8" and 3'0” widths 
for standard 6'8'’ openings. 


BUILDING Propws 


“K-D” Sliding Closet Door Units 
units. Prime finish 
and 6’ 


Floor-to-ceiling 
only. 4’, 5’, 
Height 8 0 / 


openings. 


(To obtain 


New Amweld Metal Trim for 
“K-D” Sliding Closet Door Units 
Matches any Amweld Metal frame. 
Furnished for Amweld “K-D" Sliding 
Closet Units—both 6'9'2'' and 
8'0"' “King Size”. 


move data on advertised products 


Amweld Steel “K-D” Sliding 
Closet Door Units 
Choice of prime finish or natural birch 
grain. Available for 3’, 4’, 5° and 


6’ openings. Height 6'9'/2"". 
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CONTEST WINNERS in competition, 
“Why Does the Buyer Pay More,” 
sponsored by the Virginia Building Ma- 
terial Association. Harris Mitchell, 
center, secretary-manager of the asso- 
ciation, passes out the prizes at the 
recent convention at Old Point Com 
fort. Left to right, Thos. L. Ruffin, 
president, Ruffin & Payne, Inc., Rich- 
mond, accepting check for fourth-place 
contestant, Ralph M. Wilkinson, em 
ploye; Mrs. J. P. Jordan, wife of the 
president of Emporia Sash & Door Co., 
Inc., Emporia, accepting for first-place 
winner, J. Reid Wrenn; W. M. Brown, 
third-place, Waterfront Lumber & 
Shipceiling Corp., Newport News, Va.; 
W. A. Barksdale, president, Charlottes- 
ville Lumber Co., accepting for second- 
place winner, Paul Hurd. 


Why the Customer Will Pay More 


Virginia dealers tell factors, other than money savings, 
which help swing the sale for them 


Experience has shown that many 
customers will buy at prices higher 
than they have been quoted else 
where. Why? The Virginia Build 
ing Material Association asked that 
question of its membership, offer 
ing cash prizes of $100, $50, $30 
and $20 for the best answers. 

Here is the entry submitted by 
the first-prize winner, J. Reid 
Wrenn, Emporia Sash & Door Co., 
Inc., Emporia, Va. 


The buyers will pay more: 


1. For better quality 
dise. 


merchan 


For fast, efficient and courte 
ous service from a well-round 
ed merchandise inventory. 
Because of a friendly sales 
staff with a thorough knowl 
edge of their merchandise. 
Because of clear, simple bill 
ing of orders and well-kept 
records. 

Because of accurate count and 
proper attention to their or- 
ders. 

Because of competent dealer 
help with cost estimates and 
blueprint service. 

Because of the dealer’s hon 
esty and integrity. 

All of these reasons combined in 
fluence a customer to pay more for 
a building material bill. For ex 
ample, when making a call on a 
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contractor, I found him fussing 
about another supplier whose 
sheathing lumber was cheaper than 
I could offer. It seemed that the 
sheathing which he was using would 
never go as far as he had figured, so 
I said, “How about seeing how far 
a thousand feet of my sheathing 
will go?” He agreed and ordered 
two thousand feet. Since then, we 
have sold him most of his framing 
lumber at prices higher than is be- 
ing offered at some sources. 

Then we had a customer who had 
drifted away looking for cheaper 
prices. I told him we were missing 
his business and would like to have 
it back. This was his reply: 

“IT need some material now and 
could buy it cheaper somewhere 
else, but I like the way you people 
keep books.” He gave me the order 
and has been a regular customer 
since, 

Paul Hurd, salesman for the 
Charlottesville Lumber Co., and 
second-place winner, explained why 
many customers buy at higher 
prices than they were originally 
quoted as follows: 


1. Sell the advantages of owning 
a product of quality, stressing 
pride of ownership, low main- 
tenance, beauty, value, ete. 
Create desire by displaying 
and demonstrating products 
centered around customer re- 
quirements 


Vay 


Selling a complete package 
with good financing arrange- 
ments. 


Making job calls, thus saving 
customer trips to the yard. 
Dealer can anticipate custom- 
er requirements, suggest al- 
lied items and save delivery 
expense. 


Personalized consultation at a 
time and place convenient for 
the customer. 


I received a lead on an attic 
prospect, who informed me that he 
was going to do the cheapest pos- 
sible job. I displayed my samples, 
explaining the possibilities of plas- 
terboard or insulation board, then 
produced the samples of knotty pine 
paneling. I also explained the low 
maintenance cost, the beauty of 
natural wood and the ease of instal- 
lation. Noting favorable response, 
I asked: 

“Have you seen the paneling 
which your neighbor, Charlie, has 
just installed in his attic? His en- 
tire family is very proud of it and 
he gave rie permission to send any 
interested parties to see it.” 

He accepted the invitation and 
was sold on the paneling, also bet- 
ter quality floor, doors, trim and 
stairwork plus paneling for one 
wall of the den. Results: a cus- 
tomer, who by increasing the value 
of his property, has several inter- 
ested purchasers and has consulted 
me for plans and information about 
a new home. 
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Imagine making 


196,000,000* 


umpressions on the public! | WALLKYD’S 
doing it. 
this big 
Spring 
season 








.. With striking 


full pages in 





the nation’s 
top magazines... 





Creatine Chemist? Your Partner in Pr “The Saturday Evening Post” 
iD GHEMICA March 6th... April 3rd...May Ist...June 5th 
REICHHO “Better Homes & Gardens” — 
z March... April...May...June 
“Look”? — March 23rd...April 20th...May 18th...June 15th 
% Number of readers of each publication on WALLKYD’s “American Kome’’— March... April...May...June 


advertising schedule multiplied by number of issues 








in which WALLKYD advertising is currently appeoring 





Get set for plenty of WALLKYD business! Stock up 
now and display WALLKYD-base wall enamels! 


Produced by leading paint manufacturers everywhere. 


kor a list of these companies, address... 


REICHHOLD CHEMICALS, INC. 


525 North Broadway, White Plains, N. Y. 


BUILDING PropucTs MERCHANDISER (To obtain more data on advertised products se« page 118) 





Among the Dealers 





GREATER MEMPHIS RETAIL LUMBER DEALERS became familiar with the 


Memphis office of Central Woodwork 


More than 100 Tennessee lumbermen 


Ideal line of windows and doors at a merchandising clinic recently held at the 


ittended the clinic after a visit to Central's 


dinner 


Do-It-Yourself Show 
“Cornered” by Dealer 


‘he only retail lumber dealer to 
participate in the Do-It-Yourself 
how held last month in New York 
City’s 7ist Regiment Armory was 
the Dykes Lumber Co., which has 
14 branches in the New York met 
ropolitan area and New Jersey. 

More than 87,000 persons paia 
admission to see the one-week show 
and its varied displays which cov 
ered practically any product which 
is, or could be, stocked by a retail 
lumber dealer. 

Last year Dykes was also the 
only retail lumber dealer to par- 
ticipate in the show. At the 1953 
how, 8,000 of the 50,000 people 
attending filled out applications at 
the Dykes display requesting a 
special catalog. The forms were 
screened and an excellent mailing 
list of homeowners was compiled 
Pleased with the results, Louis 
F. Kreyer, president of Dykes, 
planned an even larger exhibit for 
this yea 


Group Completes 
Products Short Course 


The fifth 5-day training course 
sponsored by the Lumber Mer- 
chants Association of Northern 
California, known as the “products 
course” was completed recently at 
San Francisco according to J. F 
Pomeroy, association executive 
vice president. 

Instructors stressed the practi 
cal side of product uses and 
installation, pitfalls, common in 
stallation errors and suggestions 
for tie-in sales. A highlight of the 
was a 14-hour field trip to 
a distributor warehouse in San 
Each student under the su- 
pervision of instructors installed 
and finished various building ma 


course 


Jose 
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mill and warehouses and a barbecue 


At the 1954 show, Dykes’ dis- 
play covered a corner of the arm- 
ory and dominated the show. Dykes 
featured a wide variety of lumber 
and building materials, including 
mouldings and hardboards. Sev- 
eral manufacturers displayed their 
products in the Dykes’ area using 
separate, unified displays. 


LARGE SIGNS INDICATE the corner 
of the recent New York City do-it-your- 
elf show occupied by the Dykes Lum- 
ber Co. More than 87,000 people paid to 
ee the one-week show 


terials and products on framework 
provided by Wilmar’s Inc. of San 
Jose. 

Arthur “Don” Wilson, coordina- 
tor for the training course is re- 
sponsible for the planning and 
conducting of these courses. Other 
5-day courses in estimating and 
management will be scheduled this 
year. 


Jess Newkirk Elected 


At the 70th annual meeting of 
the Indiana Lumber & Building 
Supply Association recently held 
in Indianapolis, Jess Newkirk, 
manager of the Kendall Lumber 
Co., Kendallville, was elected pres- 
ident. Robert N. Jennings, of the 
S. P. Jennings’ Sons Lumber Co.., 
Newcastle, was elected first vice 


president. Philip P. Bash, mau- 
ager, C. E. Bash & Company, Inc., 
Huntington, was elected second 
vice president. 


Mississippi Convention 

Top speakers and a lively panel 
discussion highlighted the 28th an- 
nual convention of the Mississippi 
Lumber Dealers convention, April 
5-6 at the Buena Vista Hotel, Bi- 
loxi, Miss. 

At the first business session 
Frederick W. Schweiser, Arm- 
strong Cork Co., Edward H. Lib- 
bey, secretary, National Retail 
Lumber Dealers Association, and 
Gerry Hoppe, Insulite division, 
Minnesota and Ontario Paper Co., 
appeared on the program. 

On the following day Don L. 
Moore, editor, Southern Building 
Supplies moderated a panel on 
merchandising. Dealer members 
included Jack Nowell, Cleveland; 
W. W. Bailey, Jackson; S. G. Thig- 
pen, Picayune; Paul Williams, 
Picayune and J. Murphy Thomas, 
Jr., Tupelo. 

New officers elected during the 
convention are Sam Simmons, Gre- 
nada, president; Percy Greaves, 
Batesville, first vice-president, and 
A. S. Gilbert, Jr., Yazoo City, sec- 
ond vice-president. 


Lacks Young Blood, 


Old Company Dissolves 

A relic of the old days in Mil- 
waukee the Tibbits-Cameron 
Lumber Co. has passed quietly 
from the scene. At its height the 
firm operated a chain of 13 yards 
in Wisconsin and northern Illinois. 

Three years ago, the firm’s presi- 
dent, Fred Tibbits, died at the age 
of 82. Soon afterward, its secre- 
tary, George W. Orth, a veteran of 
18 years with the firm died. With 
no young blood left to take over 
the stockholders decided to dis- 
solve and started selling the firm’s 
assets. About $500,000 was rea- 
lized. 

During the past year, the com- 
pany disposed of its five lumber 
vards at Spring Grove, Hebron, 
Round Lake, Palatine and Arling- 
ton Heights, Ill. Other yards were 
sold in recent years at a rate of 
one or two a year as managers died 
or were retired. 


Schaffer Expands 

The Gill Lumber Co., Ann Ar- 
bor, which was founded in the 
1890’s was purchased recently by 
the Schaffer Lumber Co., Manches- 
ter and Jackson, Mich. 

James C. Hendley, Schaffer sec- 
retary-treasurer, said that there 
will be no personnel changes. The 
Schaffer firm purchased its Man- 
chester yard in 1945 and two vears 
later it was enlarged and incor- 
porated. The Jackson yards were 
established in 1949. 

(continued on page 72) 


























POOR PETE! 


He’s disappointed— 


it’s not in stock! 


Wants some 4’ x 8’ panels of Masonite 
Presdwood for the unfinished space he’s com- 
pleting. And he wants ’em now! 


But his dealer doesn’t have the right type or 
thickness of Presdwood . . . which Pete needs 


Maybe Pete will go elsewhere. Maybe he’ll 
to do the job. 


wait awhile. Either way, it’s a sale not made. 


With a balanced inventory of Presdwood products (there are 33 types and 
thicknesses designed for specific applications), a dealer can boost his volume and 
profits . . . not only in Presdwood®, but in the many other things 

a customer buys at the same time. 


Masonite Presdwood is the spark that builds bigger business. 


Check your stocks. Order at once. Don’t disappoint Pete! 


NATURALLY STRONGER WITH LIGNIN 


smo MASONITE 


CORPORATION 
Dept. AL-53, Box 777, Chicago 90, ill. 
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Fast shipment 

.»» dependably to your exact 
needs in West Coast Douglas 
Fir, WCLB grade stamped, 
anti-stain treated. 

Let us show you. 


Air-Kine 


MANUFACTURING CORP. 


TIGARD, OREGON 





CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


arson For cracks, holes, and crevices in wood, 
plaster, tile, stucco, and cement, 
A “best seller” becouse it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it's put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with—can be molded, 
sanded, sawed, painted, or stained 
@ No waste—mix with water only as 
needed 
Packed in 1, 5 Ib. cartons; also 25, 50, and 
100 Ib. drums 
Try it yourself. Find out why easier, foster re 
pairs can mean easier, faster sales. Order from 
your wholesaler, or direct from us 


Another ‘Product of Merit’’’ by Consumers. 
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CONSUMERS GLUE CO 
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Florida Convention 


More than 400 members of the 
Florida Lumber and Millwork As- 
sociation attended the group’s 34th 
annual convention April 8-10, at 
the George Washington hotel, 
Jacksonville, Fla. 

Lead-off speaker was Ed Gavin, 
editor, American Builder, Chicago, 
who frankly discussed distribution 
problems facing dealers today. 
Gavin endorsed the new Lu-Re-Co 
panel system developed by the 
Lumber Dealers Research Council 
as a “significant step in com- 
batting the prefab problem.” He 
said that he was convinced that 
dealers could retain their contrac- 
tor customers if they discussed 
mutually problems frankly and 
honestly. 


B. FRANK EDWARDS, left, Tampa, 
retiring president of the Florida asso- 
ciation, with the new president R. C 
Tylander, West Palm Beach 


Speaking of the growing do-it- 
yourself trend Gavin told dealers 
he believed it would become in- 
creasingly important to the retail 
dealer. He said retailers have an 
obligation to guide handyman cus- 
tomers in making their purchases. 
Giving an example Gavin com- 
mented “never selling siding until 
vou know for certain that the 
house is sound and ready for the 
outside material.” 

The convention program was 
concluded with a unique skit on 
daily problems encountered in 
lumber yards, featuring Jackson- 
ville dealers and moderated by 
John W. Mock, Evanston, Ill. A 
complete story on this skit with 
dealer answers made from the 
floor, will be published in the next 
issue of this magazine. 

R. C. Tylander, West Palm 
seach, is the new president of the 
association. Other new officers are 
D. C. Dawkins, Jacksonville and 
H. Gray Eckles, St. Petersburg, 
vice-presidents. Named district 
directors were George F. Simpson 
Jr., Pensacola; R. S. Freeman, 
Jacksonville, Howard O’Steen, Co- 
coa, W. R. Martin, Hialeah, T. L. 
Gilmer, Sarasota, Edward R. Culp, 
Tampa and W. M. Handley, Or- 
lando. 


Two Nearby Enid Yards 
Burn Same Evening 


Two mysterious lumber yard 
fires—only two hours and three 
blocks apart — gave firemen and 
volunteers a busy evening last 
month and caused about $116,000 
damage. 

The first fire at the Long Bell 
Lumber Co. was discovered in a 
storage warehouse at 7:30 p.m. and 
did about $16,000 damage. 

The second fire at the E. W. 
Bank Lumber Co., was discovered 
at 9:20 p.m. and was brought 
under control in less than two 
hours. Fred Templeman, manager 
of the Bank yard, estimated the 
damage at $100,000. The company 
plans to rebuild at the same loca- 
tion. 

The Rice Lumber and Imple- 
ment Co., a Tower City, N. D., land- 
mark was destroyed last month by 
a fire believed to have been caused 
by a power line broken off in a 
strong wind. Flames spread rapid- 
ly through the well-stocked lumber 
shed and office. Mrs. Clifford 
Rice, mother of the co-owners 
Duane and Jack Rice, estimated 
the loss as between $50,000 and 
$75,000. 


Graduate 18 From 
Retail Lumber School 


Eighteen students were recently 
graduated from the 15th Retail 
Lumber Institute sponsored by the 
Western Retail Lumbermen’s As- 
sociation at the University of 
Washington. 

The students in the one month 
course were young lumbermen 
from Washington, Oregon, Illinois 
and Alaska. Classes were held six 
days a week and several evening 
sessions were scheduled. The 
course consisted of classroom work 
and field trips to industrial con- 
cerns. 

Guests at the graduation ban- 
quet were Tom Gamble, president, 
and W. C. Bell, managing director, 
Western Retail Lumbermen’s As- 
sociation, Dean G. D. Marckworth, 
College of Forestry, U. of W., and 
Art Geiger, immediate Past Snark 
of the Universe and president of 
the Board of Councilors of Hoo- 
Hoo. 


lowa Retailers Meeting 


Nearly 3,200 persons attended 
the 21st annual convention of the 
lowa Retail Lumbermen’s Associa- 
tion recently held in Des Moines. 
At the business session, J. L. Mc- 
Klveen was reelected president. 
D. M. Peaslee, Jr., was elected 
vice-president for northern Iowa: 
Jack Wormhoudt, vice-president 
for southern Iowa and W. H. Ba- 
deaux was elected secretary. 
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THIS AD TO BUILDERS 
TELLS YOU WHY IT PAYS 
TO BE A FENESTRA DEALER 








“A salute to those who made it possible“ *K 








Woodbrook Homes (90 houses), Baltimore. Architect: Lawrence A. Menefee. 


“Fenestra Ready-Trimmed Casements 


cut our installation time and costs greatly!”... 


—says Builder C. Albert Merritt, President of 
Woodbrook Homes, Inc., Baltimore, Maryland 


“We recently finished installing your Fenestra 
Casements with the combination inside-out- 
side casings in our new group house develop- 
ment,” continues Mr. Merritt, in his letter. 

“For many years we had been using wood 
double-hung windows. We would be far amiss 
were we not to let you know of how greatly 
satisfied we are with your casements’ combina- 
tion casing and its economical uses. 

“It cut our installation and costs greatly by 
eliminating stools, aprons, etc. The economy 
and timesaving which we effected went far 
beyond our initial planning. 


“If ever you would like to refer any undecided 


builders to us for field findings on Fenestra Case- 
ments with trim, please feel free to do so.” 

We'd like to add one thing . . . the modern 
streamlined beauty of Fenestra* Steel Windows 
adds a whale of a lot of sales appeal to your 
houses. For full information on Fenestra Ready- 
Trimmed Casements, WindoWalls, Residential 
Projected (Awning Type) Windows, Resi- 
dential Type Doors, Sliding Closet Doors and 
other Fenestra Building Products (and Fenestra 
Super Hot-Dip Galvanizing), see your dealer, 
call your local Fenestra Representative, or 
write to Detroit Steel Products Co., Dept. 
AL-5, 2246 E. Grand Blvyd., Detroit 11, Mich. 


*« 


RESIDENTIAL 


Your need for beautiful, modern windows — complete with 
trim, screens and storm sash — encovraged us to develop 
these members of the Fenestra Building Product family 


STEEL WINDOWS 
AND DOORS 


Eneslia | 


WINDOWS * HARDWARE ¢ CASINGS * SCREENS * STORM SASH 
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DELTAWOOD’S KD FENCING enables a handyman to put together an eight-foot 


ection in 15 minutes 


DeltaWood Offers New 
Decorative Fencing 


A new kind of decorative, easily 
constructed fencing in packaged 
eight-foot units ready to assemble 
is being marketed by DeltaWood, 
Inc., of Tigard, Ore. Pieces are cut 
by special machine from cedar 
1 x 4’s into triangular shape and 
end trimmed to 45-degree angles 
in various lengths with the result 
that they fit together snugly and 
with extra strength for fencing. 
Anyone can assemble an eight- 
foot section of DeltaWood fence in 
ibout 15 minutes without trouble 
ind make their own design in the 
process 

Additional use for decorative 
battens includes use in concrete 
forms for design, light construc- 
tion such as camps and farm build- 
ings. 

DeltaWood rails run 96 inches 
in length, vertical pieces, 42% 
inches and decorative supporting 
blocks, six inches. Rails and ver- 
ticals are scored on six inch cen- 
ters so that even measuring is 
eliminated 

A booklet showing fence designs 
and other particulars is available 
on request frora DeltaWood, Inc., 
Tigard, Ore 


Boyd, Retired Editor 
Dies in New Orleans 


James Boyd, 88, long affiliated 
with the lumber industry and the 
trade press died recently at his 
home in New Orleans. 

Widely known throughout the 
industry, he was editor of the Lum- 
ber Trade Journal in New Orleans 
for 25 years prior to his retirement 
in 19380. Previously, he was real 
estate editor of the Chicago Eve- 
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ning Post and two trade journals 
before he joined the Lumber Trade 
Journal. 

Since his retirement Mr. Boyd 
remained active in the publicity 
field for lumber interests and in- 
dustry trade journals and was the 
author of many articles specializ- 
ing in the history of the southern 
lumber industry. 

He became a member of Hoo- 
Hoo in New Orleans when the 
city’s first chapter was organized 
in 1892, and was one of the oldest 
members of the fraternity, bearing 
No. 44. In 1949 he was granted a 
life membership card by the inter- 
national order, 

He is survived by his wife, a son 
and two sisters. 


Infra Sales Reach 
200 Million Sq. Ft. Mark 


Since the inception of Infra In- 
sulation, Ine., in 1945, more than 
200 million sq. ft. of Infra Multiple 
Aluminum have been shipped and 
put to use. 

The success of this insulation is 
due largely to the great ability of 
its aluminum surfaces to resist ra- 
diant heat flow; of its multiple, low 
density air spaces to retard convec- 
tion. As a result, fuel bills are 
diminished and winter and sum- 
mer comfort enhanced. 

Alexander Schwartz, president 
of Infra Insulation, Inc., is a recog- 
nized authority on the problems of 
heat and vapor flow, and fre- 
quently lectures on the subject be- 
fore architectural, engineering and 
builder’s organizations and at uni- 
versities and technological insti- 
tutes. His services as a lecturer 
are available through Infra Insula- 
tion, Inc., 525 Broadway, New York 
1s. Wi. 


Yale Develops Finance Plan 
for Truck Customers 


Leasing and time-payment pur- 
chases of Yale industrial trucks 
increased considerably during the 
last six months of 1953. Elmer F. 
Twvman, vice president of The 
Vale & Towne Manufacturing Co.. 
Philadelphia, attributes much of 
the increase to the adoption of 
a flexible, company - developed 
finance plan. 

“The plan means that many 
dealers can put complete modern 
materials handling systems into 
operation at once in their plants. 
The immediate savings in operat- 
ing costs can then be utilized in 
paying off the cost of the equip- 
ment,” said Twyman. 

The three-way feature consists 
of (1) a time-payment plan; (2) a 
leasing plan; (3) a lease-with-pur- 
chase option. 


Three Plans Explained 

The time-payment plan consists 
of a down payment of from 10 to 
25% determined by the length of 
time over which payments are to 
be made. Up to 36 months is per- 
mitted for total payment. Interest 
rate is approximately 414% per 
annum. There is no other service 
or carrying charge. 

The leasing plan permits an op- 
erator of fork lift trucks to use 
modern equipment with no capital 
outlay required. Payments are in 
the form of a monthly rental fee— 
and often are tax-deductible as 
current operating expense. 

The lease-with-purchase option 
offers immediate use with small 
monthly rentals and no capital in- 
vestment. Payment of an addi- 
tional sum at the end of the rental 
period gives the lessee full title to 
the equipment he has been oper- 
ating. 


Sell Summer Insulation 
With “Operation Sizzle" 


Advertising in 112 Sunday sup- 
plement newspapers will be used 
for the first time by the Zonolite 
Co. in its 1954 summer insulation 
campaign. 

Three times larger than any pre- 
vious summer campaign, the Zono- 
lite promotion, called “Operation 
Sizzle,” will break in May and 
June. Two-color ads are also 
scheduled for Better Homes and 
Gardens and American Home. 
Other ads will appear in Small 
Homes Guide and Home Modern- 
izing. 

Backing up the advertising will 
be new merchandising aids for 
dealers including counter displays, 
mailers, newspaper mats, radio 
script and publicity releases. Win- 
dow displays, streamers and post- 
ers will also be available. 
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NEW PRESIDENT of Formica Co., D 
J. O'Conor, Jr., shows his father some 
of the promotion work he helped plan 
D. J. O’Conor, Sr., was recently elected 
chairman of the board and his son was 
elected president and general manager 
of Formica 


Son Replaces Founder 
7 > 
As Formica President 

At a recent board of directors 
meeting D. J. O’Conor was elected 
chairman of the board and D. J. 
O’Conor, Jr., was elected to follow 
his father as president and general 
manager of The Formica Co., Cin- 
cinnati 

The elder O’Conor was one of 
the founders of the 41-year-old 
laminated plastic manufacturing 
company which last year had sales 
of more than $26 million. 

The newly elected president 
joined Formica in 1941 as a project 
engineer. For the past six years 
he has served as executive vice 
president and assistant to the pres- 
ident. In this capacity he has co- 
ordinated activities of the 
and production departments. 


sales 


Tilemaster Offers Prizes 
For Store Displays 

The increase in plastic wall tile 
merchandising is getting a special 
push from the Tilemaster Corp., 
Chicago, which is offering 14 prizes, 
totalling $1,200, in a store display 
contest during May for all wall tile 
dealers. 

Both window and store displays 
will be eligible for prizes. Tile- 
master distributors throughout the 
country will also be able to win 
prizes in the contest. A_ special 
prize will be given to the distributor 
who has the most dealers enter the 
contest, and prizes will also be given 
to every distributor’s salesman 
whose dealer wins a prize. 

Dealers interested in entering the 
contest may receive the Tilemaster 
merchandising material from dis- 
tributors or by writing the Tile- 
master Corp., 1415 Diversey Park- 
way, Chicago. 

BUILDING 
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Southern Pine Association Urges 
More Research, Trade Promotion 


Increasing recognition of the 
need for product improvement and 
development through aggressive 
trade promotion and research were 
emphasized at the 39th annual 
convention of the Southern Pine 
Association at New Orleans last 
month. 

More than 300 producers of 
southern pine attended the three- 
day session which included an 
industry-wide meeting of manufac- 
turers under the auspices of the 
Southern Pine Industry Commit- 
tee. 

“T see no reason to be disturbed 
over our outlook for the future,” 
said J. R. Bemis, association presi- 
dent, at an afternoon session. “On 
the contrary, I think we have a 
definite cause for optimism. In 
the first place, our nation is not 
overbuilt by any means. The tre- 
mendous increase in population 
over the past ten years portends a 
demand for new homes at the rate 
of 1,400,000 per year. That means 
lumber, but it also means hard 
selling.” 

At a morning panel discussion 
which discussed the various as- 
pects of marketing southern pine, 
Findley M. Torrence, representing 
the Ohio Association of Retail 
Lumber Dealers, stressed that the 
retailer of lumber “is in the front 
line and gets the first complaints 
when the grade is not up to speci- 
fications. The retailer is the first 
to get pushed around when the 
material fails to come up to the 
quality required,” he said. 

tobert J. Gelpi, former chief 
underwriter of the FHA in New 
Orleans, added: “Southern pine is 
going into nearly every home in 
this section of the country,” but 
warned against selling “truck 
dried” lumber, and added that as 
long as poorly produced lumber is 
permitted the industry will be 
plagued by complaints and poor 
publicity. 

Colonel F. E. Ressegieu, district 
engineer, Corps of Engineers, U.S. 
Army, St. Louis, told of the out- 
look for military lumber procure- 
ment. Since the end of the fighting 
in Korea, he said, there is a tem- 
porary surplus which has halted 
new procurements. He predicted 
that approximately 175 million 
board feet of lumber would be pro- 
cured by the Atlanta Engineers’ 
office in 1954 against a half billion 
ooard feet purchase in the 1953 
fiseal year. Some increase in gov- 
ernment buying is anticipated in 
the 1955 fiscal year and he pre- 
dicted that total procurement will 
be around 250 million board feet. 


Swift Elected President 
At the annual meeting G. R. 
Swift, Swift-Hunter Lumber Co 


Atmore, Ala., was elected presi- 
dent to succeed J. R. Bemis, Pres- 
cott, Ala. Arthur Temple, Jr., 
Diboll, Tex., was named first vice- 
president; Leon Clancy, Grayson, 
Ala., second vice-president and 
M. L. Fleishel, Port St. Joe, Fla., 
was reelected treasurer. 

Stanley P. Deas, for many years 
on the staff of the Association at 
its New Orleans headquarters, was 
elected secretary-manager. He re- 
places H. C. Berckes, whose re- 
quest for retirement was accepted 
by the board of directors. 


Hanchett Opens New 
Plant and Warehouse 


The Hanchett Manufacturing 
Co., whose main plant is in Big 
Rapids, Mich., announces the open- 
ing of their new west coast plant 
and warehouse located at 5727 S. 
W. Macadam Avenue, Portland 1, 
Ore. 

The offices will be staffed with 
management, sales, and service 
personnel, each with many years 
of experience in the manufacture 
and sale of all types of saw sharp- 
ening and knife grinding machin- 
ery. The west coast executive staff 
is under the direction of H. FE. Dar- 
ling, manager, Walter Noack, plant 
superintendent, and Hugh Miller, 
sales engineer. 


Clark Trucks Creates 
New Ross Division 


Clark Equipment Co., Buchanan, 
Mich., manufacturer of materials 
handling industrial trucks and 
construction equipment, has estab- 
lished a Ross Carrier’ Division 
for its Ross line of straddle car- 
riers, it was recently announced 
by W. E. Schirmer, vice-president. 

A. H. Pierce, who has had broad 
experience with the company, has 
been selected as division manager. 
Roger Spencer will continue as 
chief engineer of the Ross line, 
which will continue to be manufac- 
tured at Clark’s Benton Harbor 
plant. The Ross carriers will con- 
tinue to be marketed through the 
sales organization of the Indus- 
trial Truck Div. 


Northern Hemlock Group 
Eiects New Officers 


A. R. Copeland, Chicago, was 
elected president of the Northern 
Hemlock and Hardwood Manufac- 
turers Association at a _ recent 
meeting in Wisconsin. M. C. Mc- 
Iver, Mellon, Wis., was named vice- 
president and O. T. Swan, Osh- 
kosh, became secretary-manager. 
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Olympic Stains Start 
Reaching Eastern Markets 

The first carload of a canned 
paint-type product ever shipped 
from the west coast to the east 
coast was made recently when 
Olympic Stained Products Co., 
Seattle, shipped a carload of Olym- 
pic Stain to Long Island, N. Y. 

Hundreds of thousands of gal- 
lons of paints have been shipped 
from the east coast to the western 
states, but this reversal of ship- 
ping marks the beginning of a 
trend, according to Burr Odell, 
sales manager. 

“Olympic has specialized for 25 
years in the development of a 
proper material for treating and 
coloring western red cedar and 
California redwood. Olympic 
Stains help eliminate cracking, 
peeling and blistering and reduce 
the cost of upkeep. Up to $3,000 
may be saved during the life of an 
average home if Olympic Stain is 
used on the exterior walls of cedar 
or redwood,” Odell claimed. 


Thor Tool Expands 
Merges With Speedway 


Thor Power Tool Co., Aurora, IIl., 
has expanded its power tool manu- 
facturing operations into the low 
price electric tool market with the 
purchase of Speedway Mfg. Co., 
Chicago, it was announced recently 
by N. C. Hurley, Jr., Thor presi 
dent. The merger units two com- 
panies who pioneered in the devel 
opment of portable electric tools 
Thor in the industrial and construc 
tion fields, Speedway in the lower 
priced craft-type tools. Thor’s new 
Chicago company will continue with 
the same personnel and will operate 
as the Speedway Mfg. Div. of Thor 
Power Tool Co. 


Manufacturers Announce 


Smith W. Storey, president, General 
Portland Cement Co., has announced 
the election of Paul F. Keatinge as 
vice-president and director of sales for 
Trinity White Cement. Keatinge, 
former vice-president of the Produc- 
er’s Council, is believed to be the dean 
of the white cement men having 
started selling the product as early 
as 1925. 

Ruberoid Co., a leading asphalt roof- 
ing and asbestos-cement building ma- 
terials producer, has appointed Ross L. 
Muir public relations director. He will 
headquarter at Ruberoid’s executive 
offices in New York. 


Simmons Fontenot 


A newly created district with head- 
quarters in Dallas, Tex., has been 
opened by the Lowe Brothers Co., Day- 
ton, Ohio, makers of paint and varnish. 
Murphy L. Fontenot has been named 
manager of the new district and Hoyt 
Simmons will become manager of the 
southern district. 

Fred Holmes, president of the 
Holmes-Eureka Lumber Co, redwood 
manufacturers, has appointed Alf 
Westberg sales manager for Califor- 
nia’s Humboldt and Del Norte 
Counties 

Bruning Brothers, Inc., makers of 
Bruning paints, varnishes and enam- 
els, has named Robert J. Marsch to 
service distributors in central and 
eastern New York state. 

H. Bissell Carey, president of the 
Collins Co., Collinsville, Conn., has an- 
nounced purchase of the Henry Cheney 
Hammer Corp., Little Falls, N. Y. Col- 
lins makes machetes and axes and the 
Cheney Hammer Corp. makes ham- 
mers. 


THIRTY-FIVE LUDMAN CORP. SALESMEN attended the firm’s first annual 
national sales conference at the new three-quarter million dollar plant in Miami. 
Ludman representatives heard about the firm’s sales promotion and advertising 
program for 1954, according to Max Hoffman, president. The group learned that 


Ludman's Windo-Tite Jalousies are being shipped KD to more than 


material dealers 
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Gordon R. French, president of the 
French Lumber Co., Inc., Phoenix, 
Ariz., has announced acquisition of the 
yard and business of the W. G. Ride- 
nour Lumber Co., also of Phoenix. The 
firm will continue to specialize in di- 
rect mill shipments and distribution of 
yard stock. 


Clarke Equipment Co., Buchanan, 
Mich., has established a $2,000 schol- 
arship fund at the Illinois Institute of 
Technology for students majorine in 
materials handling. The scholarship 
will be awarded annually to a ‘unior 
to cover tuition costs for the student’s 
final two years of study. 

Robert R. Fink has been named 
product design manager of the Kaw- 
neer Co., Niles, Mich. He will be re- 
sponsible for the design of all Kaw- 
neer architectural metal products, 
according to Lawrence J. Plym, presi- 
dent. 

DeWalt, Inc... makers of radial-arm 
type woodworkine machinery, has 
named Roy F. Heffner district sales 
manager for Maine. N. H., Vt., R. L., 
and Mass., S. S. Auchincloss, president, 
has announced. 

Six sales promotion teams of execu- 
tives of the St. Regis Paper Co., and 
its Panelyte Div. have presented their 
new sales promotion and advertising 
campaign to distributors in 22 states. 
Distributors are presenting facts on 
the plastic laminate to dealers. 

Edward J. Koldhoff has been named 
western division manager of the Val- 
spar Corp. with headquarters at the 
plant in Lyons, Ill. He will be respon 
sible for Valspar trade sles in 14 mid- 
western states. Koldhoff has been with 
Valspar since 1924. 

The Richkraft Co., Chicago, an- 
nounces that Michael A. Nemeth will 
be in charge of the Richkraft do-it- 
yourself program. Nemeth formerly 
served as sales manager for Protec- 
tive Papers, Inc. 

R. M. Holder was appointed eastern 
division sales manager and John Ken- 
kel was named western division sales 
manager ip a recent organizational 
change by the Master Rule Manufac- 
turing Co., Middletown, N. Y. Asso- 
ciated with the appointments is a pro- 
gram of adding eight new salesmen to 
multiply Master Rule’s selling force at 
the dealer level. 

Walter E. Selck and Co., manufac- 
turers of the Hudee sink frame for 
the Canadian market, recently opened 
a modern headquarters building at 53 
Tycos Drive, Toronto, Ont. Walter E. 
Selck, president, says the new office 
and warehouse structure has an area 
of 8,500 square feet. 

Establishing of a plant at Center, 
Tex., to produce hardwood plywood 
panels, flush doors and other plywood 
products for the southwest is planned 
by the Atlas Plywood Corp. New 
plants have recently been established 
at Grayling, Mich., Camden, Ohio, and 
Lineboro, Penna., for the manufacture 
of corrugated packing cases. 

The purchase of an interest in the 
Keystone Conveyor Co., Detroit, was 
announced by James R. Sebastian, 
president of the Rapids-Standard Co., 
Inc., Grand Rapids, Mich. New name 
of the Detroit firm will be Rapistan- 
Keystone, Inc. Keystone makes end- 
less-chain conveyors and Rapids-Stan- 
dard makes Rapistan conveying equip- 
ment, hand trucks and _ industrial 
casters. 





Vertical as Casement type 


This new correlated hardware makes awning (panel) type windows (horizontally operated) into case- 
ments (vertically operated) without change of sash or frame details.- - - - The famous WIN-DOR worm 
and gear operator controls sash in any position providing maximum ventilation and inside the room 
cleaning - - - - The projecting hinges slide on blocks of nylon which are wear and friction proof - - - - 
Locking handle of radically new design pulls sash tightly against stops and weatherstrips without 
projecting into the room and being in the way of blinds, drapes or furniture. 


Write for complete details and information. 


All WIN-DOR products have been fully warranted since 1906 


THE CASEMENT HARDWARE CO. 
DEPT. Y-5, 612 NO. MICHIGAN AVE. 
CHICAGO 11, ILL. 
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THE LUMBER MARKET 


Seattle Market 
Generally Stable 


SEATTLE Most items show 
stability in a market that still 
awaits a better demand. An inter- 
esting development is a weakness 
in fir and hemlock uppers. Dimen- 
sion shows more strength espe- 
cially No. 3 Random. There is a 
good order file on cutting. 

Strongest market is in shingles. 
All low grades are scarce and No. 2 
perfections can hardly be bought. 
Production continues to run about 
60 per cent. Prices are firm to a 
little higher. Cedar siding prices 
are the same as previously quoted 
but where the order fits conces- 
ions can be obtained. There is no 
change in pines and spruce. 

An order for 12 million feet of 
construction lumber on which bids 
will be opened in New York is 
about to be placed by the United 
Nations’ procurement bureau. The 
lumber will go to Korea and early 
shipment is sought. Most of the 
order is expected to be placed in 
the Pacifie northwest. 

Inventory of logs for April Ist 
hows losses in the Puget Sound 
and Columbia river districts which 
are attributed to more snow than 
usual which has delayed opening 
of high camps. The Grays Harbor 
area, where logging is at lower 
levels, registered a gain. 

Puget Sound on April 1 reported 
$22 million feet which is 25 million 
less than on March Ist. A year 
ago the district had 420 million 
feet 


Slight Market Change 
In Tacoma Region 


TACOMA The market situa- 
tion generally shows little change. 
Demand is spotty and buyers are 
cagey, obviously waiting for some 
indication of a general trend. 
Weather conditions the past fort- 
night have been excellent and pro- 
duction wise the industry is pretty 
much on a normal basis. 

Among encouraging factors af- 
fecting the industry in this area 
was announcement from Longview 
yesterday that scheduled closing of 
the M & M Woodworking Company 
plywood plant there has been can- 
celled as the result of a 60-day 
lease extension. The company had 
announced intention of closing the 
plant, which had operated there for 
24 years, because its lease was run- 
ning out. 

Both M & M and the Long-Bell 
Lumber Company announced that 
a 60-day extension had been grant 
ed by the lease holder to allow 
more time for negotiations between 
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the two firms. Long-Bell had of- 
fered to buy the M & M plywood 
plant and continue operations, but 
the deal has been stalled over fail- 
ure to agree on a purchase price. 

teopening of the plant of the 
Bucoda Planing Mill, Inc., closed 
since last October is indicated in 
an announcement by James M. 
Fleishman of Portland of its pend- 
ing sale and purchase of a timber 
supply. Fleishman did not name the 
buyer, but indicated that eastern 
capital is involved. The plant has 
a capacity of 10 carloads of fin- 
ished lumber daily. 


Market Unchanged 
> 
At Kansas City 

KANSAS CITY—The southwest- 
ern lumber market was character- 
ized as “steady” insofar as prices 
and demand were concerned. Little 
if any new development occurred 
to change the picture. 

Lumbermen said the spring rains 
have started and this could have 
an adverse effect on production, 
probably a little more pronounced 
than usual should retail demand 
step up a bit. 

For the present, mills are not 
building up inventory. They are 
shipping at a fast rate, with the 
movement keeping pace with pro- 
duction. The buying is said to be 
of a hand-to-mouth type, and re- 
tailers are not making forward 
commitments. 

Mills had a fair amount of back- 
log at the start of the year but the 
fast production and the cutback in 
ordering for future needs by re- 
tailers resulted in virtually elimi- 
nating the backlog of orders. 

Here and there special prices are 
noted by mills which have an oc- 
casional surplus item, but for the 
general run of stock the prices are 
holding firm. 

The tractor mills still are closing 
down and this has reflected in the 
small supply of lumber at the con- 
centration yards. The small opera- 
tor cannot come out on top at pres- 
ent asking prices for timber, which 
has not come down very much. 

Lumbermen are disappointed in 
the volume of business coming 
from the industrial accounts. Espe- 
cially slow has been the box busi- 
ness and common lumber for that 
industry has been in demand. 


California Prices 
Remaining Strong 

SAN FRANCISCO 
ment in weather conditions 
throughout Northern California 
has started to “break” the lumber 
shortage which, combined with an 
increased demand from home 


Improve- 


V 


builders, has helped to keep prices 
at highs considered somewhat un- 
usual for this season of the year. 

Production at the mills, delayed 
by adverse weather, has begun to 
pick up and dealer orders in prac- 
tically all categories and dimen- 
sions are being filled with greater 
rapidity. Prices, however, are ex- 
pected to remain strong. 

The market for new homes 
throughout the area continues to 
boom, along with a high level of in- 
dustrial and commercial construc- 
tion and the lumber industry con- 
fidence and optimism continues to 
increase. 

Low grade commons remain al- 
most impossible to obtain. 


Lumber Barometer 


Lumber shipments of 520 mills 
reporting to the National Lumber 
Trade Barometer were 0.2% above 
production for the week ending 
April 10, 1954. In the same week 
new orders of these mills were 
0.1% above production. Unfilled or- 
ders of the reporting mills amount- 
ed to 38% of stocks. For the re- 
porting softwood mills unfilled 
orders were equivalent to 23 days’ 
production at the current rate, and 
gross stocks were equivalent to 58 
days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
2.1% above production; new orders 
were 6.1% above production. 


Southern Pine 


For the week ending April 10, 
111 mills reporting, orders totaled 
17,364,000 feet, compared to 15,- 
579,000 the preceding week and 
18,854,000 in the same week a year 
ago. Similar comparisons of ship- 
ments are 17,449,000, 17,386,000 
and 17,076,000 and for production 
17,766,000, 17,674,000 and 18,802.- 
000 feet. 

Expressed in percentages ship- 
ments were 1.78% and orders were 
2.26% below production for the 
week. Orders were .4% below ship- 
ments. Orders were 9.6% below 
the three year average. 


Western Pine 


With 116 mills operating, the 
barometer of the Western Pine As- 
sociation. showed production of 
72,262,000 feet. Orders were 75.- 
628,000 feet, 4.7% over production. 
Shipments were 75,701,000 feet, 
4.8% over production, 0.1% ahead 
of orders. 

In the same week a year ago pro- 
duction was 74,173,000, orders 
were 77,647,000 and shipments 
were £781,000 feet. 
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HOW TO DEVELOP ADDED 
PROFITABLE VOLUME QUICKLY, 
EASILY AND AT LOW COST 


To quickly develop added profttable volume 
easily, and at low cost: put HOME Maintenance 
& Improvement to work for you. 

HOME Maintenance & Improvement is a 
beautifully printed, four color 68 page maga- 
zine. Everything in it encourages a home owner 
to want to improve his property. And it en- 
courages readers to do so by supplying the in- 
formation essential to their either hiring it 
done, or doing it themselves. 

Although HOME Maintenance & Improve- 
ment magazine has been published for only two 
years, over 1,600 retail lumber dealers are al- 
ready participating in its distribution to more 
than 400,000 consumers, each issue. (The maga- 
zine is edited to meet the seasonal needs of 
home owners and dealers with four issues: 
Spring—March Ist, Summer—June 1st, Fall— 
September lst and Winter—December 1st.) 











It’s simple to participate. All you have to do is 
send us the names and addresses of your best 
customers and prospects, we take care of ad- 
dressing, postage and mailing. 

Each copy of HOME Maintenance & Improve- 
ment you order will have your company name 
and address prominently imprinted on the front 
cover. Thus, whatever interests readers in the 
magazine, they will be sent exclusively to you 


Want to examine a copy of the magazine? No 
as the dealer who sent them the magazine. 


obligation. You can begin participating in the 

Each copy of HOME Maintenance & Improve- added volume of profitable business HOME 
ment will cost you less than the cost of dictating Maintenance & Improvement will bring in, as 
a letter and mailing it first class. The result is early as Fall, if you write today. Address letter 
much more impressive, effective and efficient. as indicated below. 


HOME sj 


Maintenance & Improvement 2g. 


Service Manager, Room 2000, 139 N. Clark St., Chicago 2, Illinois, FInancial 6-5380 





Another effective service developed for the retail lumber and building products dealer by American Lumberman and Building 
Products Merchandiser magazine. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. 


It is 


a compilation and average of mill prices at press time and should not be con- 
sidered as current on the dav the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately 


DOUGLAS FIR 


Vertical Grain WVleerting 
B& Bt ; D 
] 160.00 155 90.00 
Vint Gratin Fleortng 


Ix4 135.00 1 
140.00 


80.00 
110.00 


10.00 


Ixé 160.00 


Drop Siding 
1x6 (Pat 
ix6 (Pat 


#106) 155.00 150.00 
#116) 155.00 150.00 


95.00 
90.00 
Celling 
a x4 170.00 
1x4 115.00 


118.00 

110.00 
(Green 
1x10 
ya.00 
4.00 


14.00 


Hoaurds and Shiplap and 2” 
1x6 1x8 
8.00 9.00 
1.00 3.00 


44.00 14.00 


Neo. | Dimension 
12’ }4’ 16’ 18’ 
67.00 69.00 66.00 
66.00 8.00 67.00 66.00 
68.00 " 65.00 66.00 
66.00 68 66.00 66.00 
66.00 64 64.00 66.00 


No. 2 Dimension 
ix4 62.00 62.00 64.00 64.006 
x6 61.00 64.00 62.00 63.00 
x8 63.00 62.00 59.00 61.00 
x10 61.00 63.00 61.00 61.00 
ix12 61.00 59.00 59.00 61.00 


o. 3 Dimension B/L Only 

Zx4 17.00 

>xG 44.00 

* 4.) 42.00 

x10 38.00 

x12 36.00 
(Add $10-$12 for dry lumber) 


RED CEDAR SHINGLES 


Hoyuls 
No, 1 
No, 2 





Verfections 


WESTERN RED CEDAR 


Vrices for red cedar siding In mixed 
ecnurs, new bundling, @ to 1@ are: 
Heveled Siding, % Inch 

Clear arr 

%x4 inch .... 76.00 72.0¢ 

%x5 inch - 80.00 77.00 

%x6 inch 100.00 95.00 

%x8 inch 125.00 120.00 


Clear Bungalow Siding, % Inch 
8 inch 155.00 150.00 125.00 
10 inch 180.00 175.00 150.00 
12 inch 185.00 175.00 150.00 
Finish B and Btr, 82 or 48, 
® to 10° or Rough 
ix 8 
1x10 
ixl2 


“BR 
45.00 
50.00 
80.00 
80.00 


235.00 
» - 245.00 
‘ , . - 275.00 
Celling or Flooring, B and Btr, 0 to 10° 
B&Btr Cc D 
1x3 125.00 120.00 90.00 
Ix4 125.00 120.00 90.00 
Discount on mouldings, 6’ to 20° odd 
lengths 
Series 8,000 


Listing under 
Listing 4.00 


4.00—list 
and 


plus 35% 
over list plus 35° 


Clear Lattice, 5/107 x 1%”"—2 to 18’ 
100 lin, ft 1s 
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WESTERN PINES 


Vonderosa Pine 


Selects 

S2or 48 i 
C&éBtr. RL 

Shop, S28 


ikRWwW 


260.00 


5/4 y 110.00 
6/4 110.00 
Commons, S2 or 48 
B&Btr 
Ix8 RL 125.00 f 5 
1x12 RL . 125.00 56-7: 48-53 
Idaho White Pine 
Selects S2 or 48 
1x4 
270.00 
230.00 


No. 4 


50-55 


1x6 
°70.00 
230.00 


1x8 1x10 
270.00 275.00 
230.00 245.00 


C&Btr 
D RL 
Commons, $2 or 48 
No. 1 
1x6 157.00 
1x12 186.00 
Sugar Pine Selects S2 or 48 
4/4 RW 5/4 RW 
265.00 280.00 
260.00 275.00 
220.00 245.00 


RL, 


No. 2 
145.00 
151.00 


No. 3 
100.00 
100.00 


/4I1Rw 
285.00 
280.00 
245.90 


B&Btr RL 
Cc RL 

Dp RL 
Shep, S2s 


No, 3 
80.00 
80.00 














OAK FLOORING 


Clear Pin Wx2y # gl 
White 180.00 tees 
Red 5.00 165 90 


Sel. Piain 


White 55.00 


160.00 
Red 170.00 


165.90 


160.00 

160.00 

#1 Com, 
White 
Red 


150.00 
155.00 


140.00 
140.00 125.00 
“2 Com, 

Pin. White 

& Red 110.00 


15” Shorts 
#1 Com. 
; Ber. 115.00 85.00 
2 Com. . 80.00 60.00 


75.00 60.00 


SOUTHERN PINE 


Vertical Grain Flooring 
. Btr Cc 

Ix4 Heart ... .00 
Flat Grain 
+=¢ Sap 

x6 


Se 


Drop Siding 
1x6 ( at. #106) 
1x6 at. #116) 
Boards & “— 


No. 1 
2 
” 


Dimension 
12° 
90.00 
87.00 
90.00 
97.00 
107.00 


90.00 
97.00 
107.00 


117.00 117.00 


Dimeaston 
80.00 81 
73.00 78 
70.00 71 
86.00 8&3 
78.00 78.00 


93.00 93.00 
£9.00 
89.00 
90.00 
95.00 


. &§ Dimension B/1l. Only 


May 3, 


do not 


Bevel Siding 
4x 4 VG. 
%x 6 V.G. 
%x 8 V.G. 


REDWOOD 


Clear All Heart 
Clear All I 
Clear All 


. Clear All 


%x10 V.G 
%x 6 VLG 
%x 8 V.G. 
% x10 V.G. 
a V.G. 

ote: A « 


$5. 00 less for %. % 


. Clear All 


Clear All 
Clear All 
Clear All 
Clear All 
Clear All 
ra ade Vv .G, 
and 


Anzac Siding 


1x10 V.G. Clear 
Clear 
Deduct $15.00 for A Grade 


ixl2 V.G. 
Note: 


Finish 


ix 4 
lx 6 
ix 8 
1x10 
1x12 


Clear 
Clear 
Clear 
Clear 
Clear 


All Heart 
All Heart. 


Heart SIS 
Heart 
Heart 
Heart 
Heart 


Redwood Siding 
¥% in above sizes 


240.00 
250.00 


145.00 


183.00 
. 198.00 


213.00 
223.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 


Ix4 


iat Grain F 
1x4 
1x6 

Drop Siding 


1x6 
1x6 (Pat 
Ceiling 
x4 
1x4 


(Pat. #106) 
#116) 


B&Btr 
150.00 


Nooring 


125.00 
155.00 


140.00 
140.00 


105.00 


110-125 105 


Boards and Shiplap and 


2” (Dry) 


No. 1 
No. 2 
No. 3 


No. 
12’ 
2x4 
2x6 
2x8 
2x10 
2x12 


68.00 68.00 
68.00 69.00 68.00 
70.00 70.00 
68.00 68.00 
68.00 68.90 


1x6 
74.00 
67.00 
50.00 


1x8 
76.00 
69.00 
52.00 


1 Dimension 


14’ 16’ 
71.00 


68.00 
68.00 
68.00 


No. 2 Dimension 


2x4 


2x6 62.00 
64.00 64.00 
2x10 62.00 
62.00 


2x8 


2x12 


62.00 62.00 


65.00 
62.00 
62.00 
62.00 
62.00 


63.00 


64.00 
§2.00 


No. 3 Dimension R/L Only 


2x4 
2x6 
2x8 
2x14 
2x12 


o 
140.00 


120.00 
150.00 


135.00 
135 


5.00 


100.00 


Ixid 
75.00 
67.00 
52.00 


18’ 
71.00 
71.00 
§8.00 
68.00 
68.00 


65.00 
65.00 
62.00 
§2.00 
62.00 


D 
85.00 


75.00 


140.00 


95.00 
95.00 


70.00 
90.00 


65.00 
65.00 
67.00 
67.00 
67.00 


48.00 
47.00 
.46.00 
45.00 
15.00 





ENGELMANN SPRUCE 


Boards and Shipliap (dry) 


No 
No. 


2&Btr 
3&Btr 


1x8 
110.00 1 
71.00 


1x6 
110.00 
69.00 


No, 1 Dimension 


12’ 
2x 4 
2x 6 
2x 8 


14° 


67.50 7.50 
67.60 
67.50 


2x10 67 2° 
2x12 67.50 


67.50 


2 Dimension 


2x4 60.00 


2x6 60.56 


2x8 59.50 


2x10 62.56 
2x12 59.54 
(Boards ge 
price; 


arately as in 


no price 
erade 
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60.00 60.00 
’ 60.50 60.00 
59.50 59.50 
) 62.50 60.00 
) 59.50 60.00 
No 1, 2 


straight 
No. 3 


raded 

for 
out 

fir) 


1x10 
10.00 
75.00 


64.5 
64.5 
64.5 
64.5 


64.50 
64.50 
64.50 
64.50 


3, at flat 
No. 2 


dimension 


Mills 


sep 


IMBERMAN & 





Pittsburgh Makes 


ONLY 


If you remember just one thing about 
Pittsburgh paint brushes, remember 
this simple fact: Pittsburgh makes only 
fine brushes! 

Take the Red Stripe line, for example. 
The quality of natural bristle that we 
used to know is not always available. 
Our world-wide contacts buy the best 
natural bristle that és obtainable, how- 
ever, and we use it to manufacture Red 
Stripe brushes—fine brushes that do a 
fine job! 

In the line of man-made bristles, you 
again have the best. Pittsburgh-devel- 
oped Neoceta, the first bristle in the 
world ever designed specifically for 
painting and painting alone, is available 
under the Red Stripe label in mixtures 
with hogs’ bristle, and in 100% Neo- 
ceta fills. 

What's more, every type and size Red 
Stripe brush—from the smallest to the 
largest—is made with the same care, 
with the same fine workmanship and 
materials, and must pass the same rigid 
inspections, as famous Gold Stripe 
brushes. Pittsburgh people don’t know 
any other way to produce brushes. That's 
why we say—Pittsburgh makes only 
fine brushes! Now, don’t you think 
you ought to check your supply of 
Pittsburgh brushes? 

For the address of the Pittsburgh 
supplier nearest you, write: PITTSBURGH 
PLATE GLAss COMPANY, Brush Div., 
Dept. C-5, 3221 Frederick Ave., Balti- 
more 29, Md. 

There’s a Pittsburgh brush for every 

home and industrial use. 


PITTSBURGH 


Oh 


BRUSHES © PAINTS ¢ GLASS © CHEMICALS © PLASTICS © FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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YOUR PROFIT-MAKING FORUM 


Changing market 


If you are out to knock the ears off of competition 
take careful note of these market changes! They are 
your best key to maximum profits today and in the 
weeks to come. 


First, the size of the retail market has been increas- 
ing at a terrific rate. Never before have so many 
families been able to afford all the products and services 
you have to sell. And never before has it been so essen- 
tial to use faster ways to reach, convince and sell more 
prospects. Ways that beat the car dealer, the costly 
home appliance salesman and other competitors to the 
consumer dollar. 


Second, as financial expert Harvey Runner points out 
in the N. Y. Herald Tribune, “The pattern of income 
distribution has changed radically in the last ten years 

moving so many families so quickly into the prosper- 
ous middle-income classification that they constitute, 
in effect, a new market!” 


Third, this new middle-income group, comprising 
millions of families, commands much greater discre- 
tionary spending power than many higher-income fam- 
ilies already committed to long-range investment pro- 
grams and other major obligations. In fact some 
experts estimate that over and above taxes and neces- 
sities, these new middle-income families are free to 
spend as much as 51% of their disposable income in 
any way they choose. 


... needed: different strategy 


Your No. 1 Problem .. . how to get these new pros- 
pects to spend their surplus in your yard. In planning 
your advertising and sales strategy now and in the 
months to come, here are the things you ought to allow 
for. 


Most of these families are still unaccustomed to big 
wage and salary increases and large bonuses—are apt 
to go overboard first on shiny new cars, television sets 
and automatic dishwashers instead of solid, permanent 
investments like a new house or lasting home improve- 
ments. 


Mainly because they are convinced that it is much 
easier to buy an expensive car or costly home appliances 
on time, than a new home or most home improvements. 
Have no real idea of how prices and monthly terms 
compare—or how much their building dollars will buy 
today. 


Current and future advertising and merchandising 
should also allow for the fact that most of these new 
middle-income families are completely inexperienced in 
building and modernization—have no first-hand under- 
standing of how to get the quality materials and con- 
struction they are now well able to afford. Have little 
or no understanding of how to protect themselves 
against costly blunders in planning, specifications and 
workmanship. 


Special strategy is also needed to reach this new 
prospect group for one other very importart reason. 
Never having been in a financial position to build or 
modernize extensively before, most of these prospects 
have no idea that the first place to turn to for informa- 


By Norm Advertising, Ine. 
New York, N. Y. 
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tion and help of any kind is to you, the independent 
lumber dealer. 


..» Winning campaign 


To reach them faster, and sell them on your sales- 
men, your products and your services, more continuous 
advertising is needed which does these three basic jobs. 

1. Over and over again, your ads should hammer 
home the point that dozens of wonderful home improve- 
ments can be made at less cost per month, than many 
families are frittering away per week on comic books, 
cigarettes, movies and other “little” indulgences. 
Should give the most concrete examples of what those 
improvements are, how little they cost per month and 
what they include. 


2. In every ad you run, give your readers a definite 
basis for making cost comparisons of their own. One 
reason so many prospects go overboard for cars and TV 
sets first is that they know what these products cost 
per month—don’t even bother to consider home im- 
provements instead, because they have no idea that 
your monthly terms compare favorably. 


3. More than ever before, your advertising and 
promotional material must educate the spending public 
to your specific services—what they are and how they 
benefit your customers. And must sell your readers on 
your organization as a whole. 


The reason: Most people who are in the best posi- 
tion to buy today—the new middle-income families— 
know the least about your services and organization 
because they were ineligible to buy homes of their own 
and major improvements until very recently. 


...+ what they need to know 


Most of these newly prosperous families have no 
idea that lumber dealers are equipped to offer them 
complete planning and financing service—or that you 
can even help them choose proper building sites and 
arrange for contracting. Nor do they have the remotest 
idea what “One-Stop Service”, “Complete Service” and 
“Budget Terms” mean unless you and your advertising 
agency keep explaining exactly what they include. 


Remember, too, that services you take for granted 
like free estimates are not obvious to people who have 
never been eligible to buy before—must be specified 
constantly in your newspaper advertising and promo- 
tional material. Above all, remember that most people 
do not absorb these facts overnight. Reaching a whole 
new market requires day-in, day-out repetition. Par- 
ticularly with cut-throat competition on every side. 
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DEALER POINTERS 





VERTICAL PLYWOOD CUTTING 
RIG enables one man to do work 
of three formerly required. The 
rig, using an 8” heavy-duty portable 
electric saw on vertical plate for use 
in cutting materials up to two inches 
thick. Saw is counterbalanced by 
two iron window weights (not vis- 
ible) on either side. 


Model Exterior Sidewall 
Is Showroom Magnet 


A simulated wall of a modern 
house inside the showroom of the 
Brannum Lumber Co., Racine, 
Wis., allows pedestrians to see ex- 
actly how the building materials 
will look when installed. 

The customer here is examining 
the action of the double-hung win- 
dow. The display includes an over- 
head garage door, an exterior lamp 
post, siding, window shutters and 
a front entrance. Each item carries 
a conspicuous price tag. 


BUILDING Propucts MERCHANDISER 


Vertical Plywood Rig Increases Output 300% 


A vertical plywood cutting rig 
which permits one operator to eas- 
ily cut large pieces of plywood has 
been designed by the Valentine 
Lumber Supply Co., Springfield, 
Mass. The attachment also makes 
it possible to cut hardboard and 
insulation board up to two inches 
thick, increasing the firm's out- 
put by 300%, says manager Mark 
Cowies. 

Valentine’s previously used a ra- 
dial saw to supply building mate- 
rials to contractor and homeown- 
er specifications. Three men were 
required on the radial saw as the 
cutting job was done horizontally. 
It cut up to 22 inches before it was 
necessary to turn over the plywood 
to cut another 22 inches. The final 
four inches had to be sawed by 
hand (on standard 48” wide ply- 
wood). 


Valentine’s hit on an idea to 
speed cutting by mounting an 8” 
portable electric, heavy-duty saw 
in a vertical rig, attaching it to 
a wooden plate which can be 
pulled up and down through wood- 
en grooves. It is counterbalanced 
by two iron window weights. 


The application of the 8” elec- 
tric saw to the vertical plate now 
completes in seconds the cutting 
job that used to take several min- 
utes. Because of the flexibility of 
the portable electric saw with the 
vertical set-up attachment, it is 
also possible to adjust the saw to 
cut at an angle. 


Valentine’s normally operates 
the saw three hours a day, five 
and one-half days a week. Blade 
sharpening has been the only 
maintenance required, 








SALE OF PITCHFORKS, an “‘off-trail’’ item is made to a farmer customer by 
Hobart Kemper, assistant manager, left, and Carl N. Stewardson, manager, 


right. 


Remodeled Store Steps Up Sales 


A remodeling that tripled floor 
space and allowed room for some 
“off-trail”’ displays has resulted in 
a 20% increase in business for the 
Westville (Ind.) Lumber and Coal 
Co. 


Carl N. Stewardson, manager of 
the William M. Hass line yard, 
says the diversified displays of 
light bulbs, sporting goods, garden 


tools and small farm implements 
have brought in new customers. 
To display such merchandise to 
best advantage, Stewardson and 
Hobart Kemper, assistant man- 
ager, designed and built display 
racks of knotty red cedar, which 
hold guns, fishing and garden tools 
all of which can be seen from al- 


most any point on the showroom 
floor. 
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You have a dependable source 
of supply for quality flooring 


Every leading architect and 
builder has complete data on 
Bruce floors 


You can sell a complete line... 
a floor for almost every purpose 


Your top builders also see Bruce 
floors at the National Association 
of Home Builders’ Show 
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All your prospects are"sold on Bruce” 
through consistent advertising 


Booklets 


\ Display material 


ye 
Slur; Lr iA th iity f 


di Ti : ~~ ] 7 Ae P ~ 

Envelope enclosures i _, =m, a bly, / 
ty N “aoe j 
, : 


Advertising mats 


And practically everyone you sell | Sell the flooring that 
in the building industry receives 


Bruce Magazine Circulation: 46,000 


outsells all others 


Bruce 
HARDWOOD 


FLOORS 


For prices, literature 
and sales helps, write 


E. L. BRUCE CO., MEMPHIS 1, TENN. 











Installation Tools 

Hako-Kit provides homeowners 
who wish to install their own 
floors, all the needed tools: trowel 
spreader, trimming knife, scriber, 
chalk and line. The trowel, made of 
sturdy steel, has a saw-toothed 
blade which spreads cement 
smoothly. The knife is a profes- 
sional trimming tool made from 
high-grade carbon steel and the 
scriber is of fine steel. Hachmeister 
Inc., Dept. AL, 2332 Forbes St., 
Pittsburgh, Penna. 


For more data circle No. 1 on coupon, p. 118 


eal 2B. 

Sectional Overhead Doors 

The new Roly-Doors are made of 
roll-formed steel panels, horizon- 
tally ribbed for extra strength and 
rigidity. They are assembled in 
fixtures to ensure accuracy in size, 
shape and dimensions and. are 
permanently welded so they can’t 
sag, buckle or get out of line, says 
the manufacturer. They can be op- 
erated by hand or equipped with 
automatic operators. Morrison 
Steel Products, Inc., Dept. AL, 601 
Amherst Street, Buffalo 7, N. Y. 


For more data circle No, 2 on coupon, p. 118 


Exterior Paint 

A new breather-type house paint, 
Shingle n’ Shake Paint, is now 
available for use on rough exterior 
surfaces. Lowe Brothers reports 
the outstanding features of Shingle 
n’ Shake Paint as: excellent body, 
good covering capucity, ease of ap- 
plication, durability and beauty. 
Shingle n’ Shake piles on, reports 
the manufacturer, and hides so 
well that one coat is normally suf- 
ficient. Alkyd reinforced, it dries 
to an attractive flat finish. It is 
produced in a range of popular 
style-tested colors. Lowe Brothers 
Co., Dept. AL, Dayton, Ohio. 


For more data circle Neo. 3 on coupon, p. 118 
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improved Paint Roller Cover 

The new exterior paint roller 
cover is made of du Pont’s Dacron. 
Since exterior paint is more heav- 
ily pigmented than interior paint, 
the exterior paint does not flow out 
as easily as indoor paints. The 
finer textured Dacron roller cover 
provides the solution. The Dacron 
roller cover leaves an even coating 
free of any brush marks claims the 
manufacturer. E Z Paintr Corp., 
ig S. Iowa Ave., Milwaukee 7, 

is. 


For more data circle No. 4 on coupon, p. 118 


Sliding Door Lock 

A sliding door lock for by-pass- 
ing doors features simplicity of de- 
sign, ease of installation and safe- 
ty benefit to the consumer claims 
the manufacturer. There are no 
complicated parts to bother with 
... it is installed by boring one 
hole and attaching lock and strike. 
Fits all 34” to 134” by-passing 
doors. Finished in polished brass 
or polished chrome. Sterling Hard- 
ware Mfg. Co., Dept AL, 2345 W. 
Nelson, Chicago 18, Ill. 


Fer more data circle No. 5 on coupon, p. 118 


Aluminum Roofing 

Production of 48-inch wide cor- 
rugated aluminum farm roofing 
and siding in two pitches, 14,” and 
2”, in standard lengths up to 12 
feet is announced ‘sy Kaiser Alumi- 
num & Chemical Sales, Inc. Econ- 
omies in coverage of from seven to 
11 per cent are achieved from the 
50 per cent reduction in sidelaps. 
The 48-inch wide corrugated sheet 
is available in the popular .019” 
and .024” gauges. Kaiser Alumi- 
num & Chemical Corp., Dept. AL, 
1924 Broadway, Oakland 12, Calif. 


For more data cirele No. 6 on coupon, p. 118 


Aluminum Window Wall 


Superwall, the all aluminum 
window wall, is now available to 
the trade. Flexibility is the key to 
its popularity since any combina- 
tion of stationary lites and operat- 
ing vents is possible. All multiple 
unit combinations are assembled 
with mullions. Superwall is eco- 
nomically priced. Extra heavy 
flangeless sections combined with 
I-shaped mullions give strength to 
intermediate vertical frame sec- 
tions. Superwall can be furnished 
with hopper vents if desired. Su- 
perior Window Company, Dept. 
AL, 5300 N. W. 37th Ave., Miami, 
Fla. 


For more data circle No. 7 on coupon, p. 118 


Cooling Unit 


A new Horizontal Space Cooler 


for installation over or under 
joists is shipped in one easy-to- 
handle section with no special 
moving equipment needed, accord- 
ing to the manufacturer. It is 
claimed that the unit is so com- 
pact it requires only 5.4 square 
feet base area. Standard equip- 
ment includes cabinet with 16x18- 
inch connecting collars in both 
sides and access doors to controls, 
coil and condenser cleanout; 
complete hermetically sealed re- 
frigeration system; cooling ther- 
mostat; transformer; water regu- 
lating valve; motor overload pro- 
tector; high and low pressure cut- 
out control; starting capacitors; 
running capacitors; high voltage 
starting contractor, and starting 
capacitor cut-out relay. Available 
in two and three-ton sizes; the 
cabinet is finished in infra-red 
baked, deluxe two-tone silver- 
brown enamel. Williamson Heater 
Company, Dept. AL, 3500 Madison 
Road, Cincinnati 9, Ohio. 

For more data circle No. 8 on coupon, p. 118 


(continued on page 88) 


May 3, 1954, AMERICAN LUMBERMAN & 





,UILDING 


Black & Decker Saws are Gud 


from 


to give your customers the 


features they want in a saw 


Features like the Easy-Grip Handle and huskier build 
for greater stability ... plenty of power from B&D-built 
motors made just for these saws . . . Safety-Lift Guard 
Lever for retracting lower guard easily and safely... 2- 
point suspension for every depth and angle of cut... 
and many more! No wonder B&D Saws are selling! 


to boost your sales of 
New Black & Decker Saws! 


By telling your customers about B&D Saws through 

Life, Better Homes, American Builder, Construction 
Methods, and seventeen 
other consumer and 
trade books! By spon- 
soring the exciting, big 
B&D Saw Coprtest with 
a grand prize of $1000 
and 52 other prizes for 
your customers, plus 
big cash prizes for you! 
No wonder B&D Saws 
are selling! 


For more information on the B&D Saw line and big Saw 


Contest, write today to THE Biack & Decker Mec, Co., 
Dept. H640, Towson 4, Maryland. 


Propucts MERCHANDISER 


the job up! 


New B&D 6-inch Heavy-Duty Ad- 
justable Saw—U-62—cuts from 0 
to 2 inches deep and bevel cuts 


from 0° to 45°... $64.50 


New B&D 8-inch Heavy-Duty Ad- 
justable Saw—U-80—cuts from 0 
to 2-13 /16 inches deep and bevel 


cuts from 0° to 45°... $96.50 


New B&D 7-inch Heavy-Duty Ad- 
justable Sow—U-70—cuts from 0 
to 2-7/16 inches deep and bevel 


cuts from 0° to 45°... $84.50 


New B&D 9-inch Heavy-Duty Ad- 
justable Saw—U-90—cuts from Va 
to 3% inches deep and bevel cuts 


from 0° to 45°... $114.50 


LEADING DISTRIBUTORS EVERYWHERE SELL 


nck & Decker 


PORTABLE 


ELECTRIC TOOLS 


(To obtain more data on advertised products see page 118) 








NEW PRODUCTS 


(begins on page 86) 





Sash Balance Kit 


Products included in a new 
package deal are the Milwaukee 
Combination Sash Balance, weather- 
strip for windows. A single window 
unit consists of two bronze chan- 
nels for lower sash, two bronze 
channels for upper sash, four steel 
spiral springs, plus nails and in- 
stallation instructions. All mate- 
rials necessary for a single win- 
dow come taped together in a 
package that is easy to handle 
and will not come apart during 
shipment or inspection. The Mil- 
waukee Combination Sash _ Bal- 
ance is packaged in six basic sizes 
that conform to standard window 
measurements. Milwaukee Strip 
Service, Inc., Dept. AL, 4621 West 
Lisbon Ave., Milwaukee, Wis. 

For more data circle No. 9 on coupon, p. 118 


Packaged Door and Frame 


A prefabricated door frame and 


pre-hung door unit is called the- 


Dor-Pak. The individually pack- 
aged unit consists of a cold-rolled 
steel, welded two-piece frame and 
a birch or Masonite, flush-panel 
hollow door. The door complete 
with all hardware is pre-hung at 
the factory to one-half of the door 
frame. Both door and frame are 
painted in a satin finish, offwhite 
enamel. All hardware, including 
hinges, lock and door knobs are in- 
stalled at the factory. The Dor- 
Pak comes in five widths and is ad- 
justable for any wall thickness. 
Loth Mfg. Co., Dept. AL, James- 
town, N. Y. 


For more data circle Neo. 10 on coupon, p. 118 
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Junction Boxes 


A new series of multiple elec- 
trical outlet junction boxes em- 
ploy heavy duty plugs and can be 
obtained in seven different com- 
binations. Model No. 5001 has four, 
two-wire “T” slot outlets; No. 
5002, two, two-wire “T” slot and 
two, three-wire straight type out- 
lets; No. 5003, four, three-wire 
straight type outlets; No. 5004, 
two, two-wire “T” slot and two, 
three-wire twist lock outlets; No. 
5005, four, three-wire twist lock 
outlets, and No. 5006, two, two- 
wire “T” slot and two, two-wire 
twist lock outlets. Cord on these six 
models is heavy duty type “S”. 

(continued on page 90) 
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WHITE FIR 


PONDEROSA PINE 


INCENSE CEDAR 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


l, Remo 


S27) PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


Manufacturer and Distributor 





CALIFORNIA 














a = 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


' 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES | 
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(To obtain more data on advertised products see page 118) 





presenting...the CONTINENTAL 


contemporary 


COMBINATION STORM AND SCREEN DOOR 


another new 
Continental Door to give 
entrance and home 

that new “Outlook"'! 





There’s a triple accent—on beauty—on utility-—and 

on value—in the delightfully different Contemporary 
Combination Storm and Screen Door by Continental. 
Its brand-new fluted panel design immediately excites 
intriguing new possibilities for attractive color 
combinations, and contributes architecturally towards 


achieving the popular horizontal look for any home. 





Che Contemporary is designed for quick and easy 
interchangeability of storm sash and screen panel 
Sash and screen panels are offered in three styles: 
one-light with flush insert; three-light with flush insert; 
and one-light with the protruding “picture frame” 
insert which is so rapidly gaining wide preference. 

All this—with the very real value that has come 
to be identified with quality Continental construction 

makes the Contemporary the finest all-weather 


door in the popular-price field! 


THE “PICTURE FRAME" Contem 
' the ultimate in classic beauty and simplicity. 
, 


THE THREE-LIGHT in- 
sert with tasteful fluting 
treatment, suggests the 
wide variety of decorative 
color combinations that 
can be used. 





SCREEN 
COMPANY 


1323 Book Building 


Detroit 26, 
THE CONTEMPORARY 5 j : : 
with one-light flush-frame Michigan 
insert, adapts itself to any 
style of architecture. 











HOW TO GIVE ANY HOME 


THAT COntemporary look”... 


infinite 
opportunities 
for attractive, 
“personalized” 


COLOR z 
COMBINATIONS “= 


- . » Or the insert frame 
and the flutes .. . 





am 








ellltllF 


tt 





‘ . Paint the insert 
frame the home exterior 
color, with contrast 
color on rest of door... 


. » » the Contemporary 
in classic all- white is 
beautiful .. . 


... how to accentuate 
the ‘picture frame" 
effect... 


— 


\ za 


all 





























| Gy ty 


. « » bet the insert and 
flutes offer the contrast, 
leaving the rest of the 
door white... 


. . the Contemporary 
offers decorative possi- 
bilities to suit every 
taste... 


..» for instance, a con- 
trast color on stiles, 
rails and flute separa- 
tions; trim on the insert 
panel, and exterior color 
in the flutes... 


- even the simplest 
entrance gets a new, 


vP 





. while the formal 
entrance takes on new 
dignity with a Con- 
temporary Door. 


Finest Continental Quality 


Made of Ponderosa Pine 
and durability. 

Mortise and tenon construction. 

All wood parts treated with Woodlife, water repellent 
wood preservative. Resists rot, warping, shrinking or swelling. 
Glass in sash panels bedded in putty and held in place 
with wood molding. 

One-light sash inserts glazed with double strength glass, 
Three-light insert glazed single strength. 

Flush screen panels wired with either galvanized or 
non-corroding, non-rusting aluminum cloth as desired. 
Protruding “picture frame” screen insert available with 
aluminum cloth only. 

Door frame and flush inserts 1-1/8 in thickness; 
“picture frame” insert is 1-3/4" thick, protrudes 5/8". 


. +» The wood of warmth, beauty 


products are manufactured b 
a 


THE WABASH SCREEN DOOR COMPANY @ Minneapolis © Memphis 
OWOSSO MANUFACTURING COMPANY ® Owosso, Michigan 
PHILADELPHIA SCREEN MANUFACTURING COMPANY ©@ Philadelphia 


and Sold Through 
CONTINENTAL SCREEN COMPANY 


1323 BOOK BUILDING e DETROIT 26, MICHIGAN 





“No chips with L-0-F” 


says BERNARD YORK 
of YORK HARDWARE, 
WALLINGFORD, CONN. 


Mr. York has just finished running several test-cuts on four well- 


known brands of single-strength window glass. Each piece was 


marked A,B,C or D. Mr. York was not told which brand was which 


until after he had selected the one that was easiest to cut. 


He picked “D” every time. “D” was L’O-F. 28 
out of the 30 dealers who took this “Blindfold 
Test” picked L-O-F! 

“This L‘O-F Window Glass cuts true and 
smooth and breaks clean and easy,” said Mr. 
York. “No chips. You don’t have to knock off 
little chunks that hang on.” 

L-O-F Window Glass is easier to cut into big 
pieces or little pieces. It’s easier to cut into 
angled or curved pieces. You can even cut off 
narrow strips with a light, easy stroke. 

L-O-F cuts easier because it is annealed more 
slowly, more patiently. That makes it less 
brittle and more “even” in structure—so it’s a 
safer buy for your customer, too, 


Pe oe oe oe Se © © 6 6 6 6 So Oe eee 


Try the “Blindfold Test” Yourself! 


Cut L-O-F first, last, or in between the other 
brands. Run any kind of a cut you want. You'll 
see why you have fewer bad cuts, less waste 
and more profit with L-O-F. 

Call your nearest L-O-F Distributor. These 
local businessmen are listed under “Glass” in 
the yellow pages of phone books in many prin- 
cipal cities throughout the country. And send 
for your free booklet—"For Greater Profits in 
Window Glass”. 

Write Libbey-Owens-Ford Glass Company, 
6554 Nicholas Building, Toledo 3, Ohio. 





BUILDING 


Propucts MERCHANDISER 


(To obtain more data on advertised products see page 118) 








NEW PRODUCTS 


(begins on page 86) 





Model No, 5000 has four, two-wire 
“T” slot outlets with regular cord. 
National Wire & Cable Corp., 
Dept. AL, 1386 San Fernando Road, 
Los Angeles, Calif. 


For more data eirele No. 11 on coupon, p. 118 


Nailing Machine 


A one-hand nailing machine that 
drives staples five times as fast as 
hammer and nails has been intro- 
duced by the Arrow Fastener Co. 
This heavy-duty tacker drives No. 
T-50 staples of .050 carbon steel 


wire automatically wherever a nail 
can be driven. The Arrow HT-50 
Hammer Tacker is constructed of 
heavy steel, with hardened steel 
working parts and shatter-proof 
handle. It is designed for heaviest 
tacking jobs, and weighs 21, 
pounds, heavy enough to drive up 
to ¥" long staples. The same ma- 
chine also takes 4,” and %%” leg 
length staples, and loads 100 
staples at a time. Arrow Fastener 
Co., Inc., Dept. AL, 1 Junius Street, 
srooklyn 12, N. Y. 


For more data cirele No. 12 on coupon, p. 118 


Spray-Away 


Keep your sidewalks, driveway 
and patio free of leaves, dirt and 
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Raise your profits with faster 
flooring sales! Ozark Oak flooe- 
ing has proved its worth and 
sales appeal all down the line. 


Recommend Ozark TO CONTRACTORS AND CARPENTERS — needs only 
minimum sanding and finishing for a beautiful installation job. TO HOMEOWNERS 
— has the inherent qualities of mountain-grown oak, plus superior Ozark manufac- 
ture. TO INDUSTRY — an Ozark grade for every purpose. 


Produced from fine, altitude-grown oak stock and properly seasoned and milled, you'll 
find Ozark has the “sell” that makes new profits. 





“Fine Flooring 
Since 1927” 





© 


(To obtain more data on advertised products see page 118) 


Stock and recommend Oxark Brand today! Writs for 
complete details and prices. 


THE OZARK OAK FLOORING CO 


BISMARCK, 
MISSOURI 


Ww 





debris with a new garden hose 
attachment. Simply attach Spray- 
Away to your hose and its long, 
low-level nozzle turns any water 
pressure into a flat spray that 
blasts away the dirt. Also useful 
for washing car, house walls, etc. 
Spray-Away attaches to any stand- 
ard hose. Made of light-weight, 
strong aluminum with rubber grip. 
Frost’s, Dept. AL, 400 Frost Build- 
ing, Hollywood 46, Calif. 

For more data circle No. 13 on coupon, p. 118 
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What's YOUR Answer? 


Your letters indicate that you find profit- 
making ideas on every page of American 
Lumberman. But are you and your employes 
really getting your money's worth out of 
every issue? That depends upon how care- 
fully you read not only the editorial, but 
also the advertising pages, So to test your- 
self and also your employes, we run the 
following “What's YOUR Answer?" column 
in every issue. A lot of dealers like to make 
this column a regular feature of their train- 
ing classes for employes. It helps keep every- 
one on his sales toes. Sharpen your pencil 
and see how carefully you read. 


What's YOUR Score? 


9 to 10 correct: Excellent! 
7 to 8: Good. 5 to 6: Fair. 


. What new-type paint is being widely used 
in commercial buildings? 

. How much did a California dealer figure 
it cost him per person to stage his do-it- 
yourself show—I7¢, 43¢ or $1.03? 

.By how much are private non-farm 
housing starts for the first quarter of 1954 
below the figure for the same period in 
1953? 

. Dealer in what state found jalousy win- 
dows can meet cold-weather insulation 
requirements? 

. What former president of the National 
Retail Lumber Dealers Association has 
been named FHA commissioner? 

-You can sell “tumbler security" if you 
handle the "600" line. Whose locksets are 
these? 

.What are Douglas Fir Plywood's “big 
five” sales tools? 

.What manufacturer says he is making 
196,000,000 impressions on the public 
during the first six months of 19547 

9. Who is “Poor Pete?" 


10. You won't "miss a sure bet" if you handle 
whose ornamental iron? 


Answers on page 94. 
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PONDEROSA PINE 


MOULDINGS 


CUT STOCK. 


Quality production from one of Oregon's 


finest Pine stands. Inquire today! 





FIR & LARCH 
WHITE FIR 





BLUE MOUNTAIN MILLS 


‘ Phone 36 


Teletype 56 


JOHN DAY, OREGON 








ALSO FURNISHED 
IN RING SHANK 


BUILDING PropucTs MERCHANDISER 


LEAD-SEAL 


Lead is under the head 
and down the shank, 
When the nail is driven, 
the hole around the 
nail is plugged with 
lead and the break in 
the galvanizing is 
completely covered, 
to form a parfect 
double seal. 


TRIPLE-LOCK 


As the “bump” is 
forced through the 
sheet, the sheet springs 
back over the bump— 
this effectively pre- 
vents the nail from 
working out. The nail, 
lead and sheet are 
solidly locked to- 
gether. 


DRIVE SCREW 
SHANK.... 


- +» makes the nail turn 
and hold like a screw. 
It holds with a power- 
ful, unyielding grip 
Threads are deep and 
sharp because they 
cre formed after 
galvanizing. 





wih DENISTON 


Triple-lock...Lead-seal Roofing Nails 


Roof leaks are not just an annoyance .. . they rob farmers by 
damaging stored crops, equipment and machinery. 


The time to avoid roof leaks is when the new metal roof is being 
applied. And the Deniston Triple-Lock Lead-Seal Roofing Nails 
have proved their efficiency in neleing to avoid roof leaks since 
they were first introduced in 1926. Here is the reason why—when 
the hammer strikes the nail the lead is forced into the hole around 


the shank, insuring a permanent seal through which no moisture 
can penetrate. 

Deniston Nails are manufactured under rigid specifications, from 
raw material to finished product—your customers’ assurance that 
they can be relied upon to satisfactorily do the work for which 
they are intended—AVOID ROOF LEAKS. 


FOR GALVANIZED AND ALUMINUM ROOFING 


The DENISTCN COMPANY 
49th & South Western Avenue, Chicago 9, Hil’/nois 





Please send me without cost: 
C) Directions Booklet () Complete price information () Pallet and other type nails 


Name 





Address 





Zone_—____State 

















(To obtain more data on advertised products see page 118) 

















Here's Why You, Too, Should Deal With weather-proot 


/ WE SELL ONLY TO LUMBER AND HARDWARE DEALERS! <———_ 


You're protected against competition from specialty dealers! 


TREMENDOUS NATIONAL ADVERTISING CAMPAIGN! ———————————“— 


Life, Good Housekeeping, Post, Better Homes and Gardens, etc. 


LIBERAL CO-OPERATIVE ADVERTISING PROGRAM! ————$—___— 


TV FILMS, RADIO SPOTS, AD MATS, CIRCULARS! —_—___———_ 
YOU’RE DEALING WITH ONE OF AMERICA’S LARGEST AND OLDEST <__——— 


TT 


"DO -IT-YOURSELF” 
ALUMINUM 


COMBINATION seteje).. 











$69.95 Value, Retails For 


39" 


CORNER TWO MARKETS IN ONE 
WITH THESE TWO PRODUCTS! 





wiel O8 4 Rifuw 


<et ” wan 
a./* Guaranteed by 

Good Housekeeping 

Nd * 


¥ 
“E Apveariseo WO 





WRITE — WIRE FOR INFORMATION! 
Either the vast ‘‘do-it-yourself’’ 


BF) the weather-proof co.  iEaaaeiaenenemen 


P so prefer, you can arrange for 
1407 East 40th St. Cleveland 3, Ohio icpatiaiiian 








YOU CAN HELP BUILDERS 


Save 4 ways 


with Champion Quality 


ic cas, 


Challenger Series! 





ALUMINUM Track 


& 


Save 


3 


—no Uneven Wear! ; 
V-groove Track P 
—no “Chattering”! 


stn st 














wipe ie: stalk 











Save 


MATERIALS 


Low-cost optional Facia Strip 
eliminates need for trim! 


ET eee ee ee 





Convenient, complete Packaged Set, — 

hardware and ¢ #970 e 
track, only list 

for 2 ft. pocket door — FOB destination! 





HOMESHIELD 
PRODUCT 


4 models of the Challenger Series meet a// your needs 
for rolling doors up to 70 Ibs. For finest quality instal- 
lations up to 100 lbs., ask for the Champion Series. 
For doors up to 200 Ibs., the Har-Vey Heavyweight. 


Get ALL the profit-building facts. See your jobber or write Dept. L 


AMERICAN SCREEN PRODUCTS CO. 


807 N.W. 20th St., Miami, Florida 


Western Div. (Calmetco) No. Temple City Bivd., El Monte, Calif. 
Mid-West Div. (Plymouth Metal Products) © 505 W. Harrison, Plymouth, Indiana 








NEW PRODUCTS 


(begins on page 86) 











Paint Brush Cleaner 


A paint brush cleaner that re- 
moves fresh varnish, enamel and 
oil base paints from brushes, 
sprayers and rollers is now avail- 
able. This product, called Glamor- 
ene Miracle Brush Bath is made by 
the manufacturers of Glamorene 
Rug Cleaner. The process is simple. 
Just dip brush or roller into clean- 
er then rinse in tap water. Paint 
residue is dissolved in a matter of 
minutes and is easily flushed down 
the sink without clogging drains or 
staining porcelain claims the man- 
ufacturer. Glamorene, Inc., Dept. 
AL, 10 East 44th St., New York 
a ae 


For more data circle No. 14 on coupon, p. 118 





Solution to 
What's YOUR Answer? 


Stop! Read questions on page 90. 


|. Fire-resistant paint, pages 52-53. 
2. 17¢ per person, page 37. 

3.2% below 1953. 

4. Wisconsin, page 42. 

5. Norman P, Mason. 

6. Kwikset, page 3. 


7. Store counter displays, direct mail, ad 
mats, TV commercials and window ban- 
ners. 


8. Reichhold Chemicals, page 68. 
9. A disappointed Masonite customer, page 
7\. 


10. R. G. Coffman's, page 120. 














In the “tates.” 
Courtesy LIL-AD FEATURES, 
Santa Ana, Cal 
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Oscillating Sander 


These Gusto Sanders are built 
for speed, efficiency and reliabil- 
ity. They operate at 50 sanding 
strokes per second, and can be 
used on wood, metal, plastics, 
plaster, putty, lacquer, paints, 
etc. Their design provides high 
efficiency on flat as well as curved 
surfaces and due to their light- 
weight (eight pounds) they work 
well in vertical as well as a hori- 
zontal position, even in tight spots 
and right up to edges, claims the 
manufacturer. Victor J. Krieg, 
Dept. AL, 611 Broadway, New 
York 12, N. Y. 
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onan avon come * 


Forged Hand Tools 


Announcement has been made of 
a list of additional small hand tools 
for the metal working and wood 
working fields. Included in the 
new Utica line are bit extensions, 
counter sinks, nail sets, star drills, 
cold chisels, wood chisels, punches, 
driver bits and pinch bars and 
screwdrivers. A number of attrac- 
tive assortments are available, 
packaged for counter display. 


Utica Drop Forge & Tool Corp., | 


Dept. AL, Utica 4, N. Y. 


For more data circle No. 16 on coupon, p, 118 


Garage Door Operator 
The new Door-O-Matic garage 
door operator is said to fit all 
overhead doors. The door can be 
automatically raised or lowered 
(continued on next page) 
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PROFITABLE! 


ORANGEBU RG 


ROOT-PROOF PIPE 


Profitable for you and for your customers too! 


You, the merchant, profit by its constant demand — its quick turn- 
over. The plumber, builder, the one who installs Orangeburg, profits 
by the speed and ease of laying it. The home owner profits by its 
reasonable price, also by the economy of installing it — and by getting 
a dependable high quality pipe line. 


With Orangeburg, the original bituminous pipe, you build soundly, 
ee profitably for immediate and future business. 
“There's no substitute for Orangeburg.” 


Its many advantages—Long light 8-foot lengths —save 
time and money in handling. Taperweld water-tight joints 
are made “in a jiffy’ with a few hammer taps. Orange- 
burg’s exclusive fittings further simplify installings. 


Its non-metallic material resists acids and alkalies — 

holds up under temperature changes, normal traffic and 

earth tensions — makes a durable pipe line. 
Orangeburg Root-Proof Pipe is for sewer lines from house to street main or 
septic tank, drain lines from downspouts, storm drains, all non-pressure uses. 


Orangeburg Perforated Pipe is for septic tank disposal fields, 
foundation drains—draining wet spots in lawns, fields, 
barnyards, service stations. 


Use Orangeburg Fittings with Orangeburg 
Pipe. They simplify installations ond cut costs. 





1 
Order Orangeburg the a BEND WYE Ve BEN 


Pioneer and Leader from 
your Wholesaler today. 
Send to Dept. ALS4 for 
Orangeburg’s Free Signs 
and Sales Aids. 

















ORANGEBURG MANUFACTURING CO., INC. * Orangeburg, New York 


West Coast Plant — Newark, California 


(To obtain more data on advertised products see page 118) 








a head. The five sizes of Screw-Drils 
NEW PRODUCTS shown are sold in a handy kit for 
(begins on page 86) $2.95. Twenty-eight other sizes 

ne are available. Edw. L. Sibley Mfg. 
Co., Inc., Dept. AL, Bennington, 
Vermont. 
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or less, says the manufacturer. 
Louv-r-Pak attic ventilators are 

designed to afford ventilation and 
weather protection. Louv-r-Pak 
models are available in a variety of 
sizes. Louv-r-Pak Company, Dept. 
AL, P. O. Box 1841, Fort Worth, 
Texas. 

from the house, the garage or the For more data circle No. 18 on coupon, p. 118 

car. Other features include all 

welded-steel construction, silent 

V-belt drive to motor, adjustable 

friction clutch, positive’ roller 

chain to door, bearings that re- Design Roller 


quire no oiling, and an electric The Motif Design Roller consists 
light which turns on when door of a tank that holds a pint of paint, 
starts to open and remains on until two transfer rollers and a pattern 
door is completely closed. Door-O- roller which puts the design on the 
Matic Co., Dept. AL, 104 Main St., wall. These pattern rollers can be 
Russia, Ohio. a - P Mixes used on almost any surface with 
Fer more data circle Ne. 17 on coupen, p. 118 oh °F ainte we Pe rN : . ; 
Wseiz any type of paint —oil, rubber, 
alkyd flat or casein, says the manu- 
Packaged Metal Louver Wood Screw Tool facturer. Motif offers a selection 
A packaged metal louver has A new tool, that is a combination of 32 patterns for every room in 
been developed by the Louv-r-Pak of three drills, prepares wood the house. Motifs, Inc., Dept. AL, 
Company. The packaged louvers properly for a screw by drilling, in 153 Maple St., Fond du Lac, Wis. 
come in five sizes, screened and one operation, the proper size hole For more data circle No, 20 on coupon, p. 118 
are easily installed in five minutes for the screw thread, body and (continued on page 98) 


DURABLE. 
Low Cost 
FARM 
BUILDINGS 


with J. NEILS. 
TREATED POLES 


Say ayy es 


vin. 

5 ys Ua 
Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
More and more of your cus- 
tomers are asking about 
treated pole frame construc- 


HARDWOODS — WHITE PINE — HEMLOCK || jot toncee Treseed Lonlec. 


lasts longer. Treated Lodge- 


pole Pine from J. Neils is the hs 
answer to their needs and to e | 
DEFEND YOUR TRADE WITH increased sales for you... 


J. Neils poles are straight, LUMBER COMPANY 


strong—selected from our 
iar Lelulisias INDIAN MILLS own timberlands...and treat- 
: ed (penta or creosote) in our MILL AND TREATING PLANT 
Neopit, Wisconsin : own plant. Mixed cars can AT 
: m™ | include poles with treated or 
d QUALITY LUMBER Kiln-dried untreated lumber. Write for LIBBY, MONTANA 


information. 


Management Plan without depletion 
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youTOP 


QUALITY 


Lumber and 
Lumber Products 


LOOK ee 


Constant supervision is made on all TW&J shipments, 
with close attention to grade and careful carloading. 


® Prompt Delivery on 


\ Sugar and Ponderosa Pine 
Shop and Selects 


v Ponderosa Pine Boards 


Douglas and White Fir 
Shop and Selects 


Douglas and White Fir 
Dimension and Boards 


Redwood 


\ Ponderosa Pine and Fir 
Mouldings 


v Pine Sash ond Panel Doors 
TWENTY MILLS TO SERVE YOU 


Tartrer.Weasster & Jounson. Ine. 


1 Montgomery Street <g : P.O. Box 17 
SAN FRANCISCO 4, CALIF tra) STOCKTON, CALIF 


DOuglas 2-2060 Teletype SF 53! HOward 4.8364 


Win more satisfied 
customers, more repeat 
business — SELL 


with the 


WARP-FREE 





RAILS — clear, kiln-dried 
3° Ponderosa pine 


STILES — clear, kiln-dried 
1%" Ponderosa pine 


CORE—fully vented, warp 
free, Flexicore construction 


PACES —fully sanded, 3-ply birch, 
gum or mahogany 


Mohawk Flush Doors are the answer to your door prob- 
lems! Here’s why! They're built for quality—priced for econ- 
omy! They have thoroughly seasoned white pine stiles and 
rails... large double on -blocks ...completely vented, 
warp-free Flexicore construction and three ply, beautifully 
sanded and matched gum, birch or mahogany faces. Gain 
more door business in your area—more satisfied customers 
— faster turnover and greater profits with Mohawk Flush 
Doors. Sold through wholesale distributors only. Send 
coupon today for details! 


NEW HIAWATHA EXTERIOR DESIGNS 


} Send Coupon : 


: Mohawk Flush Doors, inc. 
Today! —> + 3384 Hammond Avenve 


| 
: Elkhart, indiana : 

: Rush full details on O Mohawk ; 

FLUSH DOORS interior Doors, (1) Exte-vior Doors, : 


O Hiawatha Birch Trimmed Ex- 
terior Doors. 
3384 Hommond Ave. 


Elkhart, indiana : Risin 








Address 
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NEW PRODUCTS 


(begins on page 86) 





Power Mower 


The four small blades on this 
new lawn mower will end the 
racket of power mowers on many 
lawns this summer states the man- 
ufacturer. The four blades clip the 
grass twice as often as two, so the 
engine can run much slower and 
quieter. The free-swinging blades 
on this Huffy Mower add an im- 
portant safety feature as the photo 
shows. Instead of throwing a 
heavy stick or stone, or breaking 
on contact, the blades bounce back 
out of the way. Centrifugal force 
returns them to cutting position. 
Huffman Manufacturing Company. 
Dept. AL, Dayton 1, Ohio. 
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FB ZZ 


= Sa. 


LiemRUIK 


You have your WIDTH and 
DEPTH of your storage yard. 
That's pretty much controlled. 
A systemized layout of stack- 
ing aisles will improve effi- 
ciency ... but are you taking 
full advantage of that third 
dimension — HEIGHT? 


A Heavy Duty LIFTRUK de- 
signed for heavy-duty, capacity 
loads will stack lumber many feet 
above the average stacking height. 
You can literally ADD ACRES 
TO YOUR YARD without add- 
ing a single foot of ground area. 


The popular, “Silent Hoist” 
LIFTRUK is tough and husky 
—-unencumbered by “show.” 
You get ‘round the clock effi- 
ciency and years of trouble 
free service when you own a 


LIFTRUK. 


LIFTRUK 


§-7%2-10-15 Ton 
Capacities 





FLUID CLUTCH and FULL HYDRAULIC AUTOMATIC 


TRANSMISSION now available for all models — 
SEND FOR BULLETIN 77. 


SILENT HOIST & CRANE CO. 


yoneer of Heavy Duty 


Materials Handling Equ pment 


860 63rd Street, Brooklyn 20, N. Y. 


(To obtain more data on advertised products see page 118) 





Viny! Floor Tile Covering 


The marbleized exclusive Theme- 
Tiles of KenFlor, new vinyl floor 
tile covering, are now available for 
the first time in quantity in the re- 
tail market. KenFlor’s mirror-like 
surface makes it ideal for home 
decoration and its rugged qualities 
suit it for commercial use says the 
manufacturer. KenF lor is made in 
12 colors, with ThemeTiles in 10 
design and color combinations and 
one-inch KenFlor Feature Strip in 
four primary colors, all marble- 
ized. Kentile Inc., 58 Second Ave., 
Dept. AL, Brooklyn, N. Y. 
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Steel Clothes Dryer 


A steel clothes post, which is 
rustproof, rectangular in shape for 
added strength and easy to install, 
is produced by the Southern Gal- 
vanizing Co. Shipped KD with all 
parts packed inside the pole, the 
Strongiaan stores well and is low 
in cost, says the manufacturer. 
Southern Galvanizing Co., Dept. 
AL, 1600 Bush St., Baltimore 30, 
Md. 


For more data circle No. 23 on coupon, p. 118 


Steel Lath Machine 


Bostwick Steel Lath Co. has de- 
veloped a new machine for the 
manufacture of Expanded Bull 
Nose Corner Bead. The specially 
designed forming rolls achieve 
close tolerances and dimensions 
and assures end-to-end straight- 
ness. Kinks and upshoots are said 


(continued on page 100) 
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New BROWNSKIN 
Fiberglas-Reinforced 
a TARPS 


reinforced 
(actual size) 


Creped for 
flexibility 


Edges folded 


Sauber Products 7 


Waterproofed! 

Tough 2-ply kraft Solid brass 
impregnated with grommets at 
a special compound 24” intervals 


SPECIALIZING IN 


ay wat iamm at /2 the price you'd expect! 
“DOUGLAS FIR 


: Rugged. Fiberglas-rein- 
REDWOOD forced BROWNSKIN 
: Tarps at half the price you'd 


expect, Advertised now to 


What a profit maker! 


your customers in American 
Builder and Practical 
Builder. 

Be sure your stock is 
complete when your cus- 
tomers ask about BROWN- 
SKIN Tarps. 

Sizes 8 x 10, 10 x 12, 
12 x 16, 5 x 20. Also 
these widths in lengths up 
to 75 feet. 

See your distributor for 
sample and low prices or 
write today to: 


As a windbreak in construction work and 
for protecting materials in your own sheds. 


ANGIER CORPORATION 


GENERAL OFFICE 


& S. Michigan Ave., Chicago 3, Ill. 
Telephor2 RAndolph 6-0540 


For stack covers and other farm needs. 





Angier Quality Building and Construction Papers - Copperskin 
Vaporseal Brownsk.n - Lumasa«.n - RFD Brownskin - Glass-mat 
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SUOING DOOR HANGERS & TRACK © 
DOORS & MATURES © CAPAGE DOORS & EQUIP. 
want « & CRANES 
* SCHOOL WARDROBES & PARTITIONS © 


R-W Silver Streak Vanishing 
Door Hardware means Quality 





Also available with Oilite bearings and solid bronze 
construction for use under corrosive conditions. 


Every bolt, every bearing in R-W Silver Streak Sliding Door 

Hardware is precision made for quality. Designed for installation 

in standard 2 x 4 studded walls, Silver Streak Hardware gives 

years of trouble-free service. Noiseless operation with a min- 

imum of effort, it helps make a room livable from wall-to-wall. 
Yes, Richards-Wilcox means quality ...and serv- 

ice. Fast, efficient delivery and prompt courteous 

attention from the R-W Branch Office representa- fas) 

tive located near you. He’ll be glad to supply you 

with complete information on R-W Silver Streak 

Hardware. Why not call him in today. 


N 


Richards-Wilcox Mfg. Co. 


STREET, AURORA, ILLINOIS 


nee 
IMOUSTMAL CONVEYORS 


226 THIRD 


(To obtain more data on advertised products see page 118) 





NEW PRODUCTS 


(begins on page 86) 





to be eliminated. Expanded Bull 
Nose is formed from 26-gauge gal- 
vanized sheet steel in various 
lengths with 212” fully expanded 
wings. Bostwick Steel Lath Co., 
Dept. AL, Niles, Ohio. 
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Awning Type Window Hardware 


Operating hardware for awning 
type windows that is practical 
either for horizontal or vertical op- 
eration has been announced by the 
Casement Hardware Company. De- 
signed as coordinating parts, the 
hardware set enables awning win- 
dow assembly of horizontal and 
vertical panels. It can be used for 
sash of any standard size, single or 
duo-glazed, and is fully warranted. 
Casement Hardware Co., Dept. AL- 
Y5, 612 N. Michigan Ave., Chicago 
11, Il. 
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Dealer Pointer___ 


Plywood Sales Trailer 


This four-wheel trailer is proving 
to be an ideal way to profitably dis- 
pose of odd size pieces of plywood 
for Ruffin and Payne, Inc., Rich- 
mond, Va. The trailer can be loaded 
in a warehouse and wheeled by one 
man to any convenient location in 
the yard. A marking pencil is used 
to price each piece. 
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Dealer Pointer___ 





Billboard Football Schedule 
Draws Favorable Comment 


The football schedule for the Uni- 
versity of Florida draws attention 
to this attractive billboard ef the 
Crabtree Lumber Co., Jacksonville. 
Ray Crabtree, president, says the 
firm has two billboards on heavily 
traveled streets, and “. . . we cer- 
tainly receive a lot of favorable 
comment on them.” Note how the 
firm plays up financing for con- 
struction projects. 





SUMMER COTTAGES 


(begins on page 44) 





should concentrate on selling com- 
mercial jobs when the owners have 
cash; after Labor Day is often a 
good time. 

In the summer your advertising 
can tell cottage owners of the ad- 
vantages of remodeling cabins for 
greater vacation comfort or con- 
verting them to year around dwell- 
ings for the owners or for renters. 
In the fall, winter and spring, ads 
can be aimed at commercial estab- 
lishments. “We have found that 
newspaper display ads and direct 
mail cards are the best media for 
reaching prospective buyers,” says 
Buschman. 


The Folksy Letter Approach 

“Our folksy letter to cottage 
owners does a terrific sales job for 
both new cottages and remodeling 
jobs,” says Robert R. Rogers, part- 
ner-manager of the Oakridge 
(Ore.) Builders Supply Co.—which 
is located in the heart of the Cas- 
cade mountains. 

The letter the firm uses is mim- 
eographed, single-spaced, on its 
own stationery. Several comical, 
free-hand illustrations lend a light 
touch. Each year the firm acquires 
a list of nearby cottage owners 
from a cooperative forest ranger 
and the folksy letter is sent to each. 
Enclosed with the letter is a re- 
turn post card. 

“Most of our sales come directly 
from personal calls after our di- 
‘rect mail advertising acquaints our 
prospect with our firm,” says Rog- 
ers. “During the summer months I 
make calls on cottage owners over 
the weekends—then I go fishing.” 
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eee Ciranteal 


$i-Vel Spring 


Ordinary uncoated spring 


COMBINATION 
METAL WEATHERSTRIP 
SASH BALANCE 


ZEGERS INCORPORATED 


SI-VEL 


(PATENT APPLIED FoR) 


SPRINGS 


Here’s a new exclusive feature 
for Zegers Dura-seal 
Combination Metal Weather- 
strip & Sash Balance! 
Counterbalancing springs are 
Si-Vel processed and coa 

to eliminate all noises. 

A velvet-like finish, actually 
baked on the galvanized steel 
springs, assures absolutely 
silent opening and closing of 
wood windows. It’s the most 
important window equipment 
development since the one- 
piece jamb member .. . 
another Zegers “‘first’’! 

Get complete information on 
this remarkable innovation 
now! Builders, see. your 
Lumber Dealer;—Lumber 
Dealers, see your Sash and 
Door Jobber or Millwork 
Manufacturer. 


(To obtain more data on advertised products see page 118) 





Garage Plans 

Strand’s June Garage Plan of 
the Month features a 114-car ga- 
rage with hip roof and block con- 
struction. The garage coincides 
with the four-foot modular system, 
taking advantage of economical 
construction which avoids extra 
cutting of blocks and wasted ma- 
terials. 

Free reprints of this Plan of the 
Month sheet include rendering of 
the garage, floor plan and complete 
list of materials required for con- 
struction. Strand Garage Door 
Division, Detroit Steel Products 
Company, Dept. AL, 3103 Griffin 
Street, Detroit 11, Mich. 
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9" 6 


& & 


A é 
POLISHED vs 
BRASS 
COLONIAL 


Colonial Cabinet Hardware 

Three new items in highly pol- 
ished solid brass include “H” 
hinges for both flush and %” off- 
set doors and matching pulls for 
doors and drawers. Each item is 
individually packed in a window 
envelope. Packed in dozen-unit 
Quick-Service display cartons. 
American Cabinet Hardware Corp., 
Dept. AL, Rockford, III. 
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Counter Carton 

A new six-pack carton of screws 
and bolts is so compact that 12 
cartons of screws and bolts, a total 
of 72 boxes, can be displayed in 
about one square foot of space. A 
single carton of one size of screw 
or bolt takes a space two inches 
wide and five inches deep and 
holds six boxes. This permits spe- 
cial spot displays throughout the 
store, next to related items which 
may require screws or bolts for 
application. Rockford Screw Prod- 
ucts Company, Dept. AL, Rock- 
ford, Tl. 
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Brush Department Rack 

A new brush rack holds up to 
160 brushes, including four wall 
lines, four varnish lines, and a 
choice of touch-up, trim, sash and 
utility wall brushes. Dealers can 
offer a wide selection with a min- 
imum of inventory, says the manu- 
facturer, Hanlon & Goodman Co., 
Dept. AL, Belleville 9, N. J. 
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Free Form Display Mount 

The new Kwikset 600 series 
display mount consists of an at- 
tention-compelling free form, de- 
signed in the contemporary man- 
ner. The center of the mount 
revolves, giving customers an op- 
portunity to examine the 600 lock 
from all angles. Other phases of 
Kwikset’s merchandising program 
for the 600 line include a large- 
scale campaign in leading trade 
magazines, distribution of Kwikset 
installation aids, catalogs, and 
other advertising and display ma- 
terial. Kwikset Locks, Inc., Dept. 
AL, Anahiem, Calif. 
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Dealer Films 


Nine new films on Marlite Plank 
and Block are now available to 
dealers throughout the U.S. These 
supplement Marlite films already 
available, making a total of fifteen 
TV spot ad films and sixteen the- 
ater ad films for use by Marlite 
dealers. The theatre films are in 
full color. Each film is designed 
so that approximately one-third of 
the running time is devoted to the 
dealer’s own personalized sales 
message to theatre or TV viewing 
audiences in his city. The TV films 
are supplied without obligation to 
any dealer who is planning a TV 
advertising program. Films for 
thirty second and one minute spots 
are available. Marsh Wall Prod- 
ucts, Inc., Dept. AL, Dover, Ohio. 
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Tape and Cord Display 

A new counter merchandiser 
has been designed featuring both 
Flexalum Plastic Tape and Ru-Son 
Cotton Cords in seven matching 
colors. Detailed step by step in- 
stallation instructions are includ- 
ed with each kit. The Flexalum 
tape is made of reinforced viny] 
plastic and wipes clean with a 
damp cloth. The Ru-Son cord is of 
the finest quality size 4% cord. 
Neither tne cord or tape will 
fade, stretch, shrink or fray, says 
tie manufacturer. Each rack 
(1014,” deep, 20” high, 14” wide) 
is shipped fully assembled with 
two dozen tapes and two dozen 
cords. J. Rubenstein & Sons, Dept. 
AL, 278 Johnston Ave., Jersey 
City, N. J. 

For more data cirele No. 32 on coupon, p. 118 
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YOU CAN DOUBLE 
YOUR HARDWOOD 
PLYWOOD SALES 
WITH THIS SIMPLE, 
SELF-IMPLEMENTING 
PROMOTION IDEA... 








HERE'S HOW YOU CAN 
GET YOUR SHARE OF 
THIS BIG READY-MADE 
MARKET... NOW 


Thousands of homes in your community 
contain beautiful hardwood plywood 
flush doors. Every one of these homes 
... like every new flush door customer 
...18 @ pre-sold prospect for wall 
paneling to match. Through nation- 
wide publicity this spring, the Hard- 
wood Plywood Institute is taking the 
“walls and doors to match” story to 


There's plenty of quick turnover and profit 
in the Griffin line of light builders hard- 
ware. Check over this Spring and Summer 
assortment and be sure you are well 
stocked with these fast-moving items by 
Griffin . . . manufacturer of quality prod- 


ucts since 1899. YOUR TIE-IN PROMOTION 


KIT MAKES SALES FOR YOU 
EASY AS A-B-C 





REPRESENTATIVES 


GEORGE A. GREGG 
17134-6 Wyoming Avenue 
Detroit 21, Michigan 


AUSTIN & EDDY INC 
115 Broad Street 
Boston, Massachusetts 


E. H. FARRAR 
Room 22 
2nd Unit Santa Fe Bidg 
Dallas 2, Texas 


c. tL. LEWIS 
2450—17th St 


L. G. FULLER 
P. ©. Box 2113 
Jackson 5, Mississippi 


HARVEY D. RUSH & SONS 


4638 Nichols Parkway 
Kansas City, Missouri 


Contains colorful selling folder you 
can get in quantity for direct mail- 


ing or counter distribution 
catching display moterial 
mots publicity releases 


eye- 
od 


ine 


stallation and finishing direction 


sheets and ‘‘do-it-yourself’’ 


these prospects of yours. In addition, 
your distributor supplier has ready 
for you a complete tie-in promotion 
kit. He'll help you plan your display 
-.. and bock you up with inventories 


San Francisco 10, Calif 


W. C. MEIBAUM & CO 
6954 Oleatha Avenue 
St. Lovis 9, Missouri 


THE B. S. ALDER COMPANY 
45 Warren Street 
New York 7, N. Y 


WALTER S. JOHNSON & SONS 
917 St. Charles Avenue 
Atlanta, Georgia 


plon folders. It's yours free! 


ASK YOUR SUPPLIER FOR 


YOUR KIT... TODAY... o house home 
or write direct te Hard- 


wood Plyweed Institute. Bunber aie 
pMERicg - : 
4 % 


WILBUR H. DAVIS for fast delivery. 


1639 W. Fargo Avenue 
Chicago 26, Illinois 


R. F. BEVERS 
4524 East 60th Street 
Seattie, Washington 


We 
\ h 
OLY) Euerg oOOR NEEDS THREE 


—(GRIFFIN- 


Manufacturing Company 


ERIE © PENNSYLVANIA 


H. C. GLOVER 
2611 Garrison Blvd 
Baltimore 16, Maryland 


ROY L. ROGERS 
1620 Garfield Street 
Denver 6, Colorado 


RY 
~ 


BUILDERS IN YOUR TERRITORY 
ARE BEING PRE-SOLD, TOO! 


’ 





a, \ 
TTT Os 
Be sure this seal is 
on every panel...it 
will help you sell! 


HARDWOOD PLYWOOD INSTITUTE 


600 Seuth Michigan Avenue * 





Chicago 5, Illinois 


BUILDING Propucts MERCHANDISER 


(To obtain more data on advertised products see page 118) 
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SALES AIDS 


(begins on page 102) 





Copyright Film Commercials, I nc 


TY Spots Available for Dealers 

A short series of animated com- 
mercial films, especially produced 
for the lumber dealer for use on TV 
programs, are now being released 
by Local Trademarks, Inc., sponsors 
of the Bill Ding advertising series. 

The commercials are available for 
both one-minute and 20-second 
spots. They can be used in TV spot 
advertising, dealer-sponsored TV 
shows and on the screens of motion 
picture houses. Subjects featured 
on these films are: add-a-room, add- 
a-garage; finish off the attic; ex- 
terior painting; roofing, and fenc- 
ing. Local Trademarks, Inc., Dept 
AL, 79 Madison Ave., New York 16, 
N.Y 


For more data cirele No. 33 on coupon, p. 118 


Screen Door and Grille Rack 

A screen door and grille display 
that you can build yourself. It’s 
an idea from the Macklanburg- 
Duncan Co, It occupies a space 
four feet wide, three feet six 
inches deep and seven feet three 
inches high, and yet holds six 
standard size screen doors. The 
unit is constructed of 2 by 4’s and 
is painted white to match the 
doors. Doors are pivoted on bolts, 
both top and bottom. 

Such a unit is sure to increase 
your sales of both doors and M-D 
Fits-All Screen Door Grilles claims 
Macklanburg-Duncan Co. A build- 
ing plan with dimensions and 
further details is available. Mack- 
lanburg-Duncan Co., Dept. AL, Box 
1197, Oklahoma City, Okla. 


For more data cirele No. 34 on coupon, p. 118 
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Chart for Plastic Pipe 

A dealer 17” x 24” wall chart, 
with 30 illustrations, shows the 
complete story of plastic pipe and 
fittings at a glance. Printed in 
three colors, the chart has pictures 
of the complete Yardley Clear- 
Stream line for every cold water 
use. There are photos of the dif- 
ferent types of plastic pipe and 
fittings, installation instructions 
and typical applications. The chart 
is trimmed with metal edgings at 
top and bottom and has a brass 
eye ring at the top. Yardley Plas- 
tics Co., Dept. AL, 142 Parsons 
Ave., Columbus 15, Ohio 


For more data circle No. 35 on coupon, p. 118 


Garden Tool Set 

A two-piece set of genuine Eng- 
lish Garden Tools is packaged in a 
display self shipper, ideal for 
counter or shelf display. Tools 
have polished ends. Center section 
is bright red enamel and handles 
are finished with a_ luster-gloss 
varnish. These tools measure 14 
inches overall. John H. Graham & 
Co., Inc., Dept. AL, 105 Duane 
Street, New York 8, N. Y. 


For more data circle No. 36 on coupon, p. 118 


Caulking Counter Display 

The Calk-O-Mat measures 21 
inches wide by 28 inches high by 
16 inches deep. It is designed to 
dispense six caulking products 
manufactured by the Seal Rite 
Caulking Co. Tile Fix, Cellophane 
Cartridge, Snap-I-Calk cartridge 
and gun, Calk-O-Tube, caulking 
guns and glazing compound. The 
display is given without cest as 


May 3, 1954, AMERICAN 


part of an extra discount deal. 
Seal Rite Caulking Co., Dept. AL, 
6335 Lyndon, Detroit 21, Mich. 


For more data circle No. 37 on coupon, p. 118 





Paint Mixer Display 

This new point-of-purchase dis- 
play made by the Black and Decker 
Mfg. Co., comes free with the pur- 
chase of the six Paint Mixers. 
Each Paint Mixer has a 3/16” 
shank and fits any make 1,” or 
larger portable electric drill, and 
greatly speeds preparing paint for 
application. Black & Decker Mfg. 
Co., Dept. AL, Towson 4, Md. 


For more data circle No, 38 on coupon, p. 118 


Forged Iron Hardware 
Two forged iron hardware dis- 
play boards are 224%” high and 
181%” across. The No. 54 display 
board features 23 items of cabinet 
hardware. It is supplied with a 
quantity of the merchandise dis- 
played. The No. 50 board, offered 
without any accompanying stock, 
displays 15 forged iron items for 
full size doors. On these display 
boards are mounted samples in all 
three forged iron hardware fin- 
ishes: dull black, Swedish (re- 
(continued on page 106) 
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“CF” SERIES 3'4"over- 
all depth permits easier 
mounting in ceiling or 
sidewall. Blower type 
pressure blade. Two 
models: 400 C.F.M. or 
525 C.F.M. at end of duct. 


MORE 


roi et a PONDEROSA, PINE 


one of 10 woods from the 


SUILDING PropucTs MERCHANDISER 


TIME-SAVING installation 
features BUILT IN 


e Sidewall fans packed complete in one carton. 
Outside housing slides out for installation—nothing 
to disassemble. 


e Ceiling fans packed complete in one carton. Inside 
housing immediately available for preliminary in- 
stallation. Carton includes motor, blade and grill 
in smaller carton. 


e Motor and blade mounted on one bracket installs 
by merely tightening two wing nuts. 


e All fans equipped with extra long ‘‘Break Off”’ 
bolts. Enables installer to compensate for wall or 
ceiling irregularities requiring longer or shorter bolt. 


e Grills removable by merely unscrewing center 
grill knob—no tools required. 


e 11 models to choose from. 


e Full 5 year guarantee on all models. 


“TC” SERIES Exhaust through ceiling 
for truly economical installation. ‘Reducer’ 
incorporates counter-balanced, automatic 
shutter. Adjusting hangers permit easy ad- 
justment of housing to desired distance 
below joists. 525 C.F.M. or 750 C.F.M. at 
fan discharge. 


“KE SERIES Wali switch or pull chain 
models. All models adjustable and are 
available for all wall thicknesses . . . 590 
C.F.M. or 800 C.F.M. 


Ask your jobber or write for fully illustrated catalog to 


BERNS MFG. CORP. 


3050 NORTH ROCKWELL STREET CHICAGO 18, ILL. 


the Associated Woods 





WESTERN y NE region 


Straight, close and uniform-grained, lightweight, light- 
colored, workable, nailable, paintable, Ponderosa Pine 
is the pick o’ the pines! Suited for all residential and light 
construction use — for fine paneling, woodwork, windows 
and doors — for furniture and specialty cuttings. 


Ponderosa Pine comes in 3 select, 5 common, 4 dimen- 
sion, 4 factory grades. You can order it in straight or 
mixed cars—together with the other woods of the 
Western Pine region—from most Western Pine Associa- 
tion member mills! 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


LARCH 
DOUGLAS FIR 
WHITE FIR 


INCENSE CEDAR 
RED CEDAR 
LODGEPOLE PINE 


get the facts DACA DIN 
to help you sell PONDEROSA INE 
Write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 

Yeon Bidg., Portland 4, Oregon 


(To obtain more data on advertised products see page 118) 





ENGELMANN SPRUCE 





SALES AIDS 


(begins on page 102) 





lieved iron) and Olde Copper. Mc- 
Kinney Mfg. Co., Dept. AL, 1715 
Liverpool St., Pittsburgh 33, Penna. 


For more data circle No. 39 on coupon, p. 118 


IS BETTER : 


snd Piers s What Yo Bach of % 


Wall Poster 

A new How-ell-dor wall poster 
illustrates 16 different stock-size 
and special-design residential and 
commercial garage doors. Measur- 
ing 20” x 27”, this poster identifies, 
in an enlarged photograph, each of 
the How-ell-tite hardware com- 
ponents. Howell Manufacturing 
Co., Dept. AL, Hasbrook and Cott- 
man Aves., Phila. 11, Penna. 


For more data circle Ne. 40 on coupon, p. 118 


Towel Rack and Closet Rod 
A new Sliding Towel Rack Dis- 
play includes both top and side- 


“Wow ell tite Bardens’ 


installed towel racks and demon- 
strates their operation and instal- 
lation. Over-all dimensions, 201,” 
long by 712” wide by 1014” high. 
Each display is shipped com- 
pletely assembled, in individual 
cartons, with both racks included. 
A new Closet Rod Display is fin- 
ished in ebony black and natural 
woods, with a polished brass iden- 
tification plate. Over-all dimen- 
sions, 1934” long by 654” wide by 
45,” high. The display is shipped 
completely assembled, including 
an 18” Closet Rod, in individual 
shipping containers. Leigh Build- 
ing Products Div., Air Control 


Products, Inc., Dept. AL, Coopers- 
ville, Mich. 


For more data circle No. 41 on coupon, p. 118 


P\ BARRETT ASPARLT swinGtes 


Centennial Window Display 


Barrett’s 3-dimensional window 
display ties in with its 100th Anni- 
versary, which the company is cele- 
brating this year. The display 
measures 32” x 36” overall. Through 
the oval cut-out is pictured in bril- 
liant colors a modern, Barrett- 
roofed home. The display is 
equipped with flasher and cord, and 
is being furnished to dealers han- 
dling or applying Barrett Asphalt 
Shingles. Allied Chemical & Dye 
Corp., Barrett Div., Dept. AL, 40 
Rector St., New York 6, N. Y. 


For more data circle No. 42 on coupon, p. 118 











ANACONDA 


... and create 
repeat business 
FOR YOU on Caulk 
Jobbers and distributors 
are invited to send for new 
prices and discounts on our 


complete line for all home 
and professional guns. 


- COPPER 


MINING COMPANY 


Our manufacturing facili- 
ties are devoted exclusively 
to caulking guns, nozzles 
and cartridges. 


Choose from 14 different guns and 
30 different nozzles. 


Lumber Department 


BONNER 


MONTANA 
cit beenieemaial 


(To obtain more data on advertised products see page 118) 


MANUFACTURING CO. 
7508 QUINCY AVE. * CLEVELAND 4, OHIO 
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STRIP e 
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FLOORING 


Members: M. F. M. A. N. HLL A. 





QR ee 
HOLT HARDWOOD CO. 


Manufacturers of 


BEECH e 
BLOCK 


OAK 


HERRINGBONE 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


GRADED SAWDUST 


High Grade Northern Hardwoods 


Custom Kiln Drying 


N. H. & H. M.A. 


OCONTO, WISCONSIN 





Because every home every- 
where is expesed to the menace of 
moisture, the ingenious Midget Louver 
is an easy (and profitable) product to 
sell. Installed at roof overhangs, gables, 
eaves, sidewalls, unexcavated areas or 
wherever there are danger spots, 
Midget Louvers provide proper venti- 
lation—permanently protecting against 
the damage of condensation. Moisture 
blistering of paint is virtually elimi- 
nated; the efficiency of insulation is 
maintained; rot is prevented, because 
dry wood does not decay. These rust- 
proof all-aluminum ventilating units 
are quickly installed by anyone; just 
drill a hole and push in place. They 
protect for life, without attention. 
Write for full details. 

Midget Louvers are made in 7 sizes (1” to 
6”)—with and without rain deflectors 
All are screened to keep out insects. 
The aluminum louver is the original lou- 
ver. Don't accept ‘second best’’ substitutes! 
We're telling and selling your customers 
on Midget Louvers in all these national 
magazines: Popular Mechanics, Popular Sci- 
ence, Better Homes and Gardens, American 
Home, House and Garden, House Beautiful. 


Quick and easy to install. 
Just drill a hole and push 
in place. No nails or screws 
needed. 


7S 


“A House That Breathes is a Better House” 


MIDGET LOUVER CO. 


6 WALL STREET ° 


SUILDIN¢G 


Propucts MERCHANDISER 


NORWALK, CONN 
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Ayanize 


Credit Policies 


WORK FOR YOU” 


P.S. We'll be glad to wal 


... says Wesley Gilmour, 
Credit Manager, 
Kyanize Paints, Inc. 


Dear Friends: 


At a recent sales meeting, 

one of our salesmen said, I 
rated as one of the star per- 
formers of the sales depart-— 
ment! It made me very very 
happy, for I have always felt 
that a credit department 
should help a man buy, not hold 
him back, and if my attitude 
toward credits helps Kyanize 
salesmen — that's swell by me. 


You see, we don't go by the 
book. We get personal. We ask 
lots of questions. Sometimes if 
it's important we hop out and 
visit your town — but we're not 
tough! We like the word "OK" on 
an order much better’ than 
"Hold." Kyanize credit policies 
work for you! 


Ask our salesmen. Ask our ace- 
counts. Come in to the head of- 
fice and check with us. There's 
many a fine solid profitable 
successful account on our books 
today that never would have sur- 
vived that second year in busi- 
ness if we had not given under-— 
standing cooperative help. 
Let's talk it over, man-to-man, 
as friends, and future business 
partners... 


Incidentally, have you seen our 
new Vinyltite Primer Sealer? 
It's terrific! you can 
prime and finish coat the same 
day with 100% hold-out. 


~ Cordially, 


Kyanize faints, Inc. 


you com 


lete information if you'll fill in ahd mail the 


Sales Department 

K yanize Paints, Ine, 
nd & Boston Sts 
k-verett 49, Ma 


1 e , 
Please send me without obligation information on what Kyanize has to 
Policies, 


and all the rest 


offer me Credit 


Franchise 


Signed 


Name of Store 


Street Address 


City & State... .cssees 


‘tet re | 


ww 


Products, Discount Plan, Protective 


(To obtain more data on advertised products see page 118) 
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Cl 
penta ALL NO. 5 


Gracefully designed, yet fully adjust- 
— able for nearly all wood or metal doors! 
x Made of silvery-satin Alacrome that 
en will not rust or tarnish. Patented holder 
makes installing easy!Surface clamps 
for fastening grille to outside of 

door included, 


Attractive Display Carton 
Shows "em and Sells ‘em! 
Each grille packed in individual, color- 
ful carton with complete instructions 
™ for installing and suggestions for 
— arranging scrolls. Really an eye-catch- 
PS OH > Bg display 


) 


Beautihies Seven Door 


PROTECTS THEM, TOO!.. 


FITS-ALL no. T—instantly adjustable to all screen 


doors. Accordion-like action permits expansion from 16” to 
30%" in width between stiles and from 4014” to 3034” high. 
Squared up size is 3034” x 3034”. Packed 12 to carton—screws 
furnished. Made of Alacrome—-silvery-satin finish. 


FITS-ALL NO. 2 For doors with divided sections. 


Each side adjusts from 13” wide and 1934” high to 1414” wide 
and 1714" high. Will not rust or tarnish. Packed 12 pairs to 
carton 


FITS-ALL nO. 3 —For lower section of door with 


cross-bar. Fully adjustable from 14” wide and 32'4” high be- 
tween stiles to 25” wide and 25” high between stiles.Silvery-satin 
Alacrome finish. Packed 12 to carton. 


FITS-ALL no. 4 For upper section of doors. Ad- 


justs from 1914” wide and 34” high between stiles to 3344” wide 
and 2034” high between stiles. Will not rust or tarnish. Packed 
12 to carton. 


FITS-ALL NO. 7 Adjusts from 18” wide to 32” 


high between stiles to 2434” wide to 27” high. Squares up at 
26” x 26". Packed 12 to carton 








ORDER TODAY! Your order will be shipped same day received! 
MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY, OKLAHOMA 
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FITS-ALL . $6— ly i FITS-ALL NO. FS— Fits full- 
stalled 4.3 tany poe AR 4 size panel. Adjustable from 22” 
Sladoel Alaeveme wthdinece. to 30° wide and from 75° to end 32° 
satin finish—will not rust or 55* high between stiles, Packed installed 
tarnish. Packed in individual 6 to carton. oun 
carton. 


Me-WAY 



















Ny-WAY PUSH Nu-WAY DELUXE 
GRIULE—4” high, PUSH GRILLE 

made of silvery-satin 

ae 5 aaene 

pees rom 24” to > 
26” and 36” fits Silvery-satin finish, 
between stiles from will not rust or tar- 
28° to 30°. Packed i oe nish! Packed 12 to 
12 to carton. —= carton. 
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GRILLE ORNAMENTS YOUR INITIAL 


ttaches to near! as GOES H 
aie y all ERE 
screen door grilles. iM, 
of cast aluminum ae UKE THIS. 





































<< colorful outlining, Comes C 
| IN individual envelope with 
; structions, clamps and and mounts on biz 
SF - olts. acked 2 
© with scre 
f \ f - +" ° Attracciy 
Nie ue 
y \) ALLARD BRONCO STEER 
© Z) SZ ey eo 
ry} , | 
oO iia S&S vv. 
Ap Aij.,. nih hw as SEA GULL SAILFISH 
Nv-ART ORNAMENTAL ALUMINUM / ; G 
—lIdeal for trellises and other dec. nN RK A \ } P 
orative uses. Comes wide . ZB y “ MAIL 
Y ly sawed. Silvery-satin SAILBOAT PANCHO ; WS BOX SCREEN DOOR GRILLE 
will not rust or ta PEDRO SQUIRREL 
Packed in individual display carton 






NEW> £t EQUIPMENT: 


+. 
New Concrete Mixer 

The tractor powered Tractormix 
concrete mixer has a 7.5-cubic foot 
drum which will deliver three to 
four cubic feet of mixed concrete 
per minute. A telescoping shaft is 
furnished to fit all standard trac- 
tors eliminating the need for a 
special gasoline or electric motor. 
United States Forge & Foundry 
Co., Construction Equipment Div., 
Dept. AL, Pulaski, N. Y. 


For more data circle No. 43 on coupon, p. 118 


Portable Support 

A new portable support for use 
with gravity conveyors is of all- 
welded construction and is capa- 


ble of holding a 10-foot section of 
gravity wheel or roller-type con- 
veyor plus the maximum load of 
either. Adjustable arms of this 
new support Speedtrux, can be 
moved up or down so that conveyor 
line can be raised or lowered to 
any height desired. Support Speed- 
trux casters are of hard rubber, 
three inches in diameter. Alter- 
nate lock-type casters can be ob- 
tained upon request, as well as a 
caster locking device which can 
be installed in the field. Speed- 
ways Conveyors, Inc., Dept. AL, 
202 Rhode Island St., Buffalo 13, 
N. Y. 


For more data circle No. 44 on coupon, p. 118 


Powermatic Planer 


The Powermatic Model 100-12” 
Planer is a completely redesigned 
12” x 5” Single Surfacer. Exclusive 
roller mounting greatly reduces 
roller and bearing wear and im- 
proves efficiency of machine, 
claims the manufacturer. Other 
features include: two-inch feed 
rolls controlled by positive action 
clutch mounted on front of ma- 
chine: feed mechanism driven by 
V-Belts from cutterhead, eliminat- 
ing gear transmissions for trouble 
free drive: three-inch three-knife 
safety type cutterhead (mounted 
in sealed for life ball bearings) 
turns 4400 RPM: 12” x 24” cast 
iron table is equipped with two 
idle rolls for friction free opera- 
tion. Powermatic Machine Co., 
Dept. AL, McMinnville, Tenn. 








There’s a 
BESSLER way 
to do it! 


There's an easier, better way to get your 
homebuyers up into their attics and 
upper floor areas! It's the BESSLER DIS- 
APPEARING STAIRWAY method. Used 
for over 40 years in new and old homes 
of every type. Safety-engineered In every 
detail. Meets all building codes. Aftrac- 
tively priced! Immediate delivery! 


SEE SWEET'S 


PREE BESSLER 
CATALOG! 
Gives complete specifi- 
cations on 7 Bessler Dis- 
appearing Stairway 
models. Hundreds of 
thousands in daily use 
More sales and service 
features than any other 

type. Write now! 


For more data circle No. 45 on coupon, p. 118 





Dealers everywhere have found 

this to be true. Are you getting 

your share of this profitable business? Send 
for literature and familiarize yourself with 
Stewart products. In addition to fence, 
there are scores of iron and wire products, 
and every item fits into the building field. 


Write for catalogs today. 


Chain 
Link 
Wire 
Fence 
in 
several 
types 
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Bessler 
Disappearing 
Stairway Co. 


1900-B East Market Street 


Akron 5, Ohio 
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STEWART IRON WORKS CO., Inc. 
2051 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 18866 








tron 

Picket 

Fence 

in many styles 


OTHEK PRODUCTS — 
Settees © Flagpoles 
Steel Folding Gates 
Bronze Plaques 

Wire Window Guards 
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IRON and WIRE 
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FOR QUALITY 
THAT BUILDS SALES, 
ALL EYES ARE ON— 


@O/,® 





Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS - CYPRESS 


End-Matched 
PINE, OAK, 
MAPLE AND GUM FLOORING 


Modern Moore Kilns— 
Planing Mill Facilities 


ROS. 
@ 
oa 


pS ton 


MELEY, SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 


TRIPLE PROFITS! 


with (DEAL 
AU Purpose Self- Unloading 
WAGON BOX KITS 


% PROFIT 
from KITS 


= ye PROFIT 
from LUMBER 


x PROFIT 
from EXTRAS 


and SATISFIED CUSTOMERS! 


Figures show 500,000 wagon boxes will be purchased by U. S. 

Farmers this year. A tremendous market! Now, you can ler your 

farm customers a saving of about $220.00 and make a 75 

profit on each Ideal Wagon Box Hardware Kit you se'!l. Profit on 

hardware kit, profit on your lumber, profit on paint and other 

items he may purchase plus the fact you have a satisfied customer 
dhs who made a substantia! saving. 


art 
FANS 


IDEAL 





| HI | 


a . 


4-Color Counter Display and literature plus 
sound consumer advertising will help you sell 
these kits. 


MANUFACTURING COMPANY, 
MONTICELLO DEPT. AL-3, IOWA 





BuILDING Propucts MERCHANDISER 





(To obtain more data on advertised products see page 118) 


GOLDBLATT MASON TOOLS 


H QUICKER TURNOVER 
‘> MORE PROFITS 
H REPEAT CUSTOMERS 


| FINEST QUALITY 
Give Your Customers GREATER VALUE 


1 LONGER WEAR 





Give YOU 


I 


—_ + 


a an 


BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


| 





BRICK 
TROWEL 


BRICKLAYERS’ 
LEVEL 


COMPLETE LINE 
of DRY WALL TOOLS 


Now, Goldblatt offers a 
complete line of tools and 
equipment specially de- 
signed for Dry Wall appli- 
cators. Everything needed 
to make wallboard installa- 
tion faster and easier. 
Don't miss this opportunity 
for additional sales and 
profits. 


SEND TODAY ™ 
FOR FREE NEW 
1954 CATALOG 


Write for vour 1954 copy 
of Goldblatt’s illustrated 
catalog describing the 
largest and most complete 
lire of masonry tools and 
supplies. 


VW FIRST CHOICE OF THE TROWEL TRADES 


y] 
oldblatt) rooL COMPANY 


1924D Walnut S$t., Kansas City 8, Mo. 


111 





NEW \.. LITERATURE 


An efficient way to record facts on 
magnetic tape, combining speed, sim- 
plicity and operating ease, is now 
available with the new Remington 
Rand Unityper Il, an integral com- 
ponent of Remington Rand’s Univac 
electronic data processing system. 
Bulletin EL132, describing the Rem- 
ington Rand "Golieeer II, complete 
with specifications, can be obtained by 
writing Remington Rand Inc., Dept. 
AL, 315 Fourth Avenue, New York 
10, N. Y. 


For more data circle No. 46 on coupon, p. 118 


“Guide to the Finishing of Natural 
Philippine Mahogany Siding,” de- 
scribes important do’s and don’ts in 
the finishing of this durable hardwood 
for the architect, builder and home 
owner. Prepared as the result of the 
growing use of Philippine mahogany 
as exterior siding this folder sum- 
marizes tested procedures for natural 
exterior finishing. Insular Lumber 
Sales Corp., Dept. AL, 1405 Locust 

t., Philadelphia 2, Penna. 


For more data circle Ne. 47 on coupon, p. 118 


“Room Designs with Jalousies” is a 
booklet which points out the many ad- 
vantages of using a jalousie as a pri- 
mary window. The booklet illustrates 
the advantages of the Louv-Air Ja- 
lousie to the builder of new homes, 
such as eliminating many window 
framing operations, including rain de- 
flectors, which are built into every 
Louv-Air jalousie. Sconzo and Sons, 
Dept. AL, Bayport, L. L, N. Y 


For more data circle No. 48 on coupen, p. 118 


Sea Swirl is manufactured by As- 
sociated Plywood Mills, Inc., from se- 
lect Douglas fir. A special process has 
been found to remove the soft growth 
leaving the natural grain in pleasing 
swirls and contours. The 4’ x 8’ panels 
can be painted, stained or left in soft 
natural tones and is lightweight, splin- 
ter-proof and easy to apply. Descrip- 
tive literature and illustrations of 
office and home uses of Sea Swirl may 
be obtained without charge. Asso- 
ciated Plywood Mills, Inc., Dept. AL, 
P. O. Box 672, Eugene, Ore. 


For more data circle No. 49 on coupon, p. 118 


Detailed specifications on the Ger- 
linger models of long and short wheel- 
base fork lift trucks are included in a 
catalog which is fully illustrated with 
photographs of job-proved Gerlingers 
in use. Two pages are devoted to at- 
tachments which fit ail Gerlinger fork 
lift trucks. Gerlinger Carrier Co., 
Dept. AL, Dallas, Ore. 


For more data cirele No. 50 on coupon, p. 118 


Staminite Acid-Proof Cement is dis- 
cussed in a four-page bulletin which 
gives detailed information on mixing, 
as well as all other necessary applica- 
tion data. Staminite is a chemically 
setting cement and does not depend 
upon acid washes to become acid proof. 

tobinson Clay Products Co., Dept. AL, 
65 W. State St., Akron 9, Ohio. 


For more data ee % Ne. 51 on coupon, p. 118 


Featuring Tow-Line Systems for 
cost savings, production-line materials 
handling in warehouses and freight 
terminals, a new bulletin illustrates 
13 different models of floor trucks. 
Five different types of tow mechanisms 
for use with either overhead or under- 
floor powered conveyors are described. 
Write for Bulletin 54-TL, Nutting 
Truck and Caster Co., Dept. AL, 1125 
W. Division St. Faribault Minn. 


For more data circle Ne. 52 on coupon, p. 118 


Awning Equipment for fabric and 
metal awnings is the subject of a 
folder made available by the Astrup 
Company. Operating equipment, con- 
trols, gears, mechanisms, lateral and 
outrigger arms, plus all types of awn- 
ing fabrics are featured. Astrup Com- 
pany, Dept. AL, 2937 W. 25th St., 
Cleveland 13, Ohio. 


For more data circle No. 53 on coupon, p. 118 


How properly planned materials 
handling can reduce production costs 
is explained in a new, non-technical 
guide. Entitled “The Materials Han- 
dling Cost Cutter,” the guide is in- 
tended to help the general businessman 
analyze his own materials handling 
problems. It is available free of 
charge. Automatic ‘Transportation Co., 
149 W. 87th St., Chicago 20, Il. 


For more data circle No. 54 on coupon, p. 118 





Phones: 8.8747 . 5.119) 





BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Memphis 3, Tennessee 
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May 3, 


Practical answers to everyday ques- 
tions on glues, glue mixing and spread- 
ing, gluing equipment and methods, 
laminating, plywood and veneer, core 
problems, moisture content, hot and 
cold pressing, methods of testing glue 
joints are presented in a compact new 
book just published by WOOD & 
WOOD PRODUCTS, 

The 100-page pocket-size book, en- 
titled “150 Gluing Questions and 
Answers,” is by Thomas D. Perry, a 
veteran of more than 40 years’ practi- 
cal experience in glue room problems. 
Single copies sell for $1.50 postpaid; 
attractive discounts on orders for five 
or more copies. WOOD & WOOD 
PRODUCTS, Dept. AL, 139 N. Clark 
St., Chicago 2, Ill. 


For more data circle No. 55 on coupon, p. 118 


A fabricating bench, on which all 
four basic members of modern Teco 
trussed rafters may be cut and 
grooved, with precision that assures 
accurate assembly and efficient per- 
formance, has been designed by Tim- 
ber Engineering Company. Scale draw- 
ings of the fabricating bench layout, 
and copies of the new booklet, “How to 
Build Wood Frame Teco Trussed Raft- 
ers,” are available. Timber Engineer- 
ing Company, Dept. AL, 1319 - 18th 
St. N. , Washington 6, D. C. 


For more ans circle No. 56 on coupon, p. 118 





Information Offered 
In Advertisements 

F . pay a a A Tarouah Tha thls ec : 
this —. A, a 





ADVERTISING ASSISTANCE: Informa- 
tion; Home Maintenance & Improve- 
ment. See adv't p. 79. 

AWNINGS, aluminum: Promotion aids; 
Lock Vent, Inc. See adv’t p. 12 

CLOSET LINING, red cedar: Folder, 
booklet; Geo. C. Brown & Co., In 
See adv't p. 66. 

CONCRETE MIXERS, truck: Catalog; 
Jaeger Machine Co. See adv't p. 45 
DOORS, combination: Sales aid; The 
Weather-Proof Co. See adv't pps. 92- 

93. 

DOORS, flush: Information; Grand Tra- 
verse Sales Co. See adv't p. 2. 

DOORS, garage: Literature, plans book 
Strand Garage Door Div., Detroit Steel 
Products Co. See adv't p. 6. 

DOORS, hollow metal: Information; 
Ceco Steel Products Corp. See adv’t p 
21 

DOORS, _ flush: Literature; Mohawk 
Flush Doors, Inc. See adv’t p. 97. 

FANS, ceiling, wall Catalog: Berns 
Mfx. Corp. See adv't p. 105. 

FANS, knocked down: Information; 8. J 
Stewart (Electric). See adv’t p. 40 
FENCE, iron and wire: Catalogs; Stew- 
art Iron Works Co., Ine. See adv’t p 

110 

FENCE, wood: Catalog; Wood Products 
Co, See adv't p. 118 

FLOORING, hardwood 
ature; E. L 
84-85. 

GLASS, window: Booklet; Libbey- 
Owens-Ford Glass Co. See adv’'t p. 89 

GLASS BLOCK: Descriptive informa- 
tion; Owens-Illinois. See advy’t pps. 34- 
35. 

HARDWARE—hinges: Display unit; C. 
Hager & Sons Hinge Mfg. Co. See 
adv't p. 19. 

HARDWARE—locks: Display unit, in- 
formation; Sargent & Co. See adv’t p 
25. 

HARDWARE—locks: Catalog; Yale & 
Towne Mfg. Co. See adv't pps. 14-15. 


(continued on page 114) 


Sales aids, liter- 
Bruce Co, See adv't pps 
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straight as 
an arrow 


perfectly 
squared 








soft 
— textured 


You can count on satisfied builders if you furnish 
them with Ozan Arkansas Soft Pine. This lumber 
has a national reputation for soft texture, easy 
workability, precision cut and attractive appear- 
ance. It builds easier, better and permanently, for 
every foot has been continuously inspected and 
graded for uniform top performance. We invite 
you to increased sales, satisfaction and profits. 
Ozan Lumber Company, Prescott, Arkansas. 


— Sawing Wood Since 1891 — 














BUSS No. 41 PLANER 


PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 





A MEDIUM size, wedge-adjusted planer 
which is widely used in nearly all 

phases of the wood-working industry. 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 

rolls, instantaneous mi- 

crometer control of 

pressure bar, shearing 

bar and other 

highly desirable 

features. Sturdy, 

semi-steel cast 

frame. Capacity: 

24", 26" of 30" x 

8. A real pre- 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—No. 54. 


MACHINE WORKS 


238 EIGHTH ST., HOLLAND, MICHIGAN 
REE ES TN ER a TR aS 


3UILDING PropucTs MERCHANDISER 


BUILD MORE PROFITS 





*& LITTLE AMERICAN—the 
ONLY floor sander sold with 
a 5-Year Service Guarantee! 


Experience proves American Sanders 
produce top rental profits due to easy oper- 
ation, professional-type results, and ex- 
tremely low maintenance. Practically tam- 
per-proof .. . ideal for Do-It-Yourself! 


% Send today for FREE booklet describing tested rental 
plan. The American Floor Surfacing Machine Co., 521 So. 
St. Clair St., Toledo 3, Ohio. 


AMERICAN Performance Proved Machines 
+» + Nation-Wide Service 





Easy opening sections 

™“, 
aa elaiccig Ever Ready Catalog Holders 
keep catalog data at correct 
reading angle with both 
hands free they can be used 
on sales counters, buyer's 
desks and in warehouses for 
quick reference. Dozens of 
other uses. 





No. 12 completely filled with 
ten additional sections. 











Save Time « Temper ¢ Money! 


Ever have the éxperience of searching for a 
catalog for a waiting customer and find it 
was like looking for “a needle in a hay- 
tack?” Most likely you were able to find 
it easily — at a later date — when you 
were hunting for another catalog. Ever 
Ready Catalog Holders keep every catalog 
sheet instantly available and in place. Each 
section holds one inch of punched sheets 

keeps them ‘n place makes them in- 
stantly removable without disturbing the 
balance. ONLY $5.65 Starts You Off — 
Order Additional Sections As You Need 
Them! 


ity 
NOTE: Types of punching —— Kolamaroo 4-post []. Ring Binder 3-post () 


Money Back Guarantee! ___ 


(To obtain more data on advertised products see page 118) 





H om DWARKE liding door: Literature SHINGLES Color guide; Ruberoid Co Century Engineering Corporation, 
ack, idea center; Kennatrack Corp See adv't p. 26 Dept. AL, Cedar Rapids, Iowa 
Bee adv't p. 41 STAIRWAYS, attic: Catalog; Bessler . ~ : " me ‘ 
H AR DW ARE window Information; Disappearing Stairway Co. See adv't For more data circle No. 57 on coupon, p. 118 
Casement Hardware Co. See adv't p p. 110 
ye TARPAULINS: Sample, Angier Corpo- . : . 
INSULATION, blanket: Sales aids, in- ration. See adv’'t p. 99. ‘Steel interior doors, frames and 
formation; Baldwin-Hill Co. See adv’t TOOLS, mason’s: Catalog; Goldblatt sliding closet door units are illustrated 
p. 30 bet . Tool Co. See adv’t p. 111 with photographs, cut-away installa- 
LAl r TRt CEs: Saliettn 17; Milent Hoist TOOLS, power: Bulletin No. 54; Buss tion sketches and dimensional draw- 
. VFOR6 Se ee ee ees Machine Works. See adv’t pp. 113 ings in a new booklet. Building 
" - tad Oe eee ee eaainns Oe Foote, power Catalog; DeWalt, Inc Products Div., American Welding & 
mm . . . See , 36 . ’ 
See adv’t p. 8 O08 REVS p. Manufacturing Co., Dept. AL, 400 


TOOLS ro 70 . ‘ - * , * 
LUMBER, engelmann spruce: Booklet ' Werke ag : igor: Tannewitz Dietz Road, Warren, Ohio. 
Pack River Sales Co, See adv't p. 4% en . 


TRUCK ¢ a ) * Cats . r For more data circle No, 58 on coupon, p. 118 
LUMBER, ponderosa pine Booklet, I pt Be Be on: Cotaten: R-B 
Western Pine Assn, See adv't p. 105 , © p ~ 


WAGON BOXES: C er di ay - : 
LUMBER, west coast hemlock: Litera- Se eee oenter a g Nag: Plaswood is a strong hard panel 
ture, sales aids; Weyerhaeuser Sales : 1 , ‘ nie r 


; : : adv’t p. 111, board, made from specially treated 
(‘o. Bee ady't p. 16 Pend ot . . : | d fibers, b led Jer heat 
LUMBER teen witte ele: Meok WiNDOWS, awning: Display unit, in- ong woo ers, bonded under hea 
4 ¢ P A Ibe he ~ wore ‘ Py > lnete’ cia "See formation; Ludman Corp. See adv't and pressure with a spec ial resin 
‘ j e i ) s on ‘ d See 50- . 7 
adv't p. 33 wien , binder. Sizes, specifications, and uses 
JAILS, acoustical tile: Samples, descrip oem | eee en al oe ine are featured in a four-page folder. 
a a John Hassall, Inc, See Russell Co. See adv't p. 57 Southern Plaswood Corp., Dept. AL, 
aay ) vo 
, a a a ere WOOD PRESERVATIVE: Display unit, Post Office Box 123, Hope, Ark. 
VAILS, roofing: Samples, booklet; Den sales aids; Cuprinol Div. Darworth, 


iston Company. See ady't p. 91 Inc. See adv’t p. 48 


For more data circle No. 59 on coupon, p. 118 
PAINT Information; Kyanize Paints 
-- be - os , ~ wns ~ Assembling aluminum frame screens 
"ANELING, hardwood plywooc ’romo : h subject of new catalo ro- 
tion kit; Hardwood Plywood Institute ; v is the subjec a ° g pr 
See adv't p. 103 NEW LITERATURE duced by the L. S. Wilson Mfg. Co. 
PIPE: Sales aids; Orangeburg Mfg. Co., (begins on page 112) The manufacturer claims that practi- 
Inc. Bee adv't p. 95 cally no investment is required to set 
PLYWOOD, douglas fir Sales aids; ) : : : ssembly operations. L. S. 
Douglas Fir Plywood Assn. See adv't Suggestions for heating economies Puen ute Co Dept AL, 7421 Ss 
p. 65 and for making homes more comfort- [ is Blvd. Chicago 36 — 
RAILINGS, Iron: Descriptive literature; able the year round are given in a aupepusn Aertteey: ERGO Shy. om 
kh. G. Coffman Co. See adv't p. 120 consumer booklet. It describes the For more data circle No. 60 on coupon, p. 118 
? prs-oty Gag RE, nee Bes: most acceptable applications of warm 
Co. See adv't p. 113 ; air and wet heat and explains how Residential locks in the new 500 
CREEN CLOTH: Demonstrator, Lum Century furnace units can be easily concave series are described in a color- 
ite Div., Chicopee Mills, Inc, See adv’t interchanged to gas or oil firing. All ful brochure. Each lockset in the line 
D. 266 Century products are illustrated in- is illustrated and installation aids for 








sCREENS, tension type: Sales aids, in 


iaomutiias tdeadie ae to a. cluding the new Cooling unit and Air this line are included in the folder. 
adv't p. 27 ai ks , , Purifier-Humidifier. This booklet, Western Lock Mfg. Co., Dept. AL, 211 
SHEATHING: Information: Southern “Home Owner Guide to Better Liv- N. Madison Ave., Los Angeles 4, Calif. 


Plaswood Corp, See adv’t p. 55 ing,” can be obtained free of charge. For more data circle No. 61 on coupon, p. 118 


for the “DO IT | Your best source of supply 


” | ede for fast-selling 
yr mcallRcneewegd| RUSTIC WOOD 


ARDS and brackets for a thousand and ee ra Pr) FENCE 


one uses . . . Book shelves * Cupboards Continued building, bi 1 } 

* Stockrooms © Store fixtures « Linen © Continued building, bigger market, zooming sales—get your share 

dete E Uiadiddnn chants ¢ Chien dined of the increasing RUSTIC WOOD fence business ... We make 
me Gusere, prompt shipment on all types—old-fashioned post and rail, English 

etc., etc. ... type hurdle, rustic gates. Specially selected chestnut rails; lifetime 

“PARKER” ADJUSTABLE | /ecust posts. Write for information and prices. 


ond agile Witied. tenthen MARLEAU-HERCULES 
snap in and out easily and re- 3610 Detroit Ave. Toledo 12, Ohio 
quire no tools. Shelves can be 


raised or lowered instantly as ' 
required. Alternate slots are 2 MILLION 
numbered for easy lining up IN USE 

of shelves. Eliminates ROPES, winDow 


Made of heavy gauge steel, PULLEYS, WEIGHTS, | Sonvuee 


electro plated rust-resistant and SPRING BOLTS 
finish. Made in 12 ft. lengths. 


Can be furnished in any length bg NAILS 














ERECEEES 


a 


to order. LOW IN COST. SCREWS 
Immediate shipment RATTLES 
from stock! Replaces Worn-out SASH CORD || || 30c per pair 

Are you on our mailing list? : SPECIAL HARD 


SPRING BRONZE 
S. PARKER HARDWARE MFG. CORP See your JOBBER | 


LEIDGEN SPECIALTY CO. Oconomowoc, Wis. 


























Box No. 103 York 2, N. Y 





(To obtain more data on advertised products see page 118) May 3, 1954, AMERICAN LUMBERMAN & 











THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C 




















Reduce Delivery Costs 
and Speed up Deliveries 


TRUCK BODY 


PADGETT - SMITH 
OAK FLOORING 


is preferred for sch« — homes, all com- 
ooh stock manu ed into beautifu A 
Load or Unload a Load sie Gasing dathdan eae aaaee 
e 

or Half Load at a Time dgett-Smith trailers give direct deliv 

vithin 500-606 a. radius. Or can v2 
Easy Assembly & Mounting 

Write, wire or phone for Catalog ond Prices 


mercial and institut nal uses It’s quality 
hi 
te ym "more aia 
a 
Complete Beds Shipped KD promptly to other points. 
Re 
Wr 





ntatives i s 
=> @ one fo articulars! 








The R-B COMPANY 


1921 Guinotte "ADGETT- Sarre FLOORING CO. 
KANSAS CITY 1, MO. PHONE 31 MOUNTA M 


BUILDING Propucts MERCHANDISER s see page 118) 








Classified Advertising 


Terms — Cash With Order 





All ade tor 


classified 
lisher’s office 14 days Preceding 
Neation. Advertisements are 


coor mt be — 


AMERICAN LUMBERMAN, INC. 
199 WN. Clark St., Chicego 2, M1. 





HELP WANTED 





Wanted an assistant su tendent for plant 

making s al wood —— and veneered 

doors. foreman for sash and door 
triment. Address Box 8-35, American Lum- 
rman, Inc. 


Wanted: Salesman to call on large industrials 
in Chica *e wor Top line of hardwood ply- 


HELP WANTED 





LUMBERMAN 
We need a young man with at least three 
ears experience in the retail lumber business. 
hooty by letter to the Whelan Lumber Com- 
ving all pertinent in- 


Topeka, Ka 
i ae — education and 


ormation about experience, 
references. 





SITUATIONS WANTED 


SALES REPRESENTATIVES 
WANTED 


DISTRIBUTORS WANTED 

New line of Grandview Birch paneled kitchen 
cabinets offered in standard modular sizes. 
Also Formica te and counter tops. Write 
City) “1a0k Se S '_ th 71. 
treet on h 
Gountulow Products Co. (haburten’ Ronse 
Grandview, Mo. 


Distributor Wanted — Manufacturer KD 
door frame with | wide _ anee seeks dis- 
tributor with Give 














MILLWORK—DETAILING 
fi of millmen with yecrs of experience 
offer a detailing and d service. Guar- 
anteed results. Reason Cost. Excellent 
ae Address Box R-59, American Lumber- 
man, Inc. 





LUMBERMAN: DIVERSIFIED EXPERIENCE, AC- 
TIVE Retail coe, Office, es. Relocate. 


ties. Congenial, enthus- 
iastic. ppiddress Box §8-28, American Lumber- 
man, 





Middle-aged man_with 10 years practical shop 
experience, 15 years detailie and 5 years as 
superintendent with large concerns making 
special millwork, cabinets and fixtures, seeking 
position with oe concern in same line de- 
tailing, billing and supervision of fabrication. 
Address Box 58-61, A Inc. 








NEED CAR UNLOADERS? 
Use ~y 4 Inc. tn We unload od your 
lumber in a hu 
INC. in Milwa 4 "Chics — — 
land, Cincinnati, St. Louis, Pittsburgh 
—or write Mr. Richmond, Manpower. 
ie, Oe W. Kilbourn Ave., Milwaukee 
3, le 


eg +. 1 i 


ogee? child, desires chall 





age 29, mar- 


full 
details o/ qsgupieationsl © set up. , a Steel 
Products Co., Mount Vernon, N. Y. 





Manufacturers Representative for glue hly- 
rated in woodworking industry now offered 
first time in Handy Pack for do- Scouse mar- 
ket. Ideal for man calling both woodworking 
plants and lumber dealers. Good tie-in ply- 
wood, hardboard, or plastic laminate repre- 
sentative. Write Box S-59, American Lu r- 
man, Inc. 





WANTED — RAILS 
RAILS WANTED 
Any weight—any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg., St. Louis 1, Mo 
STEEL RAILS 


16#, Bab a 30, 35H, 40% and Heavier 


iT STEEL CORPORATION 
518 Devden't St., Charleston, West 








RAILS, New and Relaying 
M. K. FRANK 
480 Lexington Ave., New York, N. Y. 


BUSINESS OPPORTUNITIES 


Ahoskie ae | Co. Inc., of Ahoskie, N. C. 











with sound progressive organization enga ed 
in le, or retail of lumber 
and building materials. Presently employed as 
assistant manager family-owned lumber yard 
in midwest. Thoroughly experienced in retail 








wood an ood. Salary and exp 
Address i ~ y 4-- Lumberman, Inc. 


Wanted: Assistant to Sales x, ote 
sale plywood and millwork in Chi- 
cago area. Must be accurate with yet 
able to assume res: Ny Prefer = os with 
some knowledge of millwo 

surate with ability. Address Box 8-70, ), Ameri. 
can Lumberman, Inc. 





Leg Band er, right hand 
8 ft. Allis mill, gun feed and Trout set works. 
on ~~ mestic hardwoods. Plant 
located Eastern Seaboard. Write references 
and qualifications Box T-20, American Lumber- 


man, Inc. 


First Class 





Production Manager for large millwork plant 
in South doing stock and special work. Ex- 
ceptional opportunity for thoroughly experi- 
enced executive th top previous record. 
fully Box T-21, American Lumberman, 
ne. 








Y heed bedkins - i ; line ~ d —— 
of hea okkeeper for a line yard com 
Address Box T + a : pany. 








WANTED: Young man with knowledge of —_ 
ber and building for 





t to 
buyer for line yord com Addre be 
TD. American tdambernes ~4 +; x 


WANTED: By cunts Sash and Door a 
facturing Company in central Illinois 

estimator familiar with Cost Book A. Must be 
able to endeetend specifications, = and fig- 
wt all plans. Give ie od wi . 
and salary e t our a plication. 
Address Box T- . 











WANTED: A with some retail patties 
pomigrennt, oe has found that his main 
interest is selling farm buildings. We sell 
complete building es and turn-key 
erected jobs, plus a complete baiting mate- 
rials pulmo service oppor- 


tunity-—sala u can earn. Ad- 
dress Box 725. _— le Lumberman, . 


116 


dising. Aggressive, capable and will- 
to work. Opportunity for advancement 
- & precedence over salary, relocation or 
business classification. Address Box 
American Lumberman. Inc. 


Hardwood Grader desires position as I t 
or Yard Foreman. Experienced all species in- 
cluding Philippine gn A N.H.L.A, rules. 
Married, age 37. Will ocate anywhere. 
References. Address Box American 
Lumberman, Inc. 








wi, -_ 2 hb leak set 


E for 

with a future. Large or small yard. " Knows 
building material. Also familiar with office 
routine. Capable of managing a —~ Address 
Box T-32 American Lumberman, 








SALES REPRESENTATIVES 
AVAILABLE 


Attention Lumber, Millwork and 

Building Product Manufacturers. 
We are sales representatives and warehouse 
jobbers eouee to several hundred lumber 
dealers in the New York, New Jersey area. 
Ii you have a new line or product can 
be merchandised to good advantage through 
lumber dealers, wo have the kind ef promo- 


tional sales tion 
that can do the job. Write to Box 8-38, Ameri- 
can Lumberman, Jac. 











SALES REPRESENTATIVES 
WANTED 


g of its new Wholesale 
Distribution Warehouse for Building Products 
for retail lumber dealers to serve North Eastern 
North Carolina M 1, 1954. In addition to 
merchandise we purchase, we Gre inter- 
ested in st 4, operas aa a 
consignment, to or as so 
bonded warehouseman will be responsible for 
all consigned If i tact 
us at once. 


For Sale by Owners | _ well known Eeubes. 
building material and hardware business in 
fast te as east coast area, near West 
Palm Beach. Large hardware store located in 
downtown sho g area. Lumber yard lo- 
cated on railroad with spe cilities. 
This business established in by owners 
and will consider selling both —r either lumber 
and hardware departments. For further par- 
ticulars, write Box Holder, Route 2, Box 343, 
Lake Worth, Florida. 











FOR SALE 


Exclusive right-of-way over a very large 
area which is the only logical and 
practical way to remove a vast amount 
of timber consisting of fine Pine and 
Fir timber in Northern California. Ap- 
proximately one and one-half billion 
feet. Off the highway trucks can be 
used all the way to R. R. and or Mill 
site. Address Box T-28, American Lum- 


berman, Inc. 





Bes wee S REPRESENTATIVES 
ANTED by Manufacturer of Nation- 
ait Advertised Sash Balance Combination 
ons oom complete line of Weatherstrip Products. 
Must have —g = among Sash one Millwork 
Manufacturers, Building Material Supply Deal- 
ers and Tract Builders. 
METAL STRIP vice. INC., 
. Mlinois. 


MASTER 1720 N. 
Kilbourn Ave., Chicago 39 


May 3 





Good retail lumber yard in Northern Illinois. 
Annual volume over §250. Real estate 
only — $45,000. 00. Well trained. personnel, ex- 

lient attractive look- 








ing property in ‘choice locati 
trackage. 
ALDEN F. HUNTER, REALTOR 


106 W. River Street 
Dixon, Illincis—Phone 3-822] 
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BUSINESS WANTED 


BUSINESS FOR SALE 





WANTED 


a lumber yard in good Iowa town. 
ox S-63, American Lumberman, Inc. 


To bu 
Write 





USED MACHINERY FOR SALE 





ELECTRICAL MACHINERY 


pert R ite Send us your 
v. M. RUSS UM & CO., Fort Wa 


FORK LIFT TRUCKS 


Ross 

Capacity 18,000 ibs. 
Lift 171, ft. 

Power steering 

All weather cab 


Hyster 

Capacity 15,000 Ibs. 
Lift 171/, ft. 
Hydraulic steering 
Hydraulic brakes 


1 Diesel Fork Lift Truck 
Capacity 10,000 lbs. 
Lift 10 ft. 

Power steering 

Power brakes 

Four wheel drive 


Ross 

Capacity 12.000 Ibs. 
Lift 14 ft. 

Power steering 
Power brakes 

All weather cab 


Hyster 
Capacity 7500 lbs. 
Lift 10 ft. 


Hercules engine 


Ross 
Capacity 15,000 Ibs. 
Lift 14 ft. 


Power steering 
Power brakes 
All weather cab 


The above trucks are reconditioned and 
guaranteed for 60 days against mechanical 
defects. We sell on time payments, and 
will take other equipment in trade. 

HARVARD EQUIPMENT CO.., INC. 

291 Cambridge Street 

Aliston 34, 


Mass. 
Telephone St-2-0826 
Distributors: GERLINGER FORK LIFT TRUCKS 


BUSINESSES FOR SALE 








for Sale by owner, retail lumber and hard- 
ware business, located in Southwest Louisi- 
ana. This is a real opportunity. Owner wishes 
to “9 = Address Box R-45, American Lumber- 
man, Inc. 


Michigan Yard for sale by owner. In good 
f ‘ing y. Doing good yearly busi- 
ness — good buildings and equipment. Have 
other interests. Address Box S-43, American 
Lumberman, Inc. 





YARD FOR SALE — Small, clean yard in good 
agricultural territory western Minnesota. Priced 


for quick sale. Address Box S-44, American 
Lumberman, Inc. 


RETAIL YARD 

Profitable, long established Michigan Industria! 
City location. $75.000 investment. Should yield 
25%. Leased buildings include living quarters. 
Address Box S-45, American Lumberman, Inc. 





Building s pply busi in Nent location 
in one of Colorado’s most prosperous cities. 
«ee ed 40,000 population trading area. 

1 sell buildings and inventory. Have other 


interests. Write Box S-46, American Lumber- 
man, Inc, 








Retail yard in America’s fastest growing sec- 
tion, Flerida gold coast. Owner retiring. Land 
lease or complete sale. Address Box $-66 
American Lumberman, Inc. 


BuiLtpinc Propucts MERCHANDISER 


Owner been in business for sixty years—wants 

to quit. Real Estate and Inventory worth 

$95,000.00. Can be bought with as little as 

$10,000.00 down. Ten years to pay remainder. 

Will discount $10,000.00 to some quick buyer. 
about very liberal terms. 


Joseph Binford & Son 
Cc rdsville, Indiana 





Retail Lumber and Coal Yard in Southeastern 
Michigan on Main ye | between Detroit 
and Flint, Michigan, in small town. Located in 
good farming and industrial section, also rapid 
subdivision territory. Have modern Feed Mill 
with complete farm supply. Hardware business 
been established over years doing nice 
volume. Have other business, must dispose 
of one. Address Box 8-65, American Lumber- 
man, Inc. 





LUMBER AND BUILDING Supply Business. 25 
miles from Columbus, Ohio. Has always pro- 
duced minimum earnings of 15% on invest- 
ment. Priced reasonably. Write for additional 


or P Address Box 
S-47, American Lumberman, Inc. 








Western Oklahoma Yard For Sale 
Located in center of large farm and ranch 
territory with one independent yard as only 
competition. Inventory lowered for quick sale. 
Good buildings. Owners have other interests. 
Address Box 8-67, American Lumberman, Inc. 


LUMBER YARD 


The most outstanding wholesal tration 
yard in the Southwest is for sale due to 
owner's retir t. An 1 opportunity. 
Address inquiries to Box S-68, American Lum- 
berman, Inc. 








Retail lumber and building supply business 
located southwestern Michigan, in resort areu. 
Gross sales over $100,000.00 per year. Owner 
wants to move to different climate. Price $35,000 
plus nventers, Terms can be arranged. Ad- 
dress Box S-72, American Lumberman, Inc. 





FOR SALE: Only Lumber Yard in small North- 
west Arkansas town. Lumber, hardware and 
lumbing. Good business in a 





LUMBER & DIMENSION 
FOR SALE 


QUICK SERVICE TO DEALERS 
CL or LCL shipments 





Hardwood and 
Archttectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 
2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





Bi 2 FOR SALE 
PONDEROSA PINE BOARDS 
and White Fir Dimension. 


Car Load Shipments from Idaho. 
Address Box 8-42, rican Lumberman, Inc. 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 
Also 
1d Cut Door Stock 
M in tu 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly:. 


Al Clements Lumber Co. 
P. ©. Box 908 
Eugene, Oregon 
Phone 5-3317 


TWX EG04 





DRY ASPEN LUMBER 


We offer lx6x8" RL #3 & Btr. S48 or shiplap: 
also 100° any thickness, ripped, resawn, bun- 
died, as needed or for shi mt rough, Your 
inquiries will have p attention. 
Pennington Lumber Co. 
Birnamwood, Wisconsin 





For the ‘‘Do-it-yourself’’ Shop — Northern Hard 
Rock Maple Blanks 18° x 18 x %°° Glued 
up of ieiln dried stock — surfaced 2 sides 
Sipe each f. o. b. New York State Shipping 
Point. Address Box T-31, American Lumber- 
man, Inc. 





MISCELLANEOUS 
FOR SALE 





azming ——P Address Box T-29, Ameri- 
can Lumberman, Inc. 


Retail Lumber & Building Supply business in 
progressive North-Texas city. ell established 
with yearly increase in volume. Room for 
expansion. Low Yearly lease. Address Box 
T-30, American Lumberman, Inc. 


FOR SALE 
Good Nebraska Yard located in Corn Belt. 
Good clean dry stock under good sheds. Own- 


er wishes to retire. Address Box T-33 American 
Lumberman, Inc. 





PROMPT SHIPMENT 


PROMPT SHIPMENT 


BUILDING PAPER 
Reflective Insulation 
a 
a er mn 

fF rT tiabert 





Twine (Fo 
Miracle Adhesives & Anchor Nalis 
SLIDING DOOR HARDWARE 

Joist Hangers (in Cartons) 

| Varden Corners 

a all Ties -— Areawallis 
NICHOLS ALUMINUM NAILS 
Wooster Brushes 


Attic & Roof Louvers 
Miniature Louvers (15c resale) 


(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
. Drawer 43 Wilmette, Ml. 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





ADVERTISING YARDSTICKS 


Basswood, 2-color. Same ice as i-color. 
Also Paint Paddles. te shipment. 


R. 
156 So. 


. DUMONT CO. 
elrose Ave., Elgin, Ill. 


Alter all—there is nothing like 
Wood Advertising Pencils. Available 
with bell ringing slogans. Write 
for Brochure and Prices. 
ABA WOOD PENCILS 
P. O. Box 395 Tuckahoe 


BOOKS FOR SALE 


CYCLOPEDIA OF BUILDING TERMS. 64 
pa of definitions, Ulustrations, charts and 
tables to assist lumber and building materia) 
dealers in the operation of their business. 
Manual of Fundamentals of light construction 
and building materials for lumber dealers. 
Excellent presentation. Price 50c. 


LUMBER AND ITS USES. By Kellogg. A 
practical outline describing in non-technical 
language the properties and uses of the prin- 
cipal cial species of wood which are 
manufactured into lumber. Fourth edition. 
Price $4.00. 


7, New York 











AMERICAN LUMBERMAN 6 
BUILDING PRODUCTS MERCHANDISER 
199 N. Clark St., Chicago 2, Il. 
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_ PROF ITS for YOU! 
English Type : 
RAIL and HURDLE | you seLL FENCE 


We Carry Inventory 
Ng . y = Will ship, in your name, from 
| & our Yards in Toledo and 


West Virginia 








ALL TYPES 


For Estates or smailer Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 
PENTA PRESERVATIVE 


WRITE FOR CATALOG AND PRICES 


“woop PRODUCTS CO. ro.epo 12, oni 











— 


TANNEWITZ 


for Swing Saws 
4 AV i | $30 to $50 A MONTH 
N LUMBER AND LABOR 


30 Days Free Trial 


EET? ot cant tt ee 


AUTOMATIC 
GAUGE 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 
ng 


GRAND RAPIDS 
MICHIGAN 
DEPT. 4 





Se THIS BLANK 


19 20 21 22 23 


“What's New” Items 


37 38 39 40 4) 


55 56 57 


Advertised Products 


Nome 





ed poe 


CIOORS | 


Nicholls TROWELS FLOATS. CEMENT TOOLS, 
DARBIES and HAWKS have been designed to 
ay perfectly “fit” the job, Many years of research 
? (Yeas rive “much wanted features” that make Nicholls 
Is sell faster. 


Contact your jobber or write - 


NICHOLLS MANUFACTURING CO. 
OTTUMWA, IOWA al 


for over 








ALIFORNIA 


SUGAR G&G WESTERN 
PINE AGENCY, INC, 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


Li Bie 


pti my Ee Shop 
California Ponderosa Pine 
Mouldings and Cut Stock 





? Pattern Lumber 








11612 «13'—«CO04 


29 30 31 «32 


47 48 49 #50 


65 66 67 68 


Position 





(Please Print) 


Company 


Street 





City 





(To obtain more data on advertised products see page 118) 
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(AA) 
(AB) 
(AC) 


(AD) 


(AE} 
(AF) 


(AG) 
(AH) 
(AJ) 
(AK) 
(Al) 


(AN) 
(AO) 
(AP) 

(AQ) 


(AR) 
(BA) 
(BB) 
(BC) 
(BD) 
(BE) 


(BF) 


(BG) 
(BH) 
(BJ) 
(BK) 
(BL) 


(BN) 
(BO) 
(BP) 

(89) 
(BR) 

(CA) 
(CB) 
(CC) 
(CD) 
(CE) 
(CF) 


(CG) 
(AD) 
(CH) 
(CJ) 

(CK) 


(CL) 
(CN) 


(CO) 
(CP) 

(C9) 
(CR) 


(DA) 


(DB) 
(DC) 
(DD) 
(DE) 
(DF) 
(DG) 
(DH) 
(DJ) 


(DK) 
(DL) 
(DN) 
(DO) 


(DP) 
(DQ) 


\ir-King Mfg. Corp 
Alberta Forest Products Assn 


American Floor Surfacing 
Machine Co., The 


American Machine & Foundry 
Co., The ; 
American Screen Products Co 
American Welding & Mfg 
Co., The 
Anaconda Copper Mining Co 
Andersen Corporation 
Angier Corporation . 
Appalachian Hardwoods 
Archer-Daniels-Midland Co 


Baldwin-Hill Co 30 
Bemis Hardwood Lbr. Co... 24 
gerns Mfg : 
Bessler Disappearing Stairway 
Co., The .110 
Black & Decker Mfg. Co., The.. 87 
Blue Mountain Mills a 91 
trown & Co Inc., Geo, C : 66 
Bruce Co cK. L 84-85 
Bunyan Lbr. Co., Paul gk 
3uss Machine Works 113 


Corp , 2 105 


California Sugar & Western 
Pine Agency, Inc , 
Canadian Forest Products, Ltd 
Casement Hardware Co., The 
Ceco Steel Products Corp 
Cherry River Boom & Lbr. Co 


Chicopee Mills, Ine 
Lumite Div 


Coffman Co., R. G 

Columbia Mills, In« 

Conifer Lbr. Sales 

Conkling Co., The 

Consumers Glue Co 

Continental Screen 

Crisp Lbr. Co., M. Ib 

Crossett Lbr. Co.. 

Cuprinol Div Darwé h, Ine 

Curtis Lbr. Co 

Cyclone Fence Dept 
Steel & Wire Div 


American 


Deniston Co., The 

De Walt, In 

Douglas Fir Plywood As 
Duncan Lbr. Co., Ine 
Donald 


Durham Co 


Farrin Lbr. Co., The M. B 


Fenestra Building Products 
(Detroit Steel Products Co.) 


Geneva Mfg. Co 
Goldblatt Tool Co 
Grand Traverse Sales Co 


Griffin Mfg. Co 


r & Sons Hinge Mfg 
Pa 


Hamer Lbr. Co., J. P 
Hardwood Plywoo 
Hassall, Ine John 
Heatilator In 
Hewitt Lbr. Co., W. H 
Hoggson & Pettis Mfe 
Holt Hardwood Co 


Home Maintenance & 
Improvement 


Institute 


Idea Mfe. Co 
Inland Steel Products Co 


Jaeger Machine Co.. The 
Keasbey & Mattison Co 11 
Kennatrack Corp 41 


Kwikset Sales & Service Co 


Kyanize Paints, Inc 107 


ILDING 


Propucts MERCHANDISER 


Leidgen Specialty Co 
Libbey-Owens-Ford Glass Co 
Lightsey Brothers 

Lock Vent, Inc... 

Ludman Corporation 


Mack Trucks 


Macklanburg-Duncan Co 108- 


Malta Mfg. Co., The 
Marleau-Hercules 
Marsh Wall Products, Inc., 
Sub. of Masonite Corp 
Masonite Corporation 
McCracken & MeCall, Inc 
Menominee Indian Mills 
Midget Louver Co., The 
Mohawk Flush Doors, Ine 
Morrill & Sturgeon Lbr. Co 
Mowbray & Robinson Lbr. Co 
Mower Lumber Co., The 


Neils Lbr. Co., 
Nicholls Mfg 


Orangeburg Mfg. Co., Inc 
Owens-Illinois, 


Glass Block Div. 34, 


Ozan Lbr i 
Ozark Oak Flooring Co., The 


Pack River Sales Co 

Padgett-Smith Flooring Co 

Parker Hardware Mfg. Corp., 
Ss 


Pittsburgh Plate Glass Co 
Pro-Tect-U Jalousie Corp 


R-B Co., The 

Red Cedar Shingle Bureau 
Reichhold Chemicals, Inc 
Richards-Wilcox Mfg. Co 
R*eO?eW Sales Co.. 

Royal Sales & Mfg. Co 
Ruberoid Co., The 

Russell Co. The F. C 


Sargent & Co 

Silbernagel, Geo. J 

Silent Hoist & Crane Co 

Soderberg Lbr. Co., Inc., 
Carl EF 

Southern Plaswood Corp 

Steelbilt 

Stewart Electric, S. J 

Stewart Tron Works (Co 
Inc., The 


Strand Garagwe Door Tiv 
Detroit Steel Products Co 


Tannewitz Works 


Tarter, Webster & Johnson 
Tne 


Twin Harbors Lbr. Co 
U.S. Steel Corp 


Van Valer Lbr Co 
Vital Products Mfg. Co 


Wales Lumber (Co 
Weather-Proof Co. The 
Wendling-Nathan Co 
Western Pine Assn 
Western Wholesalers 
Western Woods, Tnx 
Weverhaeuser Sales (Co 
Wood-Mosaic Co... In« 
Wood Products Co 


Yale & Towne Mfg. Co 


Zegers Incorporated 


(To obtain more data on advertised products see page 118) 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up" for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, resources, 
P meco gi and shipping facilities and a 
thorough understanding of buyer's requirements, 
the vy I Western Wholesalers below can help 
you take the worry out of your lumber buying. 
Tell them your needs. Let them supply your com- 
plete requirements. 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - .- 
Our 


WASHINGTON 


Year 





$64 Market $t., me cathins 4, Colt. 
VAN VALER LUMBER COMPANY 
Radio Central Bldg., Spokane 4, Wash. 
Phone: TEmple 2743 





TWX SP 19. 


WESTERN WOODS, INC. 


715 Spokane & Eastern Bldg., Spokane, Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 TWX: SP-104 


CONIFER LUMBER SALES 
Distributors of West Coc 
Coniferous Tree Produc 

P. O. BOX 385, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA 
TWX $C270 PHONE !Vanhe 








9.7655 


Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Nat'l Bk. Bldg., Spokane 8, Wash 
PINE SPECIALISTS 

Teletype SP-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 





TEmple 1448 








Duncan Lumber Co., Inc. 


818 Securities Bidg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns 


W. H. HEWITT LUMBER CO. 
Washington Bidg. Tacoma, Wash. 
K. D. Ponderosa Pine; all grades Including selects 
and shop. 
MArket 0689 


Morrill & Sturgeon <i> 
Lumber Co rn wate OF GuauiTY 


YEON BLDG., PORTLAND, ORE. 





Teletype TA 009-U 
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STOCK SIZES 
FOR MOST EVERY 
BUILDING NEED! 


Thousands of Building Supply Dealers sell 
ornamental iron at every opportunity. They 
stock and sell with complete confidence. 
Many dealers pushing Coffman in 1953 
reported bonus sales in excess of $5,000 
and $10,000 —sales they had been missing 


all yeors previous 


IT’S AS SIMPLE AS 


. 
RAILINGS: You order and stock Coffman railings 


just like ony shelf item. ALL Coffman railings fit standardized 
steps—7" riser x 12” tread—plus many off sizes. For 
special sizes, the builder fills in the simple Coffman Raill-O@ 
Graph form. These forms are available to you. Optional 


clamp-on ornaments provide a variety of attractive designs 


POSTS: The 17 stock height 


designs of Coffman hand-wrought and 


cost posts are ALWAYS the right height 
for every job. Posts 8’ and 9’ can be cut 
to fit. With “built-in-place” construction 
the builder hangs post to soffit with lag 


screws and pours concrete around legs. 


+ TOP PROFIT: 


Coffman Ornamental tron is one of the top profit 
items in the Building Supply business. Priced to sell 
for homes from $8,000 to $50,000 


EASY T0 SELL: 


Coffman Ornamental Iron is easy to sell because it 
cuts your builder's labor and material costs and 
saves him time. In many cases Ornamental tron 
costs less than wood or brick, because it is a pack- 


aged item—ovoids high cost labor at the job site. 


Sell Now Summer items— 
Screen Door Grilles, Porch 
Posts, Railings 


RAPID DELIVERY: 


Elimination of waiting for special work from local 
iron shops saves your builder time. And there is light 


ning delivery from Coffman to you 


R. G. Coffman Co. 


Dept. ALB ORLANDO, FLORIDA 
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BIG ORDER ON THE WIRE, smiles Miss VanValer, ready 
to write it up 


Woman Makes 
Wholesale Lumber Her Business 


Miss Fermor L. VanValer, owner of the VanValer 
Lumber Company, Spokane, Wash., is the only woman 
wholesale lumber dealer in the area and one of the 
very few in the country. 

Miss VanValer often takes orders for over seven 
cars of lumber over the telephone in less than 10 
minutes. How does she do it? She states that she 

yas taught by the reputed best teacher—long, hard 
experience. 

Starting as a telephone operator for the old Mc- 
Goldrick Lumber Company in 1919, she became inter- 
ested in lumber. It wasn’t too long before she was 
computing piling tickets and advancing from the in- 
voice department on through to the position of assist- 
ant sales manager. 

Since December, 1951, she has operated her own 
business, where, she timidly admits, her income as an 
independent operator has been three times what it 
was when she worked for some one else. 

Lumbermen who know Miss VanValer say she can 
tell by looking at a log what kind of wood it is, the 
best way to mill it, what it’s worth and where it is 
most likely to find a market. She feels that anyone 
can sell the choice parts of a log, but that the trick 
is to sell the items the mills have to move to make a 
profit. Maybe that’s why so many mills give the lady 
lumber wholesaler of the northwest their business. 














“Well, Dear— 
here’s our little 


LOVE NEST!” 








Courtesy LIL-AD FEATURES, Santa Ana, Cal. 


Advertisers’ Index appears on page 119 
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; Colvamiged. Stoel has Stuwugth & 
you don’t get from other metals 


...and that's why you enjoy a big 
competitive advantage, when you handle 


— MIUILCOR cutter 


ers, 17 Olmstead 


= 
Depew. NY an onductor Pipe 
ing a Milcor job. 





tne» ; eS RE 
é ' —_—— 4 You do your customers a favor 
when you recommend the 
brand and material preferred 
by professional sheet metal 
men. 





A es a. takes galvanized steel to get the best 
yY results with rain-carrying equipment. 
That’s why Milcor means money to you! 
Milcor galvanized steel Gutter and Conductor 
Pipe give your customers many advantages they 
don’t get from other brands — or other metals. Es- 
pecially important is its rigidity: rigidity for easy 
handling on the job, rigidity that won't give under 
the weight of a ladder. This means simpler installa- 
tion, fewer repairs, and greater satisfaction for the 
customer. 


For these good, dollars-and-cents reasons you 
should push Milcor Gutter and Conductor Pipe — 
they mean money to you. 


The Milcor line includes a wide range of sizes, 





| styles and accessories, so you can carry a complete 
stock. Write today for a descriptive bulletin. 
A wide range of sizes and styles, with matching #Res. U. S. Pot. Off. pies: 
accessories, to meet every requirement 


-_—— 
- a) a ln <INLAND>STEEL PRODUCTS COMPANY 
ES a 


a ae ae mee eS | 


das sit bin 4023 WEST BURNHAM STREET © MILWAUKEE 1, WISCONSIN 
utter 


et ) BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y., 64 Rapin St. — 
. CHICAGO 9, ILL., 430). S. Western Bivd.—CINCINNATI 25, OHIO, 3240 Spring Grove Ave 
= _ CLEVELAND 14, OHIO, 1541 E. 38th St.—DETROIT 2, MICH., 690 Amsterdam Ave, 


Mitre —KANSAS CITY 41, MO., P. 0. Box 918—LOS ANGELES 58, CALIF., 4807 E. 49th St 
‘ — NEW YORK 17, N. Y., 230 Park Ave. — ST, LOUIS 10, MO., 4215 Clayton Ave 























NOW: 


Your one answer to greater-than-ever screen cloth sales 


*Registered Trade-mark 

















LUMITE DIVISION 
Chicopee Mills, Inc. 
47 Worth St., N. Y. 13, N. Y. 


This low-cost 


for only *16= 


Takes only 2‘ x 3’ of floor spate. Cuts, measures, dis 
penses and displays 5 best-selling widths of Lumite 


Saran Screen Cloth: 26’, 28’, 30 32’° and 36 


tPut yourself in the screen cloth 
business with one of these 
2 sensational offers: 


1. The Lumite Dispenser Rack for only 
$16.84 (dispenses 24” through 36” widths 
and comes F.O.B. Chicago, Ii.) with the 
minimum purchase of five 100’ rolls of Lumite 
from your wholesaler. This cffer includes the 
free “Stand-On” demonstrator that gives 
proof of Lumite’s durability under pressure. 


2. The Lumite Display Rack plus five 50’ 
rolls of Lumite Saran Screen Cloth (rep!ace- 
ments are in 100’ rolls)—all for only $69.15 
F.O.B. Chicago, Ill. Included absolutely free 
is Lumite’s sales-clinching ““Stand-On” dem- 
onstrator, proving amazing strength of 
Lumite Saran Screen Cloth. 














